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Vaughan Tools are 





*oivHONVA Cc 


playing an important part 





IavNY 


in construction and 

production throughout the 
country because skilled crafts- 
men recognize skillfully built 
tools when they use them. 
These same craftsmen will tell 
you Vaughan's "built-in" 
balance makes a big difference. 


They'll tell you it always 


pays to buy a good tool. 
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QUICKLY 
CLEANS 


Oven interiors 
Grills 
Burners 





OPEN STOCK 
ITEM SIZE | PACK | WEIGHT LIST LIST EACH 
E-8 8 oz. | 1 doz. | 12 Ibs. 8.28 69 
E-16 16 oz. . | 20/2 Ibs. | 11.76 .98 


FOR BEST DISCOUNTS, ORDER IN CASE LOTS! 
































Strongly supported by Coughlan’s well-known policy of 
FR t £ dealer cooperation and NATIONAL ADVERTISING. 


with FREE mats and display material. 
every jar of 


Factory pays 1/2 of dealer advertising. 
EASY-AID... 


ro ergy - / Order Eas -Aid Oven Cleaner from 


your wholesaler TODAY! 


G. N. COUGHLAN CO., West Orange, N. J. 
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By merely looking ata KWIKSET ‘‘400"' line 
lockset, you can't see the years of research 
and development spent perfecting a lock 
that would not only be low in price but high 
in quality. You can't see the modern 
materials and methods that are used in 
producing a lock that is guaranteed to give 
years of dependable trouble-free service. 

And because they're hidden from view 
by KWIKSET'S glistening finishes, you 
can't see the construction features 
responsible for KWIKSET'S outstanding 
record of proven performance. 

But even if you can't see them—these are 
the factors that make the KWIKSET ‘*400"' 
line America's outstanding lock value. 





400” LINE \ ‘The Quality Lock for Budget Building 


KWIKSET SALES AND SERVICE COMPANY « ANAHEIM, CALIFORNIA 











NEW DELUXE 
UNIVERSAL ALL PURPOSE 
FOOD AND MEAT CHOPPER 


It has no clamp 
Turn for turn—cuts twice the food. Has 
three cutters. One fer grinding ham- 
burger—two for cooked meats and 
vegetables. Retail $7.95. New ‘“‘Leader”’ 
model, $5.95. 


You're set 

for the Biggest 
Christmas 

Ever! 

with UNIVERSAL vacuum Goods 


and Household Specialties 





CASH IN NOW with 
Universal's great line of 
vacuum goods and 
household specialties. 
They’re designed and 
priced for mass consumer 
sales. For all the facts 

on this line—fill in 


the handy coupon today! 





UNIVERSAL 
SCOTSMAN OUTING SET 


Red and black plaid case. Quart-size 
food jar, quart vacuum bottle with four 
nested cups and metal sandwich box. 
Retail $14.95. Other sets from $7.95. 











NEW UNIVERSAL 
MAG-NIF-EYE SCALE 


In contrasting decorator colors. Will 
not chip, rust, fade or wear. Built to last 
a lifetime. Accurate reading at a glance 
with new MAG-NIF-EYE DIAL. $7.95. 








UNIVERSAL 
MOTOR LUNCHEON SET 


Complete service for 4 in compact carry- 
ing case. Knives, forks, spoons, cups, 
plates, salt and pepper shakers, quart 
vacuum bottle and quart food jar, plus 
sandwich box. Retail $34.95. 








NEW UNIVERSAL 
GENE AUTRY LUNCH KIT 


Kids love ’em! Sponsored by Gene. 
Colorful western scene on front. Litho- 
graphed calfskin sides and back. % pint 
vacuum bottle. Retail $2.89. 











LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





coor ore ee 


Your Nome 


We accccusece 


Landers, Frary & Clark 
New Britain, Conn. 


Please rush me the facts on your complete line of Vacuum Goods 
and Household Specialties. 
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Chain and Attachments 
for countless needs... 


e Your own experience has shown 
you the vital importance of recom- 
mending exactly the right chain and 
attachments for each specific end use. 
AMERICAN makes all basic chain pat- 
terns so that you can offer your cus- 
tomers, from one manufacturing 
source, the best and most economical 
chain for every requirement. 

Whether you sell chain for general 
service, for heavy (or light ) duty, for 
logging, or for some unusual applica- 
tion—you can count on AMERICAN 
CHAIN every time! Welded chain or 
weldless chain—you’ll find the same 
high quality in both. Also, a com- 


plete line of AMERICAN-made attach- 
ments for any type or size of chain. 

Now isa good time for you to check 
your chain stock... reorder fast- 
selling items... order other items 
not currently stocked. In this way 
you can fill all the needs of all your 
customers. Your AMERICAN CHAIN 
distributor stocks many popular 
chains and attachments—and he can 
get any others for you. Or, write our 
York office. 





American Chain Division 


G & 


o 0 
PR 


Repair Link 





York, Pa., Boston, 





“Phy, AMERICAN CHAIN & CABLE 


Chicago, Denver, Detroit, 
Houston, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, Ore., San Francisco, 
Bridgeport, Conn. 
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} Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


Yours of the Ist inst. ree’d... 


Each month there passes across our desk a great many copies of correspondence 
that has taken place between dealers and manufacturers concerning various prob- 
lems and complaints that arise in the normal course of operating a business. 


This material is sent us by dealers to keep us posted of their problems and often 
to ask our advice in handling a situation. The individual subject most frequently 
covered by this correspondence concerns price cutting and flagrant violations of 
Fair Trade prices. 


In reading through this correspondence I am frequently startled by the care- 
less, off-hand manner in which many manufacturers handle this type of mail. Some 
of the letters I have seen appeared to have been written by sixth grade schoolboys 
with absolutely no knowledge of either human nature or the hardware business. 


Failure to handle an honest, serious complaint in an intelligent fashion is a 
serious error. It creates enemies and misunderstandings that take years to cor- 
rect. It can hurt the sale of a product. 


In many firms the only direct contact it has with its dealers is through letters. 
The letters establish in a dealer’s mind an impression of the company as a whole. 
I would imagine that every manufacturer would want to establish a good impres- 
sion. Certainly many of the letters I’ve seen fail to do this. 





It is reasonable to assume that if a firm tolerates one bad letter going out, it 


, permits many and thus multiplies its difficulties. Maintaining sales volume is 

j hard enough these days without making it more difficult by poor handling of 
correspondence. 

ook I have seen some letters written by an employee of a manufacturing company 


that gave the impression that the dealer to whom it was written was a moron, 
completely devoid of feeling, intelligence or business knowledge. 


The pathetic aspect of this type of letter is that the dealer to whom it is 
written is often a far better businessman in his field than the writer of the letter 
is in his field. 


Sometimes, it is true, the mishandling of correspondence is a reflection of the 
effort of a factory to carry water on both shoulders; they want discount house 
distribution and at the same time they want hardware store distribution. No one 
could write a rational, comprehensible letter under the handicap of a policy like 
that. This is especially true of some firms that claim to Fair Trade their products, 
but make no sincere effort to enforce the Fair Trade prices when a large outlet 
ink lets loose with price cuts. 





Writing a good letter is an accomplishment of no mean achievement. The proper 
technique cannot be learned off-hand, over night. Like any skill, it requires study 
and practice. 


Some factories make an effort to train their people to write good letters. There 
are many books and courses on this subject available now. These days, when every 
sale is important, many manufacturers could do themselves much good by a real 
effort to improve the quality of their letter writing. 
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informal editorial comments 


Aside from the content of the letter, it is also vital that every letter writer i 
sitting behind a desk in a factory office be made to understand that the dealers to t 
whom he may be writing are businessmen of experience and intelligence, and in ' 


most cases very successful men in their field. They should be treated as such. 


TV should grow _—_ 


The growing use of television as a local promotional medium is giving rise to : 
abuses in commercials that could react unfavorably to anyone using TV time. 


Some sales pitches being put on TV these days would not be tolerated any place 
other than a barker’s stand in a circus side show. Yet ihere are some very well 
known brands that are permitting their names to be involved in unethical, if not 
misleading, commercials. 





The general effort in these commercials seems to be to get as close as you can 
to being misleading, without, technically, saying anything that would be legally 
misleading. 


In short, if you accept the technical definitions and qualifications that are buried 
in the script in quick asides or slurred passages, you can not find a technical 


Ea 





inaccuracy in the statements. But the general impression to a viewer, who does ' Cor 
not make it a point to watch for these hidden qualifications, is often deliberately ' ce] 
misleading. And that seems to be the intent. The larger stations do not seem to in 
stoop to this type of commercial to the extent that the small stations do. 

The other day I listened to a commercial wherein was made the statement that _ 
the product was sold direct to consumer. The announcer piously stated that by so est 
doing the company eliminated the usual profits of the wholesaler, distributor, th: 
jobber, contractor and dealer. The obvious implication in this statement was that 
the company was eliminating the profits of five people who would normally handle Ne 
the item. To many listeners unfamiliar with distribution methods, this statement t wl 
perhaps had weight. But it was also misleading, and apparently it was intended ' 
to be. ' be 

This particular incident is all the more regrettable when a simple check of the sa 
firm selling this product on TV showed that it was itself a distributor, without if 
manufacturing facilities of any kind. th 

It would indeed be most unfortunate if the great potentials of TV as a local ra 
promotion medium should be endangered by the unethical practice of a few of the 
smaller stations. If you use TV in your selling program, make certain that your 
station does not indulge in commercials of this type. Be 

és 


Time is getting short... 


Just about six weeks from today—a month and a half—the Christmas season ® 
will be over; so also will be ended your biggest selling season. Have you made 
vour plans for your holiday push? Are the ads scheduled; are the circulars ready 
to go; are the store decorations on hand? If they are not, then you’re way behind . 
on your Christmas planning and better get going. 


Most dealers’ inventories appear to be a little lower this year than in past years. 
This is a fundamentally sound condition, but you can’t sell what you don’t have. 
And if every dealer suddenly starts asking for rush shipments from his whole- 
saler a week before Christmas, a lot of people are going to be disappointed. 


Better check up on your stock and orders now, especially on staples. You'll get 
one crack at this extra Christmas business; don’t miss it by being out. 


For a quick check on what you should be doing, go back to the Check List for 
Christmas selling that appeared on pages 84 and 85 of the Sept. 30 issue. 
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---add up to BIG DOOR CLOSER VOLUME 


TO SELL A 
THE MOST 

SELL THE 

BEST... LOCKWOOD 


| Each year automatic door Ball 


control gains wider ac- a 
ceptance, more users... Bearing _ 
in commercial, industrial ; 
and institutional Closer 
establishments. . . and 
this year wil! set a record. 













Now is the time 

when the weatherman 

becomes your star door closer 
salesman. You won’t miss a sale 

if you’re stocking the leader of 
them all . . . LOCKWOOD’s famous 
rack and pinion ball bearing closer. 


@ Ball-bearing suspension 


@ Leak-proof gland and splash ... in homes, too — for combination doors 
chamber ” 





@ Oversize 1-piece shaft and pinion 


@ Super powered spring 





@ 2-year guarantee 


LOCKWOOD's Combination Door 
Closer... powerful, weather-resistant. 
Totally enclosed main spring. Built-in 
shock absorber. Made in 3 grades. 


FITCHBURG, MASSACHUSETTS 


Lockurod LOCKWOOD HARDWARE MANUFACTURING COMPANY 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Supreme Court Frustrates 
Anti-Fair Trade Moves 


Fair Trade cleared a major hurdle when the U. S. 
Supreme Court for the third time refused to rule on 
the constitutionality of the principle. 

The High Court found that challenges of New York 
and New Jersey Fair Trade Laws, and the Federal 
McGuire Act 
lacked a “substantial question” involving the Federal} 


which legalizes the non-signer clause, 


law. 

The decision does not guarantee that some court in 
some future case might not declare Fair Trade illegal. 

At least for the time being, however, the decision 
permits manufacturers to proceed with enforcement of 
Fair Trade Contracts. But there is little indication 
that discount sellers intend to let the ruling alter their 
selling habits. 

The decision does not clear up problems caused by 
spotty enforcement by manufacturers who permit some 
outlets to ignore their contracts, nor will it ease the 
squeeze caused by big stores meeting discount prices. 


OUTLOOK 
ening legal recourse to Fair Trade opponents, 
9 may serve to inspire congressional attacks on 


The court's decision, by weak- 


Fair Trade. Opponents will contend that repeal — 


of the laws exempting Fair Trade from anti- 
trust action is their “only hope.” 


Further Excise Tax Cuts Conflict 
With Treasury's Revenue Needs 


A new effort to kill off excise taxes, now in the mak- 
ing for the January term of Congress, will run head- 
long into a drive by the Treasury Department for 
more revenue-producing laws. 

Groups representing items on which the tax still 
applies will 
press for complete removal of the unpopular excise 
taxes. They contend that excise tax cuts this year 
stimulated sales, and that removal would further help 
the economy by lowering prices and giving consumers 
more spending money. 


including firearms and sporting goods 


Treasury officials, faced with a mounting budget 
deficit, are still aiming at promoting a national manu- 
facturers’ tax on all goods. 

The Treasury Department might permit excises to 
be further reduced, from the present 10 pct to 5 pct, 
and move to have the 5 pct extended “across-the- 
board.” 


OUTLOOK—The conflict between the two 


drives may serve to strengthen the chances of | 
Ey a national sales tax. Industries with a 10 pet | 


excise tax would like to have it halved, and the 


Government would welcome the increased 


income. 


White House Plans Program 
To Rehabilitate Poor Farms 


A program of rehabilitating the nation’s 3.5 million 
“poorer” farmers is scheduled for consideration by 
the Eisenhower administration next year. 

The plan is to use loans and outright grants, direct 
supervision, and education, to improve the yield of 
less productive farms and thereby raise the standard 
of living of the farmers who work them. 

Another phase of the plan calls for industrialization 
of some rural areas so that workers on non-productive 
farms can get factory jobs. 

Agriculture Department officials are alarmed because 
only one-third of the farm population, which produces 
85 pct of the total agricultural output, gets most of 
the benefits of the price support program. 

Another program, designed to stimulate greater and 
more efficient use of electricity on farms, is being con- 
ducted by private and public power companies, farm 
equipment and appliance makers, electrical contractors 
and farm and educational groups. 


OUTLOOK—If the Eisenhower program 
is put into effect and the electrification pro- 
gram is successful, farm spending will be in- 

Pa creased and will assure a hike in sales of re- 
tailers serving rural customers. 


(Continued on page 172) 
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inated padlock 





SWING peal a) 
the Hasp “pune 
gO 


f E ; SLIDE the Bolt 


SNAP Erase fe] 
the © A I 


Lock [Bt 







The popular “all-in-one” lock and hasp that 
fits today’s market! Ideal for use by contractors, 
builders and the “do-it-yourself” trade. Sturdy 
laminated padlock permanently attached .. . 
can’t be lost or stolen! Entire unit 
made of hard-wrought steel 

cadmium plated for long life. Com- 
plete with 7 screws. Order from 
your wholesaler. 







Recessed, Tener 
screw seatings 


* “Pinless hinge” for 
extra security 


Works on right or i 
left hand doors y 


Master sarery HASP No. 704 ..35¢ rei 


Powerful, rugged wrought steel hasp Check these Security Features, too: 


that matches the strength of Master ® Recessed, reinforced screw 
Padlocks. Extra heavy, one piece seatings 

padlock eye “floats” in place... ® Cadmium rustproofed 
can't be knocked out! Packed com- * Sturdy, pinless hinge 

plete with 7 screws. * Wide rib for extra strength 






Screw heads con- 
cealed when hasp 
is closed. 


Master Jock Company, Milwaukee 45, Wis. 
Worlds Leading Padlock Manufacturers 


WEG, Padlocks 


NATIONALLY ADVERTISED in Saturday Evening Post, Look, This Week 


Field & Stream, Popular Mechanics, Boys’ Life, Farm Journal, Ebony 
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Power Drill Kit 

New wall drill kit consists of: 
Model 149B % in. capacity electric 
drill with geared chuck and key, 
drill side handle, 5 in. slitting saw, 
set of three wood drill bits and 
seven steel drill bits, 4 in. rubber 
backing pad, 5 in. 
polishing bonnet, six 4 in. abrasive 
discs, 3 in. rag buffing wheel, 3 in. 
grinding wheel, 3 in. wire wheel, 


sheep’s wool 





paint stirrer, polishing rouge, drill 
pedestal, adapter and accessories 
for mounting attachments on drill 
and mounting board with screws. 
Kit comes mounted ready for sale. 
Lists for $39.95. Mall Tool Co. 


For more data circle No. 1 on postcard, p. 187 


Flexible Soaker-Sprinkler 
New flexible Soaker-Sprinkler is 
a single tube with stabilizing fins 
that keep it from rolling and twist- 
ing. It sprays upward only, through 
a multitude of openings, for safe, 
intense watering. Sprinkler is 
equipped with an end coupling with 
cap, which permits flushing out the 
soaker-sprinkler and connecting two 
or more lengths. Packaged in a 
colored sleeve, it is available in 50 


12 


eed 





and 100 ft. lengths, fair traded at 
$3.29 and $5.98 retail, respectively. 
Supplex Corp. 


For more data circle No. 2 on postcard, p. 187 


Ironing Table Cover Set 
New Cream City No. 72 Pad and 
Cover Set, and No. 107 cover set 
are designed to fit all standard 54 
in. ironing tables. Covers are made 
of Sanforized cotton drill. Pads 
are of waffle-weave construction. 
Pads and cover are made with extra- 
wide overlap to assure a snug fit on 
the bottom of the ironing table. 
Strong elastic around the entire 
cover edge keeps the cover wrinkle- 
free. Pads and covers come in new 
package. Geuder, Paeschke & Frey. 


For more data circle No. 3 on postcard, p. 187 





Household Panel Bar 


New panel bar for assorted 
household items is of stucco de- 
sign. Comes individually packaged 
with hooks and handi-shelf which 
are finished in wrought iron. Colors 
are red, yellow, gray, chartreuse, 
coral, coppertone. Also comes cop- 
pertone and chromium plated. 
Available in 8 x 19 in., 14 x 17 in., 
and 17 x 19 in. Matched sides 


zai) 
aE 


ad 









blend into any series of sizes. Sug- 
gested retail price from $1.89 for 
the 8 x 19 in. size. Decorated dis- 
play with a metal base and 17 x 
19 in. panel bar is offered at no 
cost as an introductory assortment. 
Metaloid Co. 


For more data circle No. 4 on postcard, p. 187 


Chrome Food Mixer 
Universal food mixer, No. 6228, 
has easy to read red control panel 
with complete mixing guide, which 
gives specific mixing range for 
mashing, chopping, creaming, mix- 
ing, whipping, beating and grind- 
ing. Built in power unit operates 
the juicer and meat chopper. Au- 
tomatic beater release in handle 
permits simple insertion and re- 
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Want more information on these 
products? Then use free post 
card on page 187 


in hardware merchandise... 








RVICES 





FOR THE HARDWARE DEALER 





lead cord with add-on plug. Stand- 





TO HELP YOU 


SELL 








ir 

we ard package is 1 pair. Noma Lites, 

tecee de- Inc. NEW DISPLAYS 

packaged For more data circle No. 6 on postcard, p. 187 IT rohan ER DEA LE R 

lt which SALES HELPS 

sie ition Baby Bath Thermometer SALES HELES 

lartreuse, Tubby - The - Turtle combination ' 

ymes cop- baby bath thermometer and rattling Sash Brush Merchandiser 
plated. bath toy floats in tail-down position Merchandiser for Lirdbeck an- 

x 17 in., in baby’s bath water and indicates gular sash brushes has a lift-up 

1ed sides the water’s temperature hot, top which is easily set in place to 








moval of beaters. Mixer has two- 
position turntable, adjustable for 
height, and a cast aluminum base 
with extra hard chrome finish. 
Can be converted to hand mixer by 
removing it from its base. Landers, 
Frary & Clark. 


For more data circle No. 5 on postcard, p. 187 


Christmas Lamp Posts 


These 50 in. full color plastic 
lamp posts carry a Christmas mes- 
sage. They are completely illumi- 











warm, tepid, temperate or cool. 


form an eye-catching display. An 
actual brush is fitted into a die-cut 
hand so that the angled bristle 
ends rest on a miniature window 





sy ay nated with five C7% candelabra Made of plastic, turtle also provides 
ated dis- base lamps in each lamp post. Have baby with noise-making toy. Comes 
nd 17 x simulated snow-capped lantern top in pink and blue colors and will not . 
d at no and base. Suitable for use in door- scratch. Lists for $1.19. Taylor sash, demonstrating how brush is 
ortment. way or on lawn. Some with 4 ft = Jnstrument Cos. fitted to the job. Unit holds 13 pure 
*, Pn For more data circle No. 7 on postcard, p. 187 bristle brushes, five 1-in. size, four 
rard, p. 187 » a ¥ each in 1% and 2 in. sizes. Total 
New Paint Line retail value is $17.17; net cost to 
New Lo-Sheen alkyd enamel comes dealer, $11.48. Wooster Brush Co. 
lo. 6228, in ready-mixed bright colors which For more data circle No. 8 on postcard, p. 187 
‘ol panel dry without shine or glare. Can be ‘ ‘ 
e, howe used indoors and outdoors on any Kitchen Tool Display 
nge for clean, smooth, prepared surface- Flint kitchen tools are featured 
ng, mix- walls, woodwork, furniture, acces- in new. No. 1971 self-service display 
d grind- sories, etc. Also suitable for such assortment built around two spe- 
operates items as metal terrace tables, metal cially priced basic kitchen items. 
per. Au- awnings, bicycles, garden tools and The two-tine fork and turner, in 
handle equipment. It is quick-drying, breakfast size, will be cut one- 
and re- — (Continued on page 184) (Continued on page 220) 


Ll, 1954 








HARDWARE AGE, NOVEMBER 11, 1954 











ow Nhe 


$14.5 ALL 





July 
1954 RETAIL 
STORE 
SALES 
Aug. 
1953 
Aug. er 
1954 
| (in billions) 
ats 
Source: Dept. of Comme 


September Store Sales 
Up 1% from Last Year 


Consumers spent $14 billion with 
the nation’s retail stores in Septem- 


ber, which, after adjustment for 
seasonal factors and trading day 
aifferences, was just about 1 pct 


more than in September last year. 
This is a preliminary estimate of 
the Dept. of Commerce. 

Estimated sales of the 
building and hardware group was 
$1,206 million—$42 million more 
than in August and $14 million 
more than in September 1953. 

Hardware stores purchases from 
wholesalers little change 
from June to August, after allow- 
ance for seasonal adjustment. 
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> Fair Trade Gets New Break 


> Hardware Dealer Prices Rise 


> $12 Billion for Home Improvement 


Prices Rise 










? 








Hardware store merchandise cost 
the only slightly more than 
one-half of one percentage point 
more in September than at the 
same time five months earlier. 

The cost of hardware store mer- 
chandise has 
slightly 


dealer 


advancing in 
since April 1, 
been 


been 
price very 
1952. There hasn't 
able increase in cost since the 
ter part of 1950. , 

These 


appreci- 
lat- 


facts were brought out by 


Test Order of Hardware Store Merchandise 
Increased Only 0.56 pet in 5-Month Period 


the periodic survey of 
changes which has been com 
over the past 12 years by the 
Lake Hardware Co., Utah w 
sale distributors. 

The dealer 
der of 420 items, 
all lines carried by hard 
stores, 


to $4,788.82 
check was made on 


the 
April 12, 
(Continued on page 246) 
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FIVE WAYS! 
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New / VISUAL SALES PROGRAM 
for MONOWATT ELECTRICAL SUPPLIES 


Here’s the kind of Product Appeal, Packaging and 
Displays that build Store Traffic, Sales, and Profits! 
There’s never been anything like it in electrical 
supplies promotion! Monowatt — first to design a 
line of specialty products (and completely redesign 
its staples) for today’s self-selling, now brings you 
a merchandising plan for easier sales this Fall. 
Patterned after the most successful sales promo- 
tions — the Food Industry's, the Monowatt mer- 
chandising package presented here has that super- 
market sales touch. Here is the bright, modern 
packaging . the wide product appeal . . . the 
store-tested selling helps that stop shoppers, bring 
customers into your store, and produce volume sales. 


ORDER NOW! 
Order your point-of-purchase display material today 
—and when you do, make sure you have plenty of 
Monowatt specialty products and staples in stock 
No amount of sales helps can make passers buy out 
of passers-by without adequate stocks. 


WIRE RACK MERCHANDISERS Command attention 
of passing shoppers and save space. Floor stand 
model wire rack (Cat. No. 2583-0) gives you a com- 
plete display of electrical supplies in less than 3 
feet of floor space. Easy to set up and long lasting. 
Use the smaller wire rack (Cat. No. 2584-0) on top 
of merchandise “island”’. 


DISPLAY PACKAGE For visual impact, set of 8 
sales-tested product display plaques, with snap-on 


GENERAL 
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fastening. Feature ten fast-selling items mounted, 
Cards fit standard 11” x 7” holders and are easel- 
backed for free standing display. In thousands of 
high traffic stores, these cards increased sales sharp- 
ly when sales on other, similar lines were off. 


TRAFFIC STOPPERS Display the QUICK CLAMP 
assortment on your counter or near your register 
and see how easy it is to sell these popular Mono- 
watt specialty products. Designed for the mush 
rooming Do-It-Yourself market, easy-to-use Quick 
Clamp Plugs and Taps stimulate sales of many 
other related items, boost your profits. 


MERCURY SWITCH DEMONSTRATOR For the Fall 
selling season a free demonstration unit will be 
packed with each carton of 10 single pole mercury 
switches. Simply fold the demonstrator together, 
mount mercury and snap switches from stock, add 
plates and you have an effective point of sale dis- 
play. Complete unit fits in 8 inch counter space. 

MAKES ORDERING EASY This simplified sales- 
rated catalog helps solve your ordering and inven 
tory problems. It’s an important feature of the 
Monowatt Merchandising Program designed to pro- 
duce more business for your electrical counter and 
help you handle that business more profitably. 


Wiring Device Department 
General Electric Company, 
Providence 7, R. I. 


See us at the 
NATIONAL HARDWARE SHOW 
at Chicago, October 11-15, Booths 51-55-59 


ELECTRIC 
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Until he heard this story, 


he was sure he 


He owned thirty-five progressive building 
materials outlets. His business was prosperous. 
He thought his paint departments were 
profitable. 


He would never, he said, replace the paint 
he was selling with Pratt & Lambert — or 
any other line. 

Eventually, he agreed to hear the complete 
Pratt & Lambert story. And he did change! 

That was fourteen years ago. His annual 
paint volume has more than tripled and he's 
now one of the most enthusiastic independent 


dealers we have. 
eee eEE 


What does Pratt & Lambert have to offer 
that made this independent merchant — and 
many like him who were equally well satis- 
fied switch to the P&L line? 

In the first place, it’s a complete, reasonably- 
priced line of paints, varnishes, enamels and 
stains, that has long-established acceptance 
with both professional and amateur users 
a quality line with product appeal and color 
appeal that are hard to equal. 

What's more, Pratt & Lambert backs its 
merchants with forceful national and local 





REGISTERED 


TRADE MARK 


‘da never change! 


advertising, effective point-of-sale material 
and personalized merchandising service. 


For the independent merchant who is in a 
position to sell and service large consumers, 
Pratt & Lambert has an exceptionally strong 
following among architects, professional paint- 
ers and maintenance executives — and offers a 
price structure which enables him to sell this 
big volume trade profitably. 


Best of all, the Pratt & Lambert merchant 
is protected by an exclusive territorial fran- 
chise. The customers he develops remain his 
customers. 

KRKKKKEE 

These are just a few reasons why hundreds 
of independent merchants have taken on the 
Pratt & Lambert line and are now enjoying 
greater sales volume and profits. 


Perhaps you are reasonably well satisfied 
with the brand you are now selling, but until 
you hear the complete presentation, how can 
you be sure that Pratt & Lambert doesn't 
offer you more? 


If that makes sense —- and we think it does 
the complete story is yours by writing Pratt 
& Lambert-Inc., Buffalo 7, New York. 


oe@) PRATT x LAMBERT-we 
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A Dependable Name in Paint since 1849 


° CHICAGO ° FORT ERIE, ONTARIO 
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BuDberset Co: 


presents 


THE FIRST COMPLETE BRUSH 
AND ROLLER LINE DESIGNED 


FOR TODAY’S SELLING NEEDS 


i song MERCHANDISING 





ti" High h ell 
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ubberset’s “NEW DESIGN’ 


FOR 
MODERN MERCHANDISING 


New Rubberset trademark, distinctive and striking. 

















Win- 


ning color combination for visibility, “quality look;’ and appeal 
to women (who buy more than 50% of all household brushes). 
Household line colors are yellow, black and gold. All wrappers 
and boxes carry out completely new color scheme and design. 


FFE VE Rubberset's 
new Modern Merchandising pro- 
gram includes complete and va- 
ried display fixtures for both 
brushes and rollers. All Rubber- 
set display fixtures give you more 
useable selling space and provide 
the perfect background for the 
“New Design” color combina- 
tions. 


labels. 


i 
: 
: 


IIIS 6m 


Complete “Flo-Matic” Roller line is included in “New De- 


sign.’ &. Smart color scheme on boxes increases display value— 
stocking and inventory-taking are made easier by high-visibility 
Professional line colors are clear, black, and metallic 
blue. 6. Brush “Selector Chart” shows do-it-yourself customers 


MODERN MERCHANDISING DEMANDS —— 


ASTER Jk Proper dis- 
play of colorful, eye-catching 
merchandise means faster turn- 
over. Rubberset’s line of proved, 
popular numbers eliminates 
heavy inventory and means low 
investment. ‘New Design” inte- 
grated line and display fixtures 
make it easier to control stocks 
and keep inventory balanced for 
maximum sales. 


Na Even 
new or part-time help can ring 
up larger sales with the aid of 
Rubberset’s ‘New Design” dis- 
plays. They encourage do-it- 
yourself customers to select more 
and better brushes and rollers by 
showing the need for different 
sizes and types. Better jobs result- 
ing from better brushes eliminate 
paint complaints and produce re- 
peat business. 


Rubber 
set Can meet your every need for! 
complete balanced line of brushe 
and rollers. This permits one 
source buying that saves yor 
time, clerical work and book 
keeping. You can take advantage 
of every discount and deal —al 
ways assured of proved Rubber 
set quality, backed by the Rub 
berset Guarantee... since 187} 
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Here is the open door +0 vastty 


increased sales and profits! On a nation- 
wide survey, you told Rubberset represent- 
atives what you needed and wanted in 
sroduct merchandising and display. So... 


We called in the famous industrial designers, Lip- 
pincott & Margulies ... gave them the assignment 
‘o design a paint brush and roller line most wanted 
by the buying public and Rubberset dealers. 


They designed exactly what was asked for. Every 
change was checked and rechecked to make certain 
only the best was included in this outstanding 
‘New Design?’ Now, more than ever, Rubberset 
is the nation’s most wanted brand—in appearance as 
well as it has always been in performance. No 
line ever came to market so thoroughly proved in 
advance by actual sales checks in many stores. 

Rubberset’s sales- producing, integrated ‘New 
Design” brings all the benefits of modern merchan- 
dising to brush and roller retailing! 


the right brush for each job, permits self-service, saves valuable moulding. Price-ticket set included with display fixture. 

selling time. 7. Brilliant, colorful display of matched brushes Ample room and good display for high-profit accessory items. 
attracts the eye, creates “impulse” sales. 8. Complete, organized Complete unit in only 4/2 square feet of floor space gives 61/2 
display helps both clerk and customers, speed sales, encourages square feet of “eye-level” roller and brush display with 17/2 


multiple sales. %. All prices plainly visible in specially 


sylarys 


INSURED TURNOVER 


As a further guarantee that MODERN MER- 
CHANDISING with the new Rubberset paint 
sundry displays will increase your sales and 
produce bigger profits for you—the following 
INSURED TURNOVER offer is made: Any 
Rubberset paint brushes and/or Flo-Matic 
paint rollers purchased on your initial order 
of the Rubberset paint sundry display fixture 
that have not sold satisfactorily may be re- 
turned for replacements of equal value, within 
six months of original purchase. 
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designed square feet of shelf space of high-profit sundry items. 


EASY MONTHLY TERMS AVAILABLE 





i 


Don’t Wait—Buy Now, Pay Later 


Our monthly payment plan lets you 
stock and sell without investment. 


/' Y " 


WRITE FOR DETAILS (see coupon, over). 






NOW...MAKE YOUR OWN DISPLAYS 


WITH RUBBERSET’S PEGBOARD PANELS! 
















Rubberset is the first with another modern mer- assortments shown here, or with any comparable 

chandising idea . . . versatile pegboard displays. selection of brushes you make. Finished in a soft 

They’re good-looking and practical, go anywhere, gray color. SEE YOUR RUBBERSET REPRESENTATIVE 

give you extra selling space. Available with the FOR DETAILS or mail coupon below. 

, a £ ahs i, ag 

FRE FREE 
RUBBERSET “JUNIOR” PEGBOARD—12” x 24”. Complete RUBBERSET “SENIOR” PEGBOARD—24” 
with 7 brush hangers, 7 price markers and 2 legs. Free x 36”. Complete with 20 brush hang- 
with order of (retail value) $110—less full 40% dealer ers and 20 price markers. Free with 
discount. order of (retail value) $220 — less full 


40% dealer discount. 





©. 628 © © © 64.8 Se © 





SUGGESTED WAYS TO USE THESE PEGBOARDS 














Tent—2 boards tipped Box—4 panels fastened Triangle —3 panels fas- 
back to back together tened together 


eee ' 






















Framed — both sides use- Wall Combinations—hori- Slanted —on simple legs Hinged on Wall —both 


able, for counter island zontal or vertical, side by sides useable 
side, in tiers, etc. 
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| Rubberset Co. | 
146 Haynes Avenue 
I Newark 5, N. J. l i 
FOR FURTHER DETAILS jee’ L PAINT DISTRIBUTO 
ease tell me how I can obtain the “New Desig , 7 
SEND COUPON TODAY i Rubberset line and display fixtures. I Distribution Fr 
| Name Gia —" - | chises are ¢ 
attached to your letterhead. Sam | now in some 
i Address amen i to ws , 
sormenremcet once your letter 
t City ‘ Zone__State | 
you are ii HARDWS 
I My Paint Supplier is: I 
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FROM UNITED STATES PLYWOOD CORPORATION — 


5 


mparable 
in a soft 
ENTATIVE 









Sells to 
all 3 


] 1001 uses in home, shop, ga- 
rage (for bonding wood, alu- 
minum and other metals, cloth, 
felt, paper, leather, fiber glass, 
rubber, etc.). 









RD—24” 
h hang- 
pe with 
less full 


It’s Weldwood Contact Cement, the newest 
Weldwood Wizard, with 1001 uses (see list 





2 For beautifying with Micarta, 
Formica, etc. 














at right). It can double your glue sales,-and 


\ | then some! You'll sell it in pints, quarts, gal- 


3 For applying plywood wall 
panels without nails. Revolu- 
tionary for“do-it-yourselfers”! 


lons (and in % oz., 1% oz. and 3 oz. sizes). 


Weldwood 


CONTACT CEMENT 


a ® Bonds instantly, permanently, on contact! 


Which Size Will Sell Fastest? 


Pint, quart and gallon cans, 
all with handy applicator. 


25¢ and 60¢ Bottles with brush; 
35¢ tubes. 











STOCK ALL SIZES! 
Heavily advertised in national 
magazines and hobby books, 
and to your builder, contractor, 
industrial customers. And the ads 
all say “at your hardware store’’. 


UNITED STATES PLYWOOD CORP. 


55 W. 44th St., N. Y. 36, N. Y., Dept. 247 


* Works without clamps, presses, or nails! 




















DO-IT-YOURSELFERS GO FOR ALL THE WELDWOOD WIZARDS! 





FIRZITE® 

y Recommend WHITE Firzite for 
a blond or pickled finish. A 

“must’’ undercoater on fir 

plywood. Recommend CLEAR 


Weldwood 
PLASTIC RESIN GLUE 


Largest selling wood glue. 
Highly water-resistant. For 
hobbyists, home owners, car- 





Send catalog sheets of your products 



























Firzite to tame wild grain on STORE 
Genter, oe. fir plywood. 
NAME 
Weldwood 
* ® 
PRESTO-SET GLUE SATINLAC ADDRESS. 
The perfected white liquid Recommend & for thet mod- 
oo a ern natural wood finish. Pre- 
glue. Ready to use. Sets fast. p naa siegstar CITY & STATE 








Bonds like magic. 
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NEW CHEVROLET TRUCKS 


have what it takes to boost 
efficiency and bring down costs! 


In the next three paragraphs you'll find a few good 
reasons why you can get more work out of a Chevrolet 
truck and save money doing it. 


INCREASED POWER IS THE FIRST BIG REASON 


With Chevrolet’s higher compression ratio you’ve got 
more power under the hood. Power that results in 
greater acceleration and hill-climbing ability. Faster 
starts and acceleration over the day’s work save valu- 
able time and increase over-all efficiency. Check the gas 
mileage, too. With this higher compression ratio, your 
Chevrolet truck registers more miles on the job for each 
tankful of gas. That’s where you start to save money. 


BUILT-IN RUGGEDNESS SAVES EVEN MORE 


The strength and stamina of more rigid frames, and the 
special chassis features that pertain to each model— 
these combine to add extra ruggedness to your Chevrolet 
truck. Push it hard on the rough jobs; keep it going 
over long schedules—you'll still find your upkeep costs 
lower and your Chevrolet trucks lasting a lot longer. 


ONE LAST POINT—and maybe the most important to 
you—you'll find Chevrolet’s line of trucks priced the 
lowest of all! Talk over your needs with your Chevrolet 
dealer. He'll be glad to give you the facts about the 
best model for your job. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 








CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “Jobmaster 261 
engine* for extra heavy hauling. The “‘Thriftmastet 



















235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION*—offered on 14-, 3%4- and 1-tos 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSIO 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH —improved-action engagement. HYPOI 
REAR AXLE—for longer life on all models. TORQU 
ACTION BRAKES—on all wheels on light- and m 
dium-duty models. TWIN-ACTION REAR WHEE 
BRAKES—on heavy-duty models. DUAL-SHOE PARK 
ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT* —eliminates back 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AN! 
PLATFORM STAKE BODIES — give increased load spa 
COMFORTMASTER CAB—offers greater comfort, con 
venience and safety. PANORAMIC WINDSHIELD —fos 
increased driver vision. WIDE-BASE WHEELS —for io 
creased tire mileage. BALL-GEAR STEERING —easier 
safer handling. ADVANCE-DESIGN STYLING —rugged 


handsome appearance. 


*Optional at extra cost. Ride Control Seat is available ¢ 

all cabs of 1'1/.- and 2-ton models, standard cabs onl 

other models, ‘'Jobmaster 261" engine available on 2-to 

models, truck Hydra-Matic transmission on /y-, Yer a 
l-ton models, 
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A Sales-Winning Three From... 


New! MIGHTY HANDY WYTEFACE TAPE 


New Mighty Handy Wyteface Steel Tapes are 
extra rigid leseune they are extra wide... 3/4 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
aged in — boxes of attractive design and 
shape. Offered to you in self-display cartons. . . 
a most unique and eye-catching tape display! 


[ery \ee 


a essen co 


New! WANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 
Handy Wyteface Tape Rules! Now packaged in 
attractive transparent plastic boxes, they will 
have even greater consumer appeal than ever 
before. 6’, 8’, and 10’ lengths. New self-display 
cartons show them off to best advantage. No 

- increase in price! 
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New! FAVORITE WYTEFACE IN PLASTIC BOXES 


K&E’s famous Favorite Wyteface Steel Tapes 
(25’, 50’, 75’ & 100’) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface Tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


KEUFFEL & ESSER CO. 


Est. 1867 
New York « Hoboken, N. J. 


Chicago + St. Lovis - Detroit + San Francisco + Los Angeles + Montreal 











Pittsburgh offers you the simplest, : me 





300 modern decorator hues in|3 | 
finishes from one set of tubes and | on! 















of 
de 
uf 
bu 
° s an 
You offer all 300 colors in each of these 3 popular paints lal 
las 
bate ses Rubberized Satin New WALLHIDE Flat Wall Paint SATINHIDE ENAMEL—for interior . 
} Finish Wall Paint—easy to apply —alkyd type, requires no primer, and exterior trim, also for walls 
® with wok or roller, ® covers thoroughly with one coat, @ where low, semi-gloss sheen an 
odorless, dries in less bocce em half practically odorless, can be is desired. Practically odorless, to! 
an hour, extremely washable. hed repeatedly. readily washable. fin 








@ Pittsburgh MAESTRO TUBE COLORS can be used in 
rubberized and alkyd-type bases. This cuts tube inventory 
and reduces possibility of error in mixing colors. Only 50 
You get all tube colors are required—in 4-oz., 1-oz., and ¥4-oz. sizes. 
Nearly half of the colors are made by adding only one tube 
color to the base materials. These tube colors disperse rapidly 


colors quickly and - produce desired colors bs exactly the quantity your cus- 
mer wants—in a matter minutes. 
easily from one 


set of MAESTRO 


TUBE COLORS PirtsBuRGH 


PAINTS ¢ GLASS +¢ CHEMICALS e BRUSHES 


PLP. $s 8 @ oe si a tf meas SMC o 
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most practical Tube Color System 














Here’s a tube system that’s easier to 
stock ... easier to sell! 


@ Pittsburgh announces the most important advance 
in paint selling in years—new MAESTRO COLORS—the 
simplest and most practical tube color system ... one that 
offers many unusual and exclusive advantages to paint 
dealers and retail customers. 


This new MAESTRO COLORS system gives you 300 smart, 
up-to-the-minute decorator hues in three standard Pitts- 
burgh interior wall and trim paints, including rubberized 
and alkyd-type finishes. All bear the famous Pittsburgh 
label, your assurance of finest quality, easy application and 
lasting beauty. 


Two tinting bases are provided for each finish in gallon 
and quart sizes—white for pastels and neutral for deep 
tones. You can produce all 300 colors in any of these COLOR SELECTOR 
finishes from one set of tube colors—quickly and easily. 
be J . Makes Sales Faster and Eusier ! 


This modern MAESTRO COLORS system will help you atts: . 

; ; a @ This simple and convenient 
make more sales with a smaller inventory and with less MAESTRO COLORS SELEC.- 
selling effort. Your turnover will be faster ... your profits TOR aids dealers to sell this wide 
greater. If you are interested in selling paints this modern, range of hues more quickly. The 


busi -buildi = ! 300 colors are attractively displayed 
usiness-building way, send the coupon below—today! a cbaily cantshiation, Saliibeans 


chips are available for customers. 


PLASTICS e FIBER GLASS 











Pittsburgh Plate Glass Company, 
Paint Division, Dept. HA-114, Pittsburgh, Pa. 


Gentlemen: I am interested in further details of your new MAESTRO 
COLOR SYSTEM. 


Name 
Address. 
City. 





= ow on ow aw oy 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Camillus 
pocket 

knives 

have 


the 
edge 





you'll let out a lusty whoop when you 
cut yourself in on quick-and- 

easy profits the Camillus way! 

With Big Chiefs or Little Chiefs, CAMILLUS pocket knives have the edge. Camillus combines 78 years 
of manufacturing experience, with custom-made high carbon steel, precision construction, and exclusive 


styling to make the finest-looking, finest-performing pocket knives for braves of all ages! Nationally 
advertised to reach millions of consumers! Write, wire, phone or send us smoke signals for full details. 


CAMILLUS HAS THE EDGE ...IN PROMOTING TO CONSUMERS AND RETAILERS. 
CAMILLUS CUTLERY COMPANY + CAMILLUS - NEW YORK 
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G-3, All-Weatl 


MORE 


We think you'l 


HARDWA 
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HE road-clutching grip of its All-Weather 

tread has made the G-3 a steady sales 
leader, year after year. And more than twenty 
years of national advertising have added to 
its reputation. 


So it will pay you to stock and feature this 
popular bike tire—a favorite with cyclists of 
all ages. See your local hardware jobber. 
Goodyear, Cycle Tire Dept., Akron 16, Ohio. 


w 


| You're money ahead 
| «when you | 
feature this tread / 





TOPS IN TUBES 


Goodyear Butyl Rubber 
Tubes are compounded 
for greatest air reten- 
tion, stouter resistance to 
punctures. 














G-3, All-Weather —-T. M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 


Goons 







G-3 All-Weather 
with the world's 
most famous tread design 


4 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


We think you'll like "THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network —THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday—NBC TV Network 
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THE FENCE WITH THE lo 
| ee Cl 


W HAT better sales talk than a wonderful reputation? And 
what better publicity than the thousands of satisfied 
users of American Fence who make a point of passing on to 
their friends, neighbors, and fellow farmers their specific 
Es A reasons for choosing the American brand? They tell of its 
aa a E R \ CA N , extra-long service life, the ease with which it can be erected, 
Quss } A A ; pores its design features which permit expansion and contraction 
| Se a NC E ‘ during changing temperatures. And they praise its economy, 
its strength, its freedom from trouble, its low maintenance 
requirements. Above all, they know that American Fence 
does the job! That’s why there’s more of it in use than any 
other brand. 

Handle the complete line of these fast moving, steady- 

profit “American” products, including: 
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E West reputatiio 


CE TO SELL 


AMERICAN NAILS, TACKS 
AND STAPLES 


are made of steel that does not 
bend easily. Points are sharp, 
and well-made. Hundreds of 
styles available. These prod- 
ucts can be furnished 
in stainless steel for 
permanent rust re- 
sistance. 











AMERICAN STEEL POSTS 


can be driven easily and 
quickly. No post holes 
needed. Big, husky posts 
have slit wing anchors 
that root the posts into 
the ground. Made in 
“U” and studded “T” 
styles for extra strength. 








Mit iat tt 











AMERICAN GALVANIZED GATES are made of heavy gauge fabric, with sturdy 
yet lightweight steel tubing frames. There are many styles, types, and 
sizes to choose from. All gates come complete with fittings. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN FENCE 
AND WIRE PRODUCTS 
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AMES TAPER ROLLED 





x Perfect... 













* Featherweight... 


¥ 
3% - 3) lbs. pe 
| J 
One Hundred Eighty Years shovel Wj 
making experience...a guarantee oat 
of the best value in shovels. 7" 
3/2 Ibs. 

Equipped uth 3% Ibs. 


SPLIT-D HANDLE 


AMES RAM<‘LITE 


Sections Taper Rolled where strength counts — 
reinforced by Turned Steps. Socket equipped 
with Ames Shock Band. 


Blade and Socket carefully tempered. Blade — 
tumbled finish, Handle — clear lacquer with 
Ames Burntcote finish optional. Weight approx. 
3/2 Ibs. each. 2 

sk U% 


A light Shovel makes light work. fA % 
. , 





C AMES ) 


cm 


PARKERSBURG, W.VA (). A Al ES CQ. NORTH EASTON, MA‘ 





. Once You SEZ £m 
Youll Sign Up To SELL Em, Too / 


t 


Here’s sales-boosting, profit-boosting news 
for you. Now you offer your customers all 
the features they’ve been looking for at 
amazingly low prices. 

New Midland Rider features include lever- 
selected gearshift transmission . . . handy, 
close-grouped controls... full-geared differ- 
ential for new turning ease... unique rear 
wheel steering for instant control... many 
others. 

More good news! Midland dealers cash in on 
Midland’s greatest advertising and mer- 
chandising program — including full pages in 
national magazines and cooperative ads in 
your local paper. Also, exclusive franchise 
and liberal discounts cut you in for all the 
profits. Write today for information about 
the entire line... from 2 hp. models on up 
to 3 and 5 hp. Riders. Learn how you can 
qualify for selected territories still open. 


*Makers of the famous DANDY BOY Garden 
Tractors. 


3 and 5hp. models 


bunts — 
vipped 


Learn More About 
iMlade — The New MAIOLAN |@) Rawson Ave., South Milwaukee, Wis. 


1r with Ri DE RS | Send me complete dealer information 


THE MIDLAND CO. 


Ipprox. 


ye And Mw MIDLAND 
goles Ng ROTARY 


More than a tiller More than a mower 














it does dozens of jobs 
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' 


Q 


_. Swingin’ spray trio | 
' Ay Brand New! vo.550 


! i Now—a third model of 
—— Melnor’s famous 


“Swingin’ Spray”...volume 
priced to open up a tre- 


mendous new sprinkler market. 895 
Retail . 


' 





All 3 with “PER MA- 
. " SEALED” Motor Unit 
(Right) No. 550—Covers up to 1710 sq. ft... . Retail 8.95 Completely seperstes water flew from 


(Center) No. 700—Covers up to 2000 sq. ft. . . Retail 11.95 motor. Trouble-free...because grit and » 
(Left) No. 1000—Covers up to 2400 sq. ft. . . Retail 13.95 + 























Goose Neck 
Connector 


° «© 
* 
Cocccccceseccccsoscesseeese® 


Most powerful advertising program in Melnor’s history starts 
this spring in all major magazines plus newspapers and TV from coast to coast. 


MELNOR Metal Products Co., Inc. 10-40 45th Avenue, Long Island City 1, New York |) 
—_— 


PS a Fata te te eee As 2 Fier ene: som Cl NRE COC NR RO OS NO SR aR a REN IRE armen em a . a —_— 
ae £ a (ma % Ne ’ 2 PLS he 4 B% REO. commie! eta? 
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“MARVELETTE” pr “MINIJET” 
“CUSHIONETTE” 


in Quality Water Systems 





























“MARVELETTE” meets the demand for a quiet, smooth-running shallow 
well water system of top-quality construction at a moderately low price. There 
are-“cheaper” water systems on the market but none that can match the 
Deming “MARVELETTE” for reliability, low cost operation and long life. 
Capacity is 250 gallons per hour. 


“CUSHIONETTE?” is a complete, packaged water system for shallow wells. 
No extras to buy. Exclusive feature is an extra-heavy rubber air tube inside 
the tank. This provides a positive air cushion constantly. No air pump or air 
control is used. Quiet operation is a feature. Compact in'size (only 16” x 21” 
overall) the “CUSHIONETTE” is powerful and highly efficient. Capacities 
range up to 684 gallons per hour. 


“MINIJET” is a convertible, jet-type, “packaged” water system, complete 
with 12-gallon tank, ready to install. (For greater storage capacity, the 
“MINIJET” is available with larger tanks.) Quickly convertible for shallow 
or deep well service. Can be used for two pipe or single pipe installations, 
A wide range of capacities are available up to 900 gallons per hour. 





517 BROADWAY, SALEM, OHIO 
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with the 


NEW Columbian 


MANILA ROPE 


Wiis zs th COLPACK 
Rope Rack 


CEA, 100 FT. = 


* pean 


Here it is... the fast, easy way to sell rope and 

sell it profitably! 

Columbian Manila Rope sells readily and in large 
quantities to homeowners, farmers, boat owners and 
industrial firms. The handy Colpack carton originated 
by Columbian keeps your stock neatly coiled — free 

from dust — easy to dispense — appealing to custom- 

ers. And now this new Rack makes an eye-catching 
display — presents rope in an attention-getting 
manner that earns extra profits from impulse sales. 

Columbian's Colpack and Rack are a money- 


making combination! Your jobber can prove it — 





see him for the facts. 


COLUMBIAN 
Rope Company 


Auburn “The Cordage City” N. Y. 





>> 


Base measures 20"' x 29"'. Rack 
holds one Colpack 25, two 50's 
and one box of 100 ft. connected 
coils. Comes completely assem- 
bled, ready to use. 
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has the right pipe 
for every purpose 


Twin Tex is especially designed to make jet pump 
hook-ups quicker and easier. Suction and pressure lines 
are combined in a single unit assuring perfect alignment 
and preventing binding or snarling in the well casing. 
Pipes may be separated by cutting connecting strip with- 
out damaging either pipe. For jet wells, specify TWIN TEX 
— it’s permanently marked and measured every 10 feet. 
Available in various lengths and size combinations. 


} ressur Tex answers the need for a pipe to with- 


stand higher working pressures. There are two types 
carrying guaranteed pressure ratings of 75 and 100 lbs. 
per sq. in. PRESSUR TEX provides an adequate safety 
factor for water systems having a constant or variable 
pressure. Each size is permanently marked and measured 
every 10 feet and identified as to pressure rating. Avail- 
able in pipe sizes from 2” through 2”. 


Neasure Marked ousure /arked 5, 4<1¢x is the popular all- 


purpose pipe. Its light weight, ease of installation and 
freedom from rust, rot or corrosion makes it ideal for 
general water supply systems, irrigation or drainage. 
Measure Marked PLASTEX is made from pure polyethylene 
to the exacting specifications of the Thermoplastic Pipe 
Division of S.P.I. and is guaranteed non-toxic. Permanent 
measure marks every 10 feet make cutting and installa- 
tion easier. Pipe sizes from 14” to 6” and coils to 600’ long. 


Yello Tex with its outstanding color identity is easy 
to see and trace. Primary uses of YELLO TEX are for coal 
mine water and drainage lines and for carrying various 
industrial wastes or corrosive liquids. This pipe is not 
recommended for drinking water lines. Permanently 
marked and measured every 10 feet. 


PLASTEX DISPENSEREEL provides maximum display, compact storage and 
fast, easy cutting. Holds giant, remnant-saving coil . . . makes it possible 
for one man to unroll and cut any amount of pipe without awkward coil 
handling. A big time and labor saver for dealers or contractors. 


Plaslex 


SHAPING THE FUTURE SINCE 1939 
THE PLASTEX CO., 402 Mt. Vernon Ave., Columbus 3, Ohio 
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18” and 21” LAWN PATROL — REEL 


New style deck adds to streamlined ap- 


pearance 


and provides greater strength 


and rigidity. All-steel construction with 
4-cycle engine (1.1 hp on 18-inch; 1.6 hp 


on 21-inc 


h model). Both models feature 


dual clutch control, laminated pinion and 
case hardened ring gear, box frame de- 
sign, simple micro-screw cutter bar ad- 


om —_ ALL- 


justment, and new eye-appealing 
Johnston colors of fire engine 
red with yellow trim. Recoil 
Starter... standard equipment. 
18-INCH MODEL PRICED TO 
RETAIL AT $110.00; 21-INCH 
MODEL AT $122.50. 


STEEL HAND MOWER 


The premium-quality Johnston 
All-Steel Hand Mower incorpo- 
rates many of the outstanding 
features of the Johnston Lawn 
Patrol. Rugged, all-steel conStruc- 
tion assures years of top perform- 
ance, yet this mower is unusually 
lightweight and easy to handle. 
16-INCH MODEL PRICED TO 
RETAIL AT $28.50; 18-INCH 
MODEL AT $29.50. 


D Ts ae 
ROrg | 


A 15-minute TV program to be scheduled 
for 4 to 10 weeks in 56 or more major markets. Pro- 
grams to be scheduled at the height of your selling 
season. Every program to carry FREE DEALER 
LISTINGS . . . identifying you as the Johnston dealer 
in your area and telling the public where to buy! 
Dealer listings will be scheduled in accordance with 
orders placed through Johnston wholesalers. 
THERE’S NO COST TO THE LOCAL DEALER! 
Take full advantage of this powerful sales-building 
program ... that creates sales for you in your local 
market area. 


JOHNSTON 


BROO 


KHAVEN, 


MISSISSIPPI 
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JOHNSTON offers you.. 


Dealers who qualify for TV listings will 
receive two complete store promotion kits and other 
strong merchandising assistance: An EARLY BIRD 
kit to create an early demand for Johnston mowers 
and promote “lay-away” buying... A giant SPRING 
TV PROMOTION kit to build sales at the height of 
the season and tie-in with your local TV program. 
Both kits include sales-stimulating window banners, 
handle cards, price tags, local newspaper ad mats, 
sales booklets and other promotion aids. Both backed 
by national advertising in such outstanding publica- 
tions as Saturday Evening Post, Sunset, House Beau- 
tiful and House & Garden. 


ASK YOUR WHOLESALER 
FOR COMPLETE INFORMATION 


18” and 21” LAWN PATROL — ROTARY 


Rugged construction throughout with 
4-cycle engine (1.5 hp on 18-inch; 2 hp 
on 21-inch model). Recoil starter on 21 
inch. Both models feature front discharge, 
side trim slot, staggered front wheels, 
snap-on handle, one-piece reversible cut- 
ting blade, and new easy height adjust 
ment. New Johnston colors of fire engine 
red with yellow trim have 
added consumer sales ap- 
peal. 18-INCH MODEI 
PRICED TO RETAII 
AT $85.50; 21-INCH 
MODEL AT $109.50. 


= =a 


ELECTRIC ROTARY 


LAWN MOWER CORPORATION 


A division of Jacobsen Manufacturing Company, Racine, 
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Johnston quality in the low-price field 
-.. the Johnston Electric Rotary is an 
excellent mower for small yard care 
18-inch cutting width with powerful 
% hp, heavy-duty motor. Rugged all 
steel construcfion will give years of 
satisfactory performance. 18-INCH 
MODEL PRICED TO RETAIL AT 
$65.00. 


Wisconsin 


39 
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Gates new economical 
—_— 50r plast i¢ pipe 


ee for home and farm 
cold water lines, 

jet pump pressure lines, 
lawn sprinkler systems, 
electric conduit 


You sell more footage and thus make more profit on this plastic 
pipe than old-style plastic pipe—because,for many sizes, it costs your 
customer less, 





Here’s why: Today, most of the plastic pipe sold is used for water 
lines servicing home pump systems. 

Since working water pressures in most of these systems vary 
between 20 and 40 lbs., a line of pipe which withstands 50 lbs. is ideal. 
| To enable the hardware dealer to serve this growing demand, Gates 


5 0 e offers a new line of pipe, 50 P. Available in all popular sizes, from 
\y ” to 2". 


50 P pipe has the same uniform working pressures in all sizes...50 pounds. 
50 P has a safety factor of 4 to 1—none higher in the industry. 

Gates 50 P pipe, engineered especially for this market, is more economical, § 
and therefore, easier to sell. For example: 


Typical installation of 34” old-style plastic pipe 
Same installation with Gates Job-Engineered 50 P Pipe 








For jet pump suction lines service and for water systems operating at working 
pressures over 50 lbs., Gates provides 75 P pipe in a full range of sizes. Withstands 
working pressures to 75 pounds. Also has a 4 to 1 safety factor. 


Tops in Quality — Fully Guaranteed! 


Gates Job-Engineered Pipe is guaranteed unconditionally against rot, rust 
and electrolytic corrosion. It is guaranteed against defects in workmanship and 
materials and is guaranteed to be non-toxic to either humans or animals. 


Get full information on Gates Job-Engineered Plastic Pipe. Call your 
wholesaler today or drop a card to The Gates Rubber Company | 


Sales Division, Inc., Denver, Colorado. 
TPA-6 


Gates Job-Engineered Plastic Pipe 
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HODELL CHAIN 


for every farm use 








UTILITY HANDY TIE-OUT PORCH-SWING 
CHAINS CHAINS CHAINS CHAINS 


There’s a big market for quality chain on the farm. Be ready 
to supply this need from the full line of high-quality welded 
and weldless chain produced by Hodell. Have Hodell 
Animal Chains readily available on your counter for cus- 
tomers. Display Hodell Pailettes with Proof Coil and BBB 
Coil Chain in a convenient location, too. 

You'll want full information on this line of chain, so 
write for your Hodell Catalog, today .. . and be sure to ask 
your distributor for Hodell Chain. 


—_—,, oN 











TRACE HALTER ,. LOG 
CHAINS CHAINS CHAINS 


Hodell Pailettes are all-steel, re-usable containers 
-«-hold 100 Ibs. of Proof Coil or BBB Coil 
Chain in four sizes. 300, 500, 1000-ib. barrels 
of Proof Coil or BBB Coil Chain also available. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





WA LTILUIAL ) FASTENERS S Vi HODELL CHAINS CHESTER HOISTS 
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Better farming makes him 
a better customer for you! 


Top farmers produce twice as much per acre, 
twice as much per man, as average farmers— 
and buy twice as much to live twice as well. 


Our job is to help more farmers become 
top farmers. 


Starting in January- 
That makes more top customers for you. ° 
For what you sell—hardware products—is Country Gentleman IS 

needed to achieve better farming. P . 
Better farming on more farms—more sales changing its name to 


to more prosperous farmers . . . that’s what 


: ! 
Better Farming means! CHEMIC 


A Curtis publication Better E ar ming ee 
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MEANS MORE BUSINESS 


OLEN for you tt 99 


OFFERING 9 GARDEN TRACTOR MODELS 
LOADED WITH NEW: ADVANCED-SALES FEATURES 


You can afford to welcome competition by 
offering a tractor, power packed with sales 
points... WIDE SPEED RANGE...NEW 
TRIGGER HITCH... SAF-T-TORQ POWER 
TAKE-OFF SHEAVE ... 

No other line offers so many advantages 
...let’s start selling Bolens NOW! 


FEATURING 





@ ACCIDENT-PROOF REVERSE CONTROL 
®@ VARIABLE FORWARD SPEEDS 
@ SINGLE LEVER CONTROL 








A MODEL FOR EVERY CUSTOMER NEED 


4 Power-Ho Models —2? Handi-Ho Models — 
the Gardener and 2 Models of the Bolens 
-= Ridemaster — 





PROFITABLE ATTACHMENTS 
You can offer customers as many as 111 tools 
and attachments such as a cultivator, mold- 
board plough, disc harrow, circular saw and 
weed cutter, sickle bar, air compressor, 
sprayer, riding sulky, dump cart, lawn roller, 
Sno-Caster and lawn mower. 


YOU'LL MAKE MORE WHEN YOU OFFER MORE... BOLENS 4-STAR LINE! 
6 SIZES OF CHAIN SAWS | 9 REEL & ROTARY POWER 7 M-E ROTARY TILLERS 


\ MOWERS 
Air 8 
_.» ow @ 


POWER-HO SUPER VERSA-MATIC 
MODEL 15 FD 





aN 


9 POWER MOWERS attractively de- 


a i 


7 ROTARY TILLERS lead the field 


6 CHAIN SAWS at new low prices, new 
performance—there’s a BOLENS chain 
saw for every wood cutting job. 14’, 16”, 
20”, 26” and 30” sizes plus a 16” bow saw. 
Profitable engine exchange plan. 


DIVISION 


FOOD MACHINERY AND 
CHEMICAL CORPORATION 


Port Washington, Wisconsin 





signed; easy starting, powerful engines. 
BOLENS rotary line includes side-trim- 
mer, self-propelled, and the amazing 
Grind-A-Leaf attachment for mulching 





leaves. Three, top-quality reel type mowers. 


equipped with guaranteed unbreakable 
tines, variable rotor speeds to meet all 
soil conditions. Models from 2!% to 6 
hp. Wide range of year around attach- 
ments available. 


Mail Coupon Now for details on 
BOLENS POWER PROFIT PLAN 


BOLENS 
FOOD MACHINERY AND CHEMICAL CORPORATION 
2838 South Park Street, Port Washington, Wisconsin 

Please send information on BOLENS money making Dealer Franchise Offer. 
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roves itself to you! 


Booming sales of this new Rapidayton prove A< \ 
everybody happy. The user gets more water fo tis aol ¥ You tt fast if 


selling jet pumps and systems that are quali btw 
5, ones owes ease Ee ined fomp 


teak jyubantis, 3 “print only” moaile. ‘At «9 line with fall trate discounts. 
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Boost Your Christmas Sales 


WITH THE FIRST REAL TOOLS 
EVER MADE FOR YOUNGSTERS - 


Another 


Hot Item 


from 


TRuE Tem Pe 4 


Here’s a gift item we’re excited about—a full set of 
Christmas tools made especially for the youngsters. 


Real tools —just like Dad's. Mind you, these are no toys, 
but three well-designed, sturdily built tools. We know 
these tools will sell because we’ve surveyed hundreds 
of kids. Ask your own and see! 


Have famous True Temper features. We build these tools 

to take rough use. Handles are kiln-dried ash, fire-hardened 
to seal the grain against weather and wear. 
Heads are high-grade steel with copper- 
bronze finish. Rake and hoe have attractive 
crystallite maroon ferrules; shovel head and 
socket in sturdy one-piece construction. 


Specially packed and priced to sell. The 
“Little Giant’”’ Garden Tool Set is packed in 
an attention-getting display carton. A color- 
ful card shows the sales features. Call your 
distributor now for a supply of “Little Giant”’ 
Garden Tool Sets. Don’t miss this unusual 
Christmas profit opportunity. 


Coming Up: 
ANOTHER SMASHINGLY SUCCESSFUL TOOL-UP TIME 
PROMOTION! 


SPECIFICATIONS: Last year, thousands of retailers used our Tool-Up Time 

Shovel — 6’ x 814°" blade, 36” promotion to boost their garden tool sales substantially. | 
overall. Rake—71/2’’ head, 8 teeth, Read these typical comments: ‘‘Sales doubled"’. ‘Very } 
37”* overall. Hoe — 4%" x 3° excellent”. ‘‘Increased our sales'’. “Splendid dealer } 
"See. aids". This year’s Tool-Up Time will be even bigger 
and better and it's all FREE. When your wholesaler 


salesman starts to talk about it . . . listen carefully, 


TRUE TEMPER he’s talking about money in your bank account! | 


LOOK TO G7 FOR LEADERSHIP 
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Look how Keystone will help yi 


Millions of people wil 
how to find better values ,. 


leading poultry and farm papers, Keystone is 
featuring the service its dealers can render to 
SAVE MORE BABY CHICKS. We’re telling 
your very best customers where they can get help. 


in Keystone dealers your pouttry 


raisers will be looking for this poster as their 
guide to helpful information ...and a reliable 
source for poultry supplies. We furnish it free to 
all dealers who feature Keystone Poultry Netting. 


KEYSTONE! p 


MAKERS OF RED BRAND FENCE 


WW 
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BUY YOUR KEYSTONE NETTING 


‘ pee: 
Casares, 


2 A od # 
oe 


rs First Aid Station 
~“ for Poultry Supplies 


SAVE MORE BABY CHICKS 











ising mats for your 
local MEWSPapel were’s another 


stone is spark plug to accelerate sales of poultry sup- 
ender to plies. Ties you in locally with national adver- 
e telling tising . . . helps create sales for poultry netting 
get help. as well as your full line of poultry supplies. 


POOSSSSSSSSSSSSSSSSSSSSSHSSSHESSSSHSOSHEHESEEEE 


17D _ First Aid Station 
A tor Poultry Supplies 
SAVE MOKE BABY CHICKS 


Banners help you feature 
poultry supply department 


These colorful eye-catching banners will draw 
customers to your poultry supply department 
... Will help you build volume in this profit- 
able field. Available free to Keystone dealers. 





Valuable facts show how 
to save more baby chicks 


There are certain basic facts to tell your cus- 
tomers about How To Save More Baby Chicks. 
We supply Keystone Dealers an authoritative 
chart, plus supplementary data, with answers. 


ask your WHOLESALER 
OF 
KEYSTONE SALESMAN 


for complete details 


Order your poultry supplies . . . and Keystone Sales Building Helps . . . Now! 


NE}POULTRY NETTING ecco 


RED TOP STEEL POSTS + GATES BALE TIES» NON-CLIMBABLE FENCE -NAILS 


ve) 
CAVE MORE BABY CHICKS 


First Aid Station 
for Poultry Supplies 


POULTRY NETTING 
; 0 separate 
flocks 

















LAwWn-BOY 
“DEALER DOLLAR” 


2 ADP 





a great new idea In co-op adv. 


simple: t 


designed to help you sell 


If you’re hungry for sales 
get the sensational story on 
awn-boy for ’55 from your 
jobber-salesman, or write: 





RPM MANUFACTURING COMPANY, LAMAR, MISSOURI 





A subsidiary of Outboard, Marine & Manufacturing Co. Makers of eAaAmsarr and Evinrude outboard motors 
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# 20—Stay-A-Float 
Positive protection for children around 
water. Filled with Kapok sealed in vinyl! 
inserts. Adjustable straps. Color: 
orange. Sizes: 2 to 15 yrs. Individually 
packaged in plastic bags. 


# 26 SB— Cushions . = - : — #*500—Toboggan Cushion 
Colorful designs on leatherette covers. ; Deluxe gliding comfort. Sizes: 3¥%', 
Kapok filled and hand stuffed. U. S. bey ; 44’ and 6%". Box edge—green color 
Coast Guord approved. Colors: Out- —heavy drill material. White welted 
board, green; Cruiser, red; Sailboat, fag edges and white tufts. 
blue. : 


Stock, display and sell these products 
for a successful selling season 


Materials used in all Tapatco products are selected not only 
for long wear and hard use but also for beauty and pleasing 
appearance. Top workmanship, smart ec and design then 
give you eye appealing products that sell. 


Eye appeal is just another built-in quality that makes Tapatco 
products so popular with your customers. Place your order 
now for Tapatco . . . the best looking, best selling line you 
can buy. Write for the new 1955 literature and prices or con- 
tact your jobber. 


THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
FAIRFIELD, CALIF. NEW ORLEANS, LA. 
In Canada: Tapatco, Ltd., Chatham, Ontario 


ors 
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2 WEA PRODUCTS MAKE SUPPLEX YO 






SPRINKLER 


TRIPLE TUBE © ON A REEL 





MAXIMUM COVERAGE & EVEN DISTRIBUTION 


PROVIDES GENTLE, EVENLY DISTRIBUTED RAINFALL 
OVER A RECTANGULAR AREA UP TO 50 FT. BY 20 FT. 







25 foot length 
covers a rectangular area 
weg Se ' 25 ft. long by 25 ft. wide 
, ry lee —% . ¥ (625 sq. ft.) 
PATENTED* TRIPLE TUBE : , 
CONSTRUCTION [an $998 


Always Lies Flat ; FAIR 
Sprays Upward Only m t TRADED 
] . — Q 





STORAGE REEL SS E = *% ~ 50 foot length 
oor, SE 1 ’ 1) pes ES ae Sxas= J covers a rectangular area 
’ = ' 5 ===" 50 ft. long by 20 ft. wide 
| (1000 sq. ft.) 
FLUSH-OUT COUPLING 

AND CAP ‘ $ 98 

Eovanite tudting out the . . TRADED 
we or more lengths ~— , PRICES INCLUDE STORAGE REEL 
@© ELUPTICAL COUPLING — 

Pat. Pend. 


Permits full flow of water 





*U.S, Pat. g2,621,075. Other Pats. Pend 


cUPPLEX flowibl 


SOAKER-SPRINKLER 


PERFECT SOAKING provided by a multitude 
of openings which spray upward only, for 
SAFE, INTENSE WATERING 














MULTIPLE SALES—can be left permanently under Foundation 
Plantings and Shrubbery, in Vegetable Rows and Flower Beds. 


* ~ \ 4p ' 
SeaY \¢ | EVERY CUSTOMER CAN USE 100 FEET OR MORE! 
AS Na 


STABILIZING FINS , SOAKER SPRINKLER 


keep SOAKER-SPRINKLER ; mee. aba. mere 
from rolling and twisting. be © 

NO DOWNWARD JETS. 

NO WASHOUTS. 


‘ 












END COUPLING WITH CAP 


permits flushing out the 
SOAKER-SPRINKLER and 


connecting two or more 
ns. 100 foot y 98 


length Fam 
IDEAL FOR SPRINKLING LONG, NARROW STRIPS OF LAWN TRADED 


SUPPLEX CORPORATION 


ion of Industrial Synthetics 





, GARWOOD, NEW JERSEY 


Manufacturers of SUPPLEX SPRINKLER SUPPLEX SOAKER-SPRINKLER and SUPPLEX GARDEN HOSE 





LEX YOUR TOP HOSE and SPRINKLER LINE 


cUPPLEX Bid aa ey! 
REINFORCED 


GARDEN HOSE REINFORCED. 


with TIRE-CORD 


50 FEET +6” FAIR TRADED fae wozzu a a 


on be 4/y WONT 


ngular area 


25 ft. wide 
TIRE-CORD REINFORCEMENT is VISIBLE 


Transparent Outer Jacket permits your customer 

to see the Tire-Cord. It's tough, abrasion-resistant, 

and contains new stabilizer S-338 for greater 
TRADED sunlight resistance. 


—_ TIRE-CORD REINFORCEMENT meons IT CAN 
9 BE SHUT OFF AT THE NOZZLE AND LEFT UN- 
ngular area 7 DER PRESSURE IN HOTTEST SUN FOR DAYS. 


20 ft. wide 
REATTACHABLE FULL FLOW COUPLINGS 


can be easily tightened if leak occurs. NO 
TROUBLESOME RETURNS. 


cUPPLEX By 
GARDEN HOSE 


4-PLY: 1 PLY TIRE-CORD and 3 PLY PLASTIC 


RADED 
ORAGE REEL 


DOUBLE JACKET CONSTRUCTION: 


Inner Jacket locks Tire-Cord to Inner Tube, 
forming complete hose. Opaque Outer Jacket 
provides additional resistance to sunlight and 
abrasion, 


4 TIRE-CORD ¢ oe 
= 7-3 REINFORCEMENT Me 


Beds. my 
— < means IT CAN BE SHUT OFF AT THE NOZZLE 
a. AND LEFT UNDER PRESSURE IN HOTTEST SUN 

FOR DAYS. 


INNER TUBE is made of mirror-smooth vinyl 
plastic, delivers 50% more water than rubber 
hose of same bore. 


REATTACHABLE COUPLINGS can be easily 
tightened if leak occurs. NO TROUBLESOME 


RETURNS. 
50 FEET $8° 5 FAIR TRADED 


with STORAGE REEL 








IN CHAIN... 


= > oe oe 





REPUBLIC und CHAIN 


Round, the oldest name in chain, is now linked to Republic 
Steel, producer of the world’s widest range of steels and 
steel products. 





This integration of Round’s chain manufacturing facilities 
with Republic’s experience in producing all types of steels 
assures you of the highest quality chain products. 

Republic will stress service and quality which have been 
characteristic of Round chain products for over 85 years. 
REPUBLIC Round CHAIN is the only chain where quality 
can be controlled from ore to finished product. 

Your orders for REPUBLIC Round CHAIN will be handled 
promptly and efficiently through a central sales organiza- 
tion. Strategic coast-to-coast location of manufacturing 
plants and warehouses assures you of prompt service and 
delivery. 

The Republic Round Chain Division manufactures a com- 
plete line of welded and weldless chain for every industrial, 
farm and home requirement. 


} 
ay 
I 
7 

» 


er 


| 


ite Ge, ge 
nase eee, 


°F 


———— 


For additional information on sales and service, write: 


REPUBLIC STEEL CORPORATION 


Round Chain Division 
Broadway and Chaincraft Road, Cleveland 5, Ohio 


GENERAL OFFICES 7 CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


REPUBLIC C5 


CHAIN = 


PROGRE 


— = | 





THE 
Other Republic Products include Woven Wire Fencing, Barbed Wire, Steel and Plastic Pipe, Roofing, Nails and Staples, Bolts and Nets 
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Presents the World’s 


Most Modern 
Power Mowers! 


A Brilliant New 
Self-Propelled Rotary 
with 3-Speed Transmission 


“CONSTELLATION” 


pl US. A Sensational Long Discount Plan! 


plus: The Greatest Advertising Program 
in Mower History! 


Moto-Mower Key Dealers Get: 


<> Sensational 25 and 5% Plus 
Quantity Discounts 


<> Special Anticipation Discounts 
<> Co-op Newspaper, TV, and Radio 
<> National Ad Coupon Inquiry Service 


<> Big MOTO-MOWER WEEK 
Promotion 


<> Free Promotional Material 


Color ads in POST, BETTER HOMES & GARDENS, AMERICAN HOME, 
HOUSE & GARDEN, HOUSE BEAUTIFUL, FLOWER GROWER, SUNSET, 
PROGRESSIVE FARMER throughout the mower selling season. 


THE MOTO-MOWER CO. + RICHMOND, INDIANA 
Subsidiary of DETROIT HARVESTER CO. 
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10 Reel and Rotary 
Models priced to sell 
as low as $5995° 


*including Federal Excise Tax. Slightly higher in far west and Canada. 


Get the Facts 


about Moto-Mower’s Great 
Key Dealer Program! 


| The Moto-Mower Co. 
Richmond, Indiana 

5 eee 

1 Seco Meme 
| a 

| City 

| Name of Jobber____ 


| 
Fn icttiinins 








| | 


e 





‘of 


ers 


makes custom 


DAINTY MAID 
Automatic 
Pop-up Toaster 
East $10.44 West $10.88 


specially priced for independent dealers only! 


Your exclusive Liberty promotion for November is more than a 
traffic appliance. It’s a real traffic builder . . . priced-for-fast- 
selling in your store and no other. Timed right for holiday 
promotion. 
You’ve got something to sell in this beautiful, all-chrome 
pop-up toaster with all the deluxe features of expensive toasters. j 


f Everything is in your favor, so let’s show EVERYBODY what 
YA forty-two thousand hardware independents can do! WENSIONS J 


LIBERTY DISTRIBUTORS cos. s«:,rs00% 5° 


= ~ BLUE pyppON ROP? OF AME eZ a 


HUNT & MOTTET CO. . 
Tacoma, Wash. @ed ne sted, 
JENSEN-BYRD CO. SHARP -HORSEY HDWE. CO. THE TRACY-WELLS CO. > 
ALBANY HDWE. & IRON CO. Spokane 8, Wash. Atlanta, Ga. Columbus 15, Ohio per ¢ 
Cleveland, Ohio 


Ones’ t. ow Vou ¥ — ~ ng: naaaaal oo. eat +" = VAN DEREN HARDWARE CO 
° aso, Texas a " ° 

AMARILLO HARDWARE CO. Albuquerque, New Mexico OHIO VALLEY HDWE. & RFG. CO. Elizabeth, N. ri _ Lexington, Kentucky 
Amarillo, Texas Phoenix, Arizona Evansville, Ind. Providence, R. |. WM. VAN HOOGENHUYZE 
Lubbock, Texas MORLEY BROTHERS ORGILL BROS. & CO. THE EMERY WATERHOUSE CO. HDWE. Co. 

HARPER & McINTIRE CO. Saginaw, Mich. Memphis 2, Tenn, Portland 6, Maine San Antonio, Texas 
Ottumwa, lowa Detroit, Mich. Jackson, Miss. Manchester, N.H. J. A. WILLIAMS COMPANY 
Cedar Rapids, lowa East Lansing, Mich. Little Rock, Ark. THE SALT LAKE HARDWARE CO. Pittsburgh, Pa. 

HOFFMAN HARDWARE CO. Grand Rapids, Mich. RAILEY-MILAM, INC. Salt Lake City 9, Utah WOODBURY HARDWARE CO. 
Los Angeles 22, Calif. MORLEY-MURPHY CO. Miami 31, Fla. Boise, Idaho Portland 10, Oregon 

HUEY & PHILP CO. Green Bay, Wisc. RICE & MILLER CO. Grand Junction, Colo. WYETH COMPANY 
Dallas, Texas Milwaukee, Wisc. Bangor, Maine THE THOMSON-DIGGS CO. St. Joseph, Missouri 
Fort Worth, Texas Wausau, Wisc. RICHMOND HARDWARE CO. Sacramento, Calif. Sales and Display Room 
Houston, Texas Escanaba, Mich. Richmond 19, Va. Fresno, Calif. Kansas City, Mo. 


— 
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smart wastebaskets 















DECOWARE presents two striking patterns on these 














distinctive wastebaskets. Palomino, with its galloping stallions 
against a black background, and Philodendron, with graceful 

leaves on simulated Madagascar straw, add the right note of 
smartness to living room, boudoir and den. The DECOWARE 


name stamps them as sturdy, durable —and popular 








610 —PHILODENDRON ON 
MADAGASCAR STRAW 


PS STRAW BACKGROUND 















WENSIONS AND PACKING SPECIFICATIONS 
: PALOMINO AND PHILODENDRON 


la. 40, Pa. P BASE HEIGHT 
x BY . 9% x 6'%e . 12% 


| the d nested, 12 of one design and background 610 — PALOMINO . 
7s. . per carton. Weight: 17 V% |b. BLACK BACKGROUND : 
ARDWARE CO. PAX 


Kentucky 
GENHUYZE 





o, Texas 
COMPANY 
Pa. 

ARDW ARE CO. 
, Oregon 

\NY 

Missouri 
isplay Room 
y, Mo. 
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Item 207P—Unbreakable REFRIG- 
ARRANGER — 6 polyethylene con- 
tainers, 6 transparent snap fitting lids 
ina bright, zinc-coated, heavy metal 
rack. Entire set slides into 4 inches of 
shelf space—saves the equivalent 
of one cubic foot of refrigerator 
space. You can sell these like hot 
cakes! 





Item 301 — FREEZARRANGER — 2 
heavy, bright-plated, rust-resistant 
slide-easy trays, each with five com- 
partments for holding frozen food 
packages upright. Trays stack one 
on top of the other, hold ten pack- 
ages in only 6 inches of shelf width. 
Lets housewife FILE packages neatly, 
conveniently. An easy-seller! 








Item 203P—Unbreakable REFRIG- 
ARRANGER Container Set—3 


polyethylene containers with trans- 
parent snap fitting lids . . . A two- 
way seller: they fit the door shelves 
of modern refrigerators; they fit all 
Refrigarranger trays. Sell them as 
replacements to over a_ million 


REFRIGARRANGER owners. 
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READY-MADE FOR YOU! | 


Dealers! Take a long look at these new Valley Forge 
Creations! Then—think of this... every housewife in 
your trading area who has a refrigerator (and who 


doesn't?) is a prospect and almost certain to be interested 


in them! What a market! What an opportunity! 


VALLEY FORGE CREATIONS 


all beautifully packaged to move fast 


MADE TO MAKE REFRIGERATORS MORE USEFUL 
BACKED BY SOLID SALES PROMOTION PROGRAM 


Write NOW for complete information, price lists, etc 


VALLEY FORGE CREATIONS, INC. 


214 West Front Street, Media, Pennsylvania 
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Forge 
‘ife in 
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rested 
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fast 


pEFUL 
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Westinghouse 
‘puts 3-<way ad drive 


on hNousewares 


for Christmas 


ae and now...Betty Furness 
Fed: is working overtime... 
_ selling ‘em for you on 


Betty Furness sells ‘em for you. 
18 demonstrations in your 13 


best-selling weeks. . Best of Broadway Arresting full-color ads sell ‘em for you 


























Westinghouse inThe Saturday Evening 
STUDIO ONE Big star-studded new show POST- unusual, distinctive ads on 
oe oe on CBS-TV every month all these popular products 


every Monday evening 








And this colorful display 
tells people where to buy. seygames 


Get one for your store NOW! iu ig 





But remember... you can't sell 'em 
if you haven’t got ‘em! Only a few more stocking days 
left...order through your Westinghouse Distributor today! 


Westinghouse Electric Corporation + Electric Appliance Division YOU CAN BE SURE...1F ITs V est | ng 1 yt j SC 


/ Mansfield, Ohio 
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Service Over The Years ' 
Makes These Brands 


Shipped nested, 
25 to a carton. 






muffin pans 
colanders 


rinsing pans 


measures 


funnels, etc. 
Send for Price List and Catalogs 
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New name 
for America’s favorite 
line of popular-priced tinware! 





FLARING 
PAILS 























Found in more homes 
the country over 
than any other. The 


first self-locking ... and still the 


best-selling stove pipe with 


exclusive locking feature. No 
wonder smart retailers always 
stock and promote profitable 


MASTR-LOK! 


For complete information 
and the name of your nearest 
MASTR-LOK wholesaler, 
write us today! 


MAKE YOUR KITCHENWARE LINE 


COMPLETE WITH 


fe) {T] 


pag 
sleek 


BISCUIT 
PANS 


DOUBLE 









THE PARKERSBURG STEEL COMPANY 








graKERS Bug, 


} § smart gif 

DRIPPING | MAKE Y 
PANS = COUNTE 
» DISPLA‘ 






ROASTERS 





: 
Best Sellers Today 
é 
An extra 
. and if 
» supplies g 
\ — designs. 
Dress-up 
matic cc 
For companion sales, feature They’re 
BLU-PRIDE ELBOWS j they're p 
ey. , ox... 
You pay less for shipping . . . special i 
packing assures you of receiving elbows » Take adv 
clean and dent-free always...costs you S aid. Let F 
less all around! 
» turn-over 
Shipped nested, 4 
12 to special octagonal carton. mas seas 
Imagir 
. and 





gift-displ: 
















: For exan 

phane, w 

Only trade- combinat 

marked, nationally- whole git 
ri [= promoted steelware 3.inch wi 
in the lowest inch Wi 

Woahe price bracket! Or, cut a 
over the 








THROUC 
-- at ca 
LOAF PANS ... in yc 
ei 
: 
Send to: | 










~ 













PARKERSBURG, WEST VIRGINIA 


The Home of MASTR-LOK Stove Pipe, “biu-pride” Steelware and “‘brite-pride”’ Tinware 


hnlatetnclabitaliisitesitsigtiiaiilnastebblsisisinitsiamescee meustitislninacisinsiiatibionel 
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Wrap up more Christmas sales 


with this FREE Zbbemuid. > 


GIFT-DISPLAY KIT 


Including 100 ft. of Ribbon! 


An extra boost for your peak gift season 
.. and it costs you nothing! Rubbermaid 

supplies gift-ribbon with bright Christmas 

designs. 

Dress-up Rubbermaid products for dra- 

matic counter and window displays. 








ture They’re all gift-naturals! And when 
‘Ss they’re presented in a gay holiday man- 
le ner... they sell twice as fast! 

pecial : 

slbows Take advantage of this timely free sales 
Hs you aid. Let Rubbermaid help you enjoy faster 
— turn-over, increased profits this Christ- 
siti. mas season. 


Imagine! 100-Ft. Roll of Ribbon 


. and a big list of illustrated ways to 
gift-display your Rubbermaid. 


» For example, take a big sheet of cello- 
phane, wrap it around the drainer-tray 
combination (as we’ve done), tie-up the 
whole gift-package with Rubbermaid’s 
3-inch wide ribbon. 


Or, cut apart the designs and tape them 
over the windows on boxed items for a 
smart gift-appearance. 

MAKE YOUR REGULAR RUBBERMAID 
COUNTER A FESTIVE GIFT 
DISPLAY—PLAN EXTRA DISPLAYS 
THROUGHOUT YOUR STORE 














. at cash registers, wrapping desks 
. in your special “gift-aisles”’ 
. in “Gifts for the Home” windows 


Send to: THE WOOSTER RUBBER COMPANY 


1205 EAST BOWMAN STREET Please send me my FREE Gift-Display Kit 
WOOSTER, OHIO as soon as possible. 


NAME 


Rblemaid, = 


STORE 


@ HOUSEWARE |i 














ZONE__STATE 








; 
oer anna | 
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Never Underestimate 
the Power of a Gal... 


Leave it to the women to put gift ideas into 
the men’s heads! That’s what these attrac- 
tive Cory girls will be doing for you in spar- 
kling national ads this Christmas. Compelling 
ads in another one of Cory’s unusual, exciting 
formats will have the menfolk and women- 
folk, too, flocking to your store to make Cory 
gift purchases. Get ready to take full com- 
mand of the Cory Christmas gift rush. Stock 
up and display the complete Cory line. Oil 


Youll gee up your cash register and let ready-made 


Cory sales score the biggest, most profitable 








gift season you’ve ever had! 


me kissing pease 


ot am 


Canta (‘lgue... Mlle one CORY srewee | | - Gables. 


It's the only all-glass coffee brewer made! . 
Not even a strip of rubber to change foe oe 
coffee flavor. It's all-glass right down to a _ 
the Cory filter! A gleaming, famous-name a ' / 

gift every man knows a woman 5 ag ‘ 
wants. 2-4 cup DNG $5.45; 
4-8 cup DCG $5.95; 8-12 

cup DIG $6.95. 


APE Is = 


“MAGNIFICENT 





Foutz CROWN JEWEL 


Absolutely the finest, most fabulous coffee 
brewer made! The supreme gift for any 
woman. Beautiful stainless steel body, 
24-karat gold-plated base, 
handsome plastic raffia 
handle. 4-9 cup 

_ size $50. 

ml ee -52,0, 50 

' PAK Oe 

Watch for Cory Full-Page, Four-Color and Double Page 

Product Spreads This Fall! 


NATIONAL CORY ADS 
Will Create a New, Bigger Cory Gift Demand 
in These Leading Magazines this 

Christmas Season: 

HOLIDAY ESQUIRE 

HOUSE & GARDEN TIME 

HOUSE BEAUTIFUL NEWSWEEK 

SUNSET NEW YORKER 
MODERN BRIDE 

With a Total Readership of over 1212 million! 


Watch For Them... . Get Ready to Profit From Them! 


CORY. 


Cory Corporation, 221 North La Salle St., Chicago 1, Illinois 
Toronto 10, Canada 
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To Sell CORY 
Christmas Gifts to Guys 


Offer the perfect gift for every taste and 
every budget in the complete Cory line. 
The Bigger-Than-Ever Cory Fall and 
Christmas national ad campaign will make 
Cory gifts something really special this 
year! Cory is traditionally the most 
wanted, most appreciated Christmas gift. 
Put your store solidly behind Cory’s all- 


out Christmas gift advertising. Stock up 
ood ee on the coffee makers shoppers recognize 


as smart gift selections. Let Cory make 


ic g Girle this your record gift selling season! AG me off 


PROC EPPA Ls 
ws Po fate over. ae - 


? “ate 4 


yo” FINEST MADE Your income Tax 
CORY AUTOMATICS be 


She couldn't hope to receive anything more 
suited to her taste—both for good coffee 
and good looks! In stainless steel 
and featherweight models, we're 
pre-selling it to gift shoppers 
everywhere! Makes perfect 
coffee, keeps it hot 'til on 
. . oo 
desired — automatically. “= 
4-8 cup $29.95) x 
and up. -s"" 
eS 


kee, 


For those who want to give the unusuc! yet 
practical. A sure-fire gift with universal 
oppeal. Sharpens any knife professionally. 
Just plug in, draw knife through quickly. 
Cut yourself in on a bigger slice of 

gift profits with these famous 

Cory knife sharpeners! Regular 

model— $14.95. New 

CORY Crown Jewel Knife 

Sharpener— $19.95! 


CALLING FOR CORY 
This Christmas—As Never Before! 


Order. Now — 


Capitalize on the Big 
Cory National Christmas Promotion! 


CORY. 


th great name tn coffee beeing 


Cory Corporation, 221 North La Salle St., Chicago 1, Illinois 
Toronto 10, Canada 
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BOONTONWARE’S 
FULL CHRISTMAS PROFITS 


Full mark-up Are you going to get your full profit Price — appeal BOONTONWARE, a proved lively gift 
this year from the items you always sold for Christ- item, offers price appeal for all your customers ... 
mas? BOONTONWARE carries full mark-up, gives you gifts from as little as $2.25 up to $34.50! 
full profit on Christmas sales. ' 

Promotion BoonTonwake puts a powerful Christmas 

Volume Boonronware has proved one of the largest Campaign behind your selling. This Christmas, 46 
volume producing items in hardware-housewares million people will see the Boontonware window 
stores. Boontonware Christmas sales generate equal shown here in big, full-color national ads in McCall's, 
dollar volume for 90 days after Christmas. 40% to Ladies’ Home Journal, Country Gentleman, Living 
60% of Boontonware volume is done in December. for Young Homemakers, and House & Garden.... 


Guaranteed Against Breakage 


This Boontonware window just as featured in 


national advertising is available to you... Conlon Wate 


and it doesn’t cost you a dime. 
it : Melmac dinnerware at its finest! 
Ask your distributor now for details ! 


All prices slightly higher Denver and Wet. 
“Written one-year guarantee comes with every purchase. BOONTON MOLDING COMPANY, BOONTON, N.J. 
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Quality and Temco are two words that 
are bracketed tagether in the minds 
of most gas appliance dealers and pur 


chasers. And for a very ererere reason. 


For 30 years Temco has aligned 

its research, engineering, and production 
with quality standards. To us, quality 
means more than “good.” It means 


the best 


\t Temco quality means the finest mate 
rials, the best craftsmanship, the most 
skilled personnel obtainable — producing 
more than |!2 million of the finest gas 
appliances made. In a word, quality 


means TLemco 


TENCO, Talom 


NASHVILLE, TENNESSEE 
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More profit than ever in Youngstown Kitchens! 


ANNOUNCING 
the worlds most beautiful cabinet sink 















Cabinets of steel } pity 
Handy, new culling board drawer (top 


for lasting appeal right) pops into easy-working position, 


| : 
YOUNGSTOWN KITCHENS 


ro PLUS A TIMELY gem 
66 DIANA CABINET SINK joe 


Partitioned cutlery drawer (top left). 
Many other exciting features 








Style leader of the new models .. . enameled steel top “sy ‘ 
destin - = bes erp. le leader of the @ DeLuxe swinging mixing-faucet; PROGRAM ! ies’ 
world. Full 5's feet wide, and rugged poten ai vit thet 6.2 
steel throughout. Look at these a This is the works! iis 
features: @ Many other features ... all deluxe! Built around the “Answer Book to 
@ Stainless-steel front trim and back- ¥ * * : Kitchen Planning and Decorating.” De- 
splash SEE YOUR DISTRIBUTOR for details scribes, in full, all you need to color-plan 
; on all the new Youngstown Kitchens and kitchen-plan. Actual samples in- 
@ One-piece, acid-resisting, porcelain- Cabinet Sinks. cluded in the Answer Bool 
e = = ehbe During October. a compelling full-color 
This announcement has a circulation of over 100 million announcement ad will appear in McCall's, 
Good Housekeeping and other national 
LIFE magazine, October 25—dramatic, full-color, full-page ad. magazines 
DAVE GARROWAY'S “Today” TV show—October 22nd and 25th. erg Aap K vers er - m your 
i store hneiudes color broadsides, a Wine 
SUNDAY SUPPLEMENTS in 71 newspapers, October 24th and 3lst. dow paster in tull color, acetate goatee fer 
LOCAL ADVERTISING—ads that sell, available for you. your kitchen display, ad mats, and of 
IMPRINTED BROADSIDE—full-color, 4 pages, shows every model handsomely. course the Answer Book, 






GET THE STORY arto 
THESE ACTIVITIE : 
FROM YOUR DISTRIBUTOR NOW! = 












bungstoun feitehens | 


MULLINS MANUFACTURING CORPORATION ¢ WARREN, OHIO - 











Sold in United States, Canada and most parts of the world 
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MEET THE PRESS” 





sales period—creating a pre-sold halide 
for you! 


Fs. bei gt pa pro- 
efforts around 
the Revere Waree Kitchen Jewel 
Chest at $49.95 and the Revere 
Ware 11- se Set at $39.95. 
Use the time eth yoaed plan as a 
powerful incentive to buy. 


 @PROMOTION 


| MATERIAL 
re ann pelea’ ape 
Sccal ddvertiosaeane ie aveltshis Soyon. They 
help you clinch the sales that Revere Ware's 
pre-selling campaign creates. Order now. 








l Ene 


But | Stock and Sell These 
Other Swell Sameonm Products too! 





Sturd 
Clothes line 
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r that's e ih ° 
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SAmeON CORDAGE WoRKS — 


GS > 
BOSTON 10, MASSACHUSETTS ‘eaten 


40 


MONTH AFTER MONTH 


a¥ 
"43 apveanistd WE 


TRY IT NOW! See for yourself 
HOW IT PAYS MORE PROFIT 
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PYREX for 


WARE 


Arlene Francis 
on NBC Network HOME Show! 


@ Charming Arlene Francis, at left, is doing 
a dramatic selling job for PYREX Ware on 
the “Home” Show, right at the height of the 
Christmas gift-buying season. “Home” reaches 
and sells millions of television viewers (in- 
cluding your own customers) Monday through 
Friday, from 11:00 to 12:00 noon (EST). It’s 
scoring phenomenal sales records for products 
it advertises. So get set for a lot of calls for 
PYREX Dinnerware in both 16-piece and 
34-piece sets. Better be sure you have enough 
to satisfy the extra demand! 


For Extra Profits, Make Your Store 


68 


@ To get your share of extra profits during the big Christmas 
gift-buying season, be sure your customers know you've got 
the goods! Advertise. Build special displays featuring popu- 
lar PYREX Dinnerware, PYREX Flameware, PYREX Oven- 


Corning Glass Works, Consumer 
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| Promoted on TY and in LIFE 













WE’RE MAKING IT 
EASY FOR THEM 
70 BUY... 


* PYREX Dinnerware 
* PYREX Ovenware 
* PYREX Bakingware 
* PYREX Flameware 
* PYREX Colorware 


... FROM YOU! 





e PYREX Ware for 
Christmas will be fea- 
tured in a smashing 






















four-color spread in 
LIFE Magazine on 
December 6th, reach- 
ing some 26,450,000 
readers — including 
your own best 
customers! 















@ This hard-selling LIFE ad contains a handy check- 
list of PYREX Ware for gifts at various prices—rang- 







ing from under $1.00 to $27.95—so it will pay you 
to display the full PYREX Ware line where every 


customer can see the merchandise. 







* 
WARE 

ware, and PYREX Bakingware in Color. Make sure that people 
come to your store to buy PYREX Ware. Don’t be caught 
short. Check your inventory today. Order special stocks of 
PYREX Ware from your regular distributor now! 
Products Division, Corning, N.Y. 
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"GRAB-IT” 


Non-skid natural rubber coated. 
Gives surest non-slip grip: 


Outstanding general purpose work glove for 
workmen, farmers and home handymen, 
Rough-grained rubber coating far outwears 
leather palms and has the surest grip of all 
work gloves, either wet or dry. 
Three styles: 
No. 62, palm-coated safety cuff (illustrated) 
No. 60, palm-coated knitwrist 
No. 660, fully coated knitwrist 


“THUMBS UP” 


Reinforced neoprene coating 
The top selling liquid-proof glove: 


Coated with Neox, specially reinforced neo- 
prene, which is much tougher than ordinary 
neoprene against cutting, snags, abrasion, 
greases, acids and caustics. Also has better 
flexibility and grip. Comfortable curved-fin- 
ger pattern. 

Two styles: 

No. 908, fully coated knitwrist (illustrated) 

No. 912, fully coated 12 in. gauntlet 





"MONKEY GRIP” 


Tops for abrasive wear. Shaped 
like the hand for maximum comfort. 


Special plastic coating wears up to 50% 
longer and has a grip and flexibility not found 
in cheaper plastic gloves. Won't chip, crack 
or peel. The only plastic gloves made with 
comfort-providing wing-thumb, curved pre- 
flexed finger pattern. 
, Two styles: 
No. 303, fully coated knitwrist (illustrated) 
No. 30, palm coated knitwrist 
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Edmont coated gloves wear 
5 to 10 times longer... 


pay 334% profit 
on every pair 


Edmont coated gloves retail around $1.00 — wear 
as long as 5 to 10 pairs of canvas work gloves — 
and give greater protection. 


They are the modern work gloves. Palm coated 
styles, like the No. 62 Grab-it illustrated above, 
grip better and wear longer than leather palm, 
and are nearly as cool as canvas. Farmers, work- 
men and home handymen find them much more 
economical and keep coming back for more. You 
make 33 1/3% profit on every pair. 


Send for catalog and prices. Order Edmont gloves 
8 I 

from your jobber. His prompt service enables 

you to carry a smaller stock and turn it faster. 


Edmont Manufacturing Company 
1214 Walnut Street, Coshocton, Ohio 








INFORMATIVE HANG-UP TAGS 
make Edmont gloves self-displaying, self-selling 


l { JOB-FITTED 
mon WORK GLOVES 
World's largest selling coated fabric work gloves 
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NOVEMBER—Sign of Sagittarius the Archer 


If your birthday falls between November 23rd 
and December 22nd... you have great energy 
and ambition . . . you are unusually active 
mentally ... you must foresee the outcome 
of your work before you begin it... you 
will readily foresee the high profits afforded by 
popular J&L Galvanized Ware. 


Every monthisa PROFIT-SIGN 
with J&L Galvanized Ware 


Your Customers Know and Buy J&L Ware... 


Galvanized ware moves better and profits are more satisfactory 
when you stock a line with an accepted name like J&L. People have 
confidence in the J&L reputation for quality and sturdy service. 
They buy it when they see it in your store. 

J&L Ware is priced to cover the big volume market . . . and yield 
a healthy profit to the hardware dealer. Ask your Hardware Jobber 
for complete information. Call him today. If you need additional 
help or information write direct to J&L. 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 








405 Lexington Avenue, New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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for HER 
Automatic CABINET Can Opener Build big displays 


... Handsome plastic cabinet conceals of SWING-A-WAY products 


all working ports. Automatic 
mechanism. Screws on wood or 


’ 
fastens to tile with adhesive wall plate. to attract women and men. They Il stop 
Red, white or yellow cabinet. ° 
It’s the most exciting new Can Opener to buy because SWING-A-WAY 1s the 


ever...at a most exciting new price! * 
erfect gift for every woman who has a 
Only $4.95. Magnetic models $5.95. P 9 Y 





kitchen ... and every man who has a 
bar. Your customers will be looking for 

for HIM SWING -A-WAY gifts right up to the 
eee ~ Cees last minute, so keep your stocks com- 


for fine or coarse ice. Continuous feed, 
multi-cube ice chamber gives plete all through the Christmas season. 
you all the ice you want... fast. 
White enamel body; red, white, yellow Order early! 
or black plastic cup. Only $6.95. 











=A 


Models from $1.79 to $9.95 


SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MISSOURI + IN CANADA: FOX AGENCIES, PORT CREDIT, ONTARIO 
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Tyee BEAUTIFUL, Uetyshe BRULIANT, 


7Thiyle SELL fabllc...THE NEW GE 


CHRISTMAS 
LAMPS ! 







NEW 
SPARKLING 
COLORS 


Bright, fused-on colors of new General 
Electric C-7% Christmas Lamps gleam 
with added sales appeal —/ighted or un- 
lighted. Colors won't fade, chip or peel. 


NATURAL 
COLOR PHOTOGRAPH 


WEW FILAMENT 
CONSTRUCTION 


Newly designed filaments give these new 
lamps an even, smooth color when lighted. 


No glare spots. 


COOLER «+ 
G-E Christmas Lamps NOW! USE LESS CURRENT 


enough to meet the demand! New G-E C-7% Christmas Lamps use 10% 







less current so they burn cooler. And the 






G-E Christmas Lamps—the 
brand customers prefer! 


colors are brighter than ever! 





You can put your confidence in~ 
NTARIO P J if 


1 GENERAL @@ ELECTRIC 





MEW GE ! 
OFFER ALL THESE SELLING ADVANTAGES ! 


OLD ). NEW 


FILAMENTS TAILORED TO BULB 
SHAPE. Here’s how the newly designed 
G-E C-7% Christmas Lamp looks lighted. 
A new filament gives an even, smooth all- 
over brilliance. No glare spots. And this 
new lamp burns cooler, too! 





BRIGHTER, GAYER COLORS. The 
New General Electric C-7% Christmas Lamps 
look so good—have such sparkling colors— 
lighted or unlighted—customers will go for 
them. Used indoors or with outdoor string 
sets, the brilliant fused-on colors won’t fade 
chip or peel. 


ANOTHER G-E RESEARCH FIRST. 
These remarkable new Christmas Lamps are 
a development of General Electric Lamp 
Research. Customers ask for G-E Lamps 
knowing they can put their confidence 
in these American-made products. 


YOU'LL ALSO SELL. General Electric 
makes a full line of Christmas Lamps includ- 
ing C-6 Lamps for indoor series strings and 
C-9% Lamps for outdoor multiple strings. 





| You can put your confidence in 


ENERAL (6) ELECTRIC 


for every mother and every mother’s daughter! 


‘LTOP 


Tpttt 


BOTH = ‘15° 


A $17.90 RETAIL VALUE! YOUR CUSTOMER SAVES $2.00 


4 Weur MET-L-TOP 


The big member of this delightful mother- 
daughter combination comes with chartreuse 
double-steel top and sparkling chrome-plated 
tip-proof legs. Mother will always enjoy effort- 
less ironing, at the right height—thanks to eleven 
height adjustments, instantly set at the flick of a 


aN finger. Retails for... $12. 95 
on -and the perfect Christmas gift 


Juri MISS MET-L-TOP” 


More fun than a picnic for daughter! Her own 
LITTLE MISS MET-L-TOP toy ironing table— 
just like mother’s! Same beautiful colors... 

a perforated steel top...and, of course, it’s Getta tar) 
adjustable, too! Complete with its own pad } 
and cover set. Retails for... $4.95 


Both come packed in ONE carton! 
MET-L-TOP TWINS...No. 700 DEAL 
this sensational deal is ORDER from YOUR JOBBER! 
ADVERTISED IN pine? Gestion nro cae en oi 


this amazing mother-daughter combination, display 
material and 


(FULL PAGE) FREE NEWSPAPER AD MATS! 








JOURNAL 0" MET-LTOP 


THE Onxcgcwal ALL-METAL IRONING TABLE 


(FE PASS) GEUDER, PAESCHKE & FREY CO. 
1700 W. St. Paul Ave., Milwaukee 1, Wis. 
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One do-it-yourself prospect who wants a kitchen like this can add $30 to your total gross margin! This smart kitchen has 
90 sq. ft. Congowall, gross margin $6.92 . . . plus 183 sq. ft. Gold Seal Linoleum Tile, $24.06 . . . total $29.98! You'll 
find it’s so easy to make quick, double sales like this with famous, guaranteed* Gold Seal resilient Tile and Congowall]! 


Fast-moving Gold Seal Tiles! Congowall makes it a double sale! 


Gold Seal Inlaid Linoleum Tile, finest inlaid lino- z The original enamel surface wall covering . . . with 
leum made...exclusive felt backing allows = 6,000,000 successful installations! 


direct application to firm wood underfloors. 
i inetes ; ‘ ‘ ; ! 
Gold Seal VinyiTile, inlaid miracle for floors and Goes up a wall at a time instead of a tile at a time! 


walls...unharmed by greases, alkalies, and 


; ; Top quality, it’s easily cleaned; easy to keep clean 
normal kitchen acids. 


. . resists stains, grease, dirt. 
Gold Seal Vinylbest Tile, the closest thing to all 
purpose tile... acid-alkali resistant; moisture re- 
sistant; goes on, above, below grade. 

Geld Seal Cork Tile, an improved cork tile with 
unsurpassed soil resistance! 


Easier to install, it has greater flexibility. Easy to 
handle, added “‘heft’”’ hides wall imperfections. 


UALMUVPALENAU EO 


Exclusive felt-backing gives firm, quick bond to 
wall .. . assures trouble-free installations. 


YOUR ALLA 


Gold Seal Rubber Tile, resilient, durable; clearer, 
truer colors. Extremely comfortable underfoot. 32 “SaleStyled” patterns .. . plus greater buying 
flexibility, greater profit potential from Gold 


Seal Unit Shipment Discount Policy. 


APA 


Gold Seal Asphalt Tile, most economical tile for on, 
above, below grade. 


unt 


The Famous Gold Seal Tile-O-Matic, display-merchandiser, puts you in the busy tile business for $25! Successful with 
7000 dealers, it takes up just 5 sq. ft. of space ... stocks, promotes, sells up to 432 9" x 9” Gold Seal Tiles! 

172 convenient distributors with complete stocks make it easy to order popular Gold Seal products! 

Convincing national advertising has pre-sold Gold Seal Floors and Walls in LIFE, LOOK, BETTER HOMES AND 
GARDENS, McCALLS, AMERICAN HOME. 

Gold Seal gives you the complete line of floors and walls for every residential, commercial, institutional use. 

* Gold Seal Guarantee assures you and customers of top quality ... promises ‘‘satisfaction or your money back.” 


For full information write Customers’ Service Dept. CONGOLEUM-NAIRN INC., Kearny, N. J. 
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PPATENT PENDING 


Yes, the big new Roto-Broil 400’ Capri is truly an industry ‘first’. No 
other rotisserie has such a large interior cooking area, yet is so compact 
for storage. No other rotisserie has all these advanced features: Cal-Ray 
Tubular Heating Element... fan cooled motor for longer life... separate 
push-buttons for barbecuing, broiling, roasting, baking! What's mora, the 
infinite heat switch supplies the exact degree of heat required by any 
recipe. And here’s something else that’s special—the fabulous BAK-A-TRAY 
plugs right into the Capri itself without cords or wires! And yet, with all 
these up-to-date features, the big, new Capri is so easy to clean—for there 
are no wire racks to catch fat or grease. 


Roto-Broil “400” tantly pi g for advanced features—has done 

it again! The big, new “even- size” cont is the most outstanding value you can 
offer your cust s. It’s backed up by powerful, hard-hitting national advertising. 
It's being featured on both the ces and NBC-TV Networks—covering the 
complete Election Returns on Election Night, Nov. 2. Largest audience ever 
assembled to view a promotion on any one housewares product. Exposed to over 
90 million people on this combined network. This coast-to-coast pre-selling 

is the kind of support Roto-Broil gives all its products... plus national magazine 
ads, billboards, newspaper and powerful direct mail promotions . -- real 

advert dising support that’s going to make the Capri the hottest 
profit-maker you can carry. 











ROTO-BROIL CORPORATION of AMERICA 


32-14 Northern Boulevard 
Long Island City 1, New York 
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Up. 


advanced infra-red 
automatic 


ROTISSERIE 


infinite heat control for any number of heating variations... 
Cal-Ray Tubular Heating Element ... fingertip, push-button 
control ... fan cooled motor... The BAK-A-TRAY has its own 
built-in thermostatic control and plugs into the 
Roto-Broil automatically without electric cord. 


ee ce Rl ee 
CORP. of AMERICA 
32-14 Northern Bivd, L. I. C., N.Y. 


THE “CAPRI” LOOKS GREAT TO ME! 
Ship me_____CAPRI Rotisseries thru my jobber. 
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Biggest Display Program Yet! 


Sparks Seasonal Sales for B&D Authorized Dealers 


And here’s the rest of B&D’s 
4-to-Go Promotion! 


Advertising! 


Over 54,000,000 impressionswith 
Black & Decker’s greatest adver- 
tising program in Hardware his- 
tory. This program will sell pros- 
pects in your own town... in 
your own store! 


Christmas 5p gota! 
pucks Del 


_—s 
B&D’s new Electric Tool Chest, 
planned and priced for you and 
your customers! Colorful Christ- 
mas wrapper makes it an ideal 
holiday item. Regular retail val- 
ue $34.25. Your cus- 


tomers save $4.30! For 4995 


Christmas only ... . 


Black & Decker’s tested, new 
display starts impulse sales. . 
builds store traffic all year round 
... lots of room for related do-it- 
yourself items. We furnish com- 
plete plans free! 


If you’re an authorized Black & Decker 
dealer, you’re lucky! Because when you 
put in either of the two B&D merchan- 
disers at right, you’re in line for the most 
complete display program in the Do-It- 
Yourself field! There’s the 3-piece Christ- 
mas merchandise display that converts 
to a year-round display after Christmas. 
There are new B&D seasonal display 
combinations—counter pieceand stream- 
er. There are other displays and self- 
merchandisers. They’re all designed for 
your needs—colorful selling eye catchers 
that are part of Black & Decker’s power- 
ful continuing merchandising to help you 
sell Black & Decker Tools! For more in- 
formation, see your local B&D wholesaler 
or write: THE BLack & DECKER MFc. 
Co., Dept. H511, Towson 4, Maryland. 


LEADING WHOLESALERS EVERYWHERE SELL 


() Blacks: Decker 


PORTABLE ELECTRIC TOOLS 





bi 
¥ 
ES 4 
: 
£ 
3 


Here's a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock line every month... they are being told 
and sold. Use display boards, stock the full line... for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line. 


20? 
ee Sgt td 
i ea 


THE PLIER DESIGN THAT OBSOLETES OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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CHRISTMAS SPECIAL! 


Now...a sparkling new 
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The perfect do-it-yourse 
gift saiege for every home 
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f Famous TX-10 
a@/Bernz-O-Matic Master 
Torch, instant lighting, UL 
approved, disposable cyl- 
inder, safety relief valve, 
literally hundreds of uses. 









owner, hobbyist and mechanic. 











Appealing new gift package 


is a complete soldering kit. 


= 


TX-400 soldering tip for electri- 
cal work and other light soldering. 





ar 
WS, Hg 
oy 


WS 





MX-100 












PROVEN SELLER 


This is the same package as the now fa- 
mous Bernz-O-Matic FS-54 that proved 
so successful during irha Fall Do-It- 
Yourself Week. 

Now, think for a moment of your 
own personal Christmas list. Chances 
are you may have a half-dozen or more 
friends and relatives on your list who 


Lama do work around their homes. What 


UL): Ask Your Jobber for the MX-100 Right Away 


80 


An *8:°° value for only YO 


could be a more natural and welcome 
present? 

Multiply the number on your list by 
the number of customers you have. 
Then advertise and promote this ex- 
citing new Bernz-O-Matic Christmas 
MX-100 package and watch the sales 
and profits roll in. Always repeat busi- 
ness with refill cylinders. 
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Box of Kester solder. 
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ctri- 
ring. 
der. 7 
Because with SOUTHERN STOVE 
BOLTS you PROFIT FOUR WAYS 
Low Inventory 
Speed sales without heavy stock. Southern service is 
prompt. Your emergency order filled in a matter of 
minutes. 
Easy Display 
Southern's colorful packages and easy identification 
labels attract attention. Help you add eye-appeal to 
; counters and windows without expensive outlay. 
Self Service 
Modern customers have been conditioned to find what 
im they want. Southern's easy-to-read, error-proof labels 
ne help customers find what they want in sizes they want. 
Repeat Customers 
dy . Quality plus variety in sizes give you satisfied custom- 
e. ers who automatically think of Southern when they 
think of fasteners. 
K- 
as 
PS Stove Bolts available in slotted steel, round or flat. 
i- Southern Wood Screws, Phillips or slotted, flat, round 
and oval, in all popular finishes. 
For information and free color label chart 
write Box 1360-G 





SCREW COMPANY 


STATESVILLE e NORTH CAROLINA 





WOOD SCREWS © STOVE BOLTS 
FACTORY WAREHOUSES: NEW YORK, N. Y. . CHICAGO, ILL. ° LOS ANGELES, CAL. ° DALLAS, TEXAS 


Sold through leading wholesale distributors 
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TWO NEW MILLERS 





Packaged to sell on sight 


With millions of homeowners, do-it-yourselfers, hobbyists, 
farmers and professional craftsmen owning and 

using 44-inch electric drills, there’s a tremendous sales 
potential for these new display-packaged 

Millers Falls attachments. They're quality built — priced and 
packaged right to give you high volume — in every way, 
great new additions to Millers Falls fast-selling line of 
“Dyno-Mite” electric tools and accessories. 


MILLERS FALLS COMPANY, Dept. HA-6, Greenfield, Mass. 


No. 2130 Millers Falls 


Right Angle Drive 


Already, this handy attachment has 
won wide popularity without the 
benefit of display packaging. Now, 
in its colorful new self-display con- 
tainer, it's headed for even higher 
sales. It fits the spindles of 14-inch 
drills threaded 34”-24T internally or 
externally . . . makes it easy to work 
in corners and other hard-to-get-at 
places. Precision-cut steel gears . . . 
grease-sealed, lifetime lubrication . . . 
smooth-running Oilite bearings . . . re- 
versible side handle. Retails for $4.95. 


No. 2140 Millers Falls 


Jig Saw Attachment 


Converts any 4” electric drill into a 


combination jig saw, hacksaw, rip, 
crosscut, keyhole and coping saw — 
with capacity up to 114” in wood 
and 4” in metal. Special features 
include: Universal Joint Drive . . . 
long-wearing design with only 3 mov- 
ing parts . . . self-lubricating Oilite 
bearings . . . Automatic Air Blast to 
keep cutting line clear. Comes com- 
plete with 4 blades in plastic kit and 
sells for $10.95. 






FALLS 


Sellers 


MILLERS FALLS 
TOOLS 


SINCE 


Order from your Jobber today 
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tex: smaton! | Micke TOP PROFITS 


Knucs: |i Do-It-Yourself Rentals 


~ AMERICAN! 


Big Hit for 
Rental Profits! 


Millions of families today are dry- 
cleaning their own rugs—as shown 
by soaring national sales of rug 
cleaner materials! Now—you can 
cash in on this trend in a big way by 
renting the easy-to-use American 
ALM-13 Polisher with exclusive 
new Float-Action Whirling Brush— 
to take the work out of rug dry clean- 
ing! No more scrubbing on hands 
and knees. No need to send rugs to 
high-priced specialist and have 
bare floors for a week. Cleans 
rug in 1/10 time with professional 
results! As easy to use as vacuum 
cleaner. Also, rent ALM-13 with . P 
attachments for five more household 

jobs of cleaning floors—scrubbing, Professional Results, Lowest Maintenance 
polishing, steel wooling, waxing, 
buffing—any floor! Send today for ° - AM a Ri CA N SA N D 7 R 

details and Free Demonstration. wit 4% 
More and more today—in big city, small town and rural communities— 
home owners everywhere are refinishing their floors with AMERICAN 
RENTAL PROFITS Rental Sanders! Folks like these easy-to-use American Machines that pro- 
duce professional-type results . . . so simple for anyone to make old floors 


HIGH with like new! You'll find that goodwill and profits keep growing when you 


AMERICAN SANDERS feature American Rental Equipment! 


petnet : These extra rugged machines assure more hours of profitable renting and 
leed profs perede for dealers—as minimum upkeep. Nothing to worry about with the popular Little Ameri- 
shown by these typical reports: can... it’s practically tamper-proof ...no brushes, no fan belt, no fan bear- 


Washington, D. C. .. BBS. Company ings, no windings in the armature. With its compact, sturdy construction 
nn Polly —y Aw TE and fully guaranteed motor, Little American is today’s top me 


with another $4,000-$5,000 in allied -Ir-Y > ne 2 
~ ey He ey 4 to produce best results for your Do-It-Yourself customers . . 


tals increase paint sales 20% to a profits for you! 
wane of $6,000 per year for R. and 
AS. Co. In addition—sanders ring up 





The American Floor Surfacing Machine Co. 





town, S. D.. . . Sander rentals step up 
aint sales "15% for D.W.P. Co. 
pringfield, Mo... . Sander rentals in- 
crease sales 40 for F.G.J. Co. Miami, 
Florida... aint business up 15 
because of sander rentals,” says F.P. 
Company. Gettysburg, Penna... . 20 
more paint sales due to sander rentals 
for G.N.Z. Company. Sidney, Nebraska 
. Sander rentals and supplies bring 
in $4,896 per year for $.G.P. 
pany. Johnstown, PuUee. . « « ae 
$2,100 per year renting floor sanders. 














e 
$3,000 in rental fees alone! Water- Amazing 


TRADE-IN OFFER! 


New, American sanders for home- 

owner use attract more customers and 
boost your profits in today's fast 
growing rental market! If you have an 
old floor machine of any make or age, 
get our Free appraisal at once! Great- 

est trade-in offer in history of this 51- 

year company now being made. Ideal 
time to replace with new, modern 
American sanders, edgers and pol- 

ishers—designed for economical long 
life operation under all conditions! 
Write today for, , Your no- -obligation 
trade-in appraisal! 


MERICAN 


PERFORMANCE PROVED WHackincs .| 
NATION-WIDE SERVICE | 
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522 So. St. Clair St., Toledo 3, Ohio. 


1 Send 12-page free booklet showing me how to make 
money in the floor sander rental business. 


7: 


Floor Maintenance Abrasives Seals, Sows. 
nie, Sanders O tdgers O Machines O 0 Finishes CO 
oO Rug Dry Cleaning with ALM-13 Maintenance Machine 


Send latest catalog on the following: 


Your Name 





Store 





Street 


Chey ——— ll 











DRIVE SCREW and Ring Shank NAILS 


' 


| Nail Down This 
Lager -to- Buy } 
Market for... / 


SHEFFIELD 


This type nail is making news wherever things are built. Technical 
journals, builders’ magazines, and “do-it-yourself” articles for the 
home craftsmen are publicizing and praising the nail] with the multi- 
plied fastening power. The good news is that this nail approximates 
—and often exceeds—the holding power of a screw with tremendous 
savings in time, labor and money over screw fastening. 


These Are Just a Few of Many Uses. . . 


Flooring, subflooring, wallboard fastening, stair risers, acoustical tile, 
roofing, gypsum board dry wall construction, siding, and structural 
framing and boarding. The threads engage wood fibers and other 
materials with a “locked in” grip that won’t loosen, creak, or creep— 
in some cases actually tightens with time. 

You have a ready, eager-to-buy market for these nails among 
contractors, farmers, box and pallet manufacturers, and others in 
building and fabricating. Plus the “do-it-yourself” spare-time crafts- 
men whose numbers are increasing by leaps and bounds. 


A full stock of these Sheffield Nails, displayed and 
pushed with suggestion selling, will put money in your 


pocket. Order them with your other Sheffield Wire 


Products. 


Length range: 
Diameters: 
Drive-Screw: 


Ring-Shank; 


Delivered in 100-Ib, kegs or packaged (at extra cost) 
in 25-Ib. and 50-Ib. cartons. 


%" to 3%" 

15-ge. to 4” 

5 or 8 turns fo inch 

18 to 32 rings to the inch 





SHEFFIELD STEEL 


DIVISION 
ARMCO STEEL CORPORATION 
SHEFFIELD PLANTS: HOUSTON KANSAS CITY 


HARDWARE AGE, NOVEMBER 11, 1954 





TULSA 














i oe 
Rae a 
ae zv 


*A Coast 
gram by | 
Producti 
more tha 
shows Or 
newest, f 
usual sh 
“It'sin the 
by a fop 
surrouns 


studded « 


*Powertu 
inYourCi 
adsanno 
and its st 
merchan 
andlistin 
and add: 





HARDWA 











gram by Goodson-Todman 
Productions, creators of 
more than 10 top-ranking 
shows on TV today! The 
newest, funniest, most un- 
usual show on television! 
“It'sin the Family !‘’M.C.’d 
by a fop Hollywood star, 
surrounded by a star- 
studded cast! 


*Powerful Newspaper Ads 
inYourCity!Weeklysplash 
ads announcing each show 
and its stars .. . featuring 
merchandise you sell... 
and listing yourstorename 
and address! 


+A Coast-to-Coast TV Pro-  & - 





* Window Streamers, banners, flags, 
point-of-sale displays furnished to you 
weekly . . . a spot reminder tying 
in with newspaper ads that list 
your name! 


* A book your customers will demand! 
“It's in the Family” . . . a beautifully 
bound Do-It-Yourself textbook in six 
volumes . . . published to sell at 
$3.95 but available at your store 
at the premium price of only 88c! 


*3 Sponsors each week! Leading 
manufacturers of the housewares and 


Retail Hardware Stores U.S.A. 


a 
"It's In 


presents 


The Family’ 
OHIO GGT 





. will feature 


hardwares you sell. . 
their merchandise on your TV show! 
A terrific promotion to build your 
business! 


*Your Share is only $2.00! Two dol- 
lars a week for thirteen weeks ties 
YOUR name, YOUR store address to 
this gigantic promotion! Your name 
and address are listed in your local 
paper! You get store advertising, 
merchandise advertising, and strong 
promotional tools . . . cash in on an 
expensive, exciting TV show .. . all 
for this nominal cost! 


Mail coupon today! 





produced by 


Mark Goodson and Bill Todman 
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PRESTON ENTERPRISES, INC. 
McClatchy Building 
69th and Market Sts., Upper Darby, Pa. 


Count us in! We'll tie in with “It's in the Family” to the 
tune of $2.00 per week for 13 weeks! 

















——s 


DECEMBER | 


—_—.. oa 














Hardware Salesmakers Te First Rule 
For Selling 


To Help You Sell Rules —A Sales 


Boosting Display 


PIANO TYPE 
CONTINUOUS 
HINGES 





No. DB525 — Aluminum Cabinet Hardware 
No. WM311 — Continuous Hinge Display Same display in brass — No. DB526 


¢% 
6 





It’s packed in a standard stock box with 
six X226 Extension Rules. Just take out 
the display, stand it on its own easel and 





y Retamtey) you've got a sure selling salesman in 
three colors! 
: 9 This eye catcher is compact and 
attractive — and it shouts out some of 
: the unique features of the Stanley “100 
No. DB522 — Fine Arts Knobs No. 205 — Hat Holder Counter Display Plus” rule: 
; These are only a few of Extra thick sticks 
(Game) Cheat Pladanve the many fine hardware Opens to even numbers 


displays and merchandising 


aids available to help you Four-way readings 














GALLSWAKEAS sell. For information, con- Removable 8” brass sliding 
t Om tact your wholesaler or scale 
cand . 
0 write Stanley Hardware, — 
You \WINDUUCINA 108 Lake St., New Britain, Plastic finish 
PAEAAGKS Conn. Nickle silver joints 
Send for your free copy Get this handsome rule merchandiser 
of Cabinet Hardware Sales- free with your regular order of six rules. 
maker Folder F64. Retail value $2.75 each. See your whole- 
sec camer ess consent aR saler, or write Stanley Tools, 200 Elm 


Street, New Britain, Conn. 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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A PROFITABLE 
4°x7" SPACE 


Here’s a fast sell- 
ing tool that more 
than earns its few 
inches of counter 
space. No. -133H 
“Y ankee-Handy- 
man’@ drives 
screws, draws 
them, drills holes 
— does all three 
with speed and 
ease. It’s the driv- 
er that amateurs 
want more than any other. 

The counter top is where a spiral 
driver belongs — where it can sell itself 
to a tool buying customer. And the sell- 
ing job is easier with this compact 
merchandiser lending a hand. Retail 
value $2.98 each. 


No. 133H-M 


LET HIM PICK IT 


emiser \ STANLEY, 


segeterees 


THE SET — At $59.00 retail, complete 
with hooks and 33 Handyman tools, it’s 
an ideal gift for the do-it-yourselfer — 
one the whole family can chip in on. 
Push the set for Christmas, birthdays, 
anniversaries. 


THE BOARD WITH HOOKS — $5.50 
retail but only the beginning of your 
profits from this first sale. The empty 
outline is a constant reminder to the 


UP! 





Here’s a Display You Can Sell — 3 Ways! 


Once a customer holds the H65 Stanley Handyman 
Saw — he’s sold. It’s light, compact and perfectly 
balanced. But don't tell him —let him handle it, 
and he'll tell you! 

It's a deal for a builder or a home handyman. 
Durable and light because the housing is die cast 
aluminum; safe because of the non-slip handle, tele- 
scoping safety guard, momentary switch in handle. 


Retail value — $62.50. 






H45 
Router 





See your wholesale: or write Stanley Electric 
Tools, 408 Myrtle St., New Britain, Conn, 
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H65 — 6” 


SELL A CABINET MAKER’S SKILL 


For your home craftsman customers who have 
advanced beyond the orange crate stage and can 
tackle a fine furniture job — here’s the H45 Router. 
A few hour's practice with this versatile tool is 
enough to lift the average beginner into the profes- 
sional class. 

The high speed (22,000 r.p.m.) “% h.p. motor 
assures easy handling and chatter-free cuts in wood 
or plastic. Cabinet maker's cuts like dados, rabbets, 
tongue and grooves and inlays — are simple with 
the H45 Router. Retail value is $49.50. 









customer of tools he doesn’t own — 
tools he'll buy from you. 


THE TOOLS — A tool at a time from the 
Handyman line. Sell directly from the 
board. 


Call your wholesaler or write Stanley 
Tools, 200 Elm Street, New Britain, 
Conn. Set with tools is Unit No. 896. 
Without tools it’s Unit No. HTB-3. 


You Can Pull 
Push Drill Sales 


With the 46M Merchandiser 


Boring small holes in 
plaster, wood or plas- 
tic is a cinch with No. 
46 ““Yankee-Handy- 
man’ Push Drill. This 
is a different tool — 
one that every crafts- 
man (home type or 
pro) needs but not 
everyone has. Give 
this merchandiser the 
few inches of counter 
space it needs and watch it snare those 
impuise sales. 

This free display does the whole selling 
except ring up the sale! Retail price of 
push drill — $3.25 each. See your whole- 
saler or write Stanley Tools, 200 Elm St., 
New Britain, Conn. 








HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 











EXAMINE MERCHANDISE 


0 « / Ue pachage 


SLIDE IT SHUT 








ColectrPak 


Trade Merk 


by NATIONAL LOCK. 


® SAVES SPACE 
® STACKS BETTER 
® QUICK SERVICE 
® SAVES SALES TIME 
© NO INCREASE 






WRITE FOR ® Cabinet Hardware * Concave Knobs 
eeu’ —e © Forged Iron Hardware * Brass Hardware ® Furniture Trim 
PRI 


© Small Builders Hardware * Butts and Hinges 





Originator of ‘‘Select-a-Pak” ... Leader in Merchandising 


\) NATIONAL LOCK COMPANY 


Rockford, Illinois © Merchant Sales Division 





aa | . a 2 .¥ 
orn { &) | | ( ae tA 


FURNITURE SCREWS 


CABINET NATIONAL BUILDERS SASH CABINET 
ASTERS AND BOLTS 


HARDWARE cele S38) HARDWARE HARDWARE cela. e. 
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How to Minimize Pilferage 


ul] \l| MN 


Theft Prevention 








Open display is a sales builder, and also an invitation to theft. Here 


are steps taken by five mid-west firms to keep pilferage at a low figure 


Why people steal may interest psychologists, but 
hardware dealers are more concerned with ways of 
preventing pilferage. 

Some hardware dealers have lost to pilferers dur- 
ing business hours such merchandise as power tools, 
higher-priced rifles, shotguns and an infinite variety 
of pocket knives, fishing tackle and precision tools. 

How extensive are pilferage losses in your store? 

What do you plan to do to prevent an increase in 
these losses? 

If you think that one store cannot suffer very great 
losses to a single thief, take a look at the photo of the 
pyramid of merchandise taken by one thief from the 
Rickbeil hardware store in Worthington, Minn. That 
single merchandise lifter took more than 200 things 
from the store including a hand lawnmower, electric 
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heater, portable radio and several portable electric 
tools. The thief took more than one piece of many, 
many smaller items. 

Rickbeil’s visitor was a local resident who made a 
practice of visiting the store nearly every day, chat- 
ting with employees about local affairs, hunting, fish- 
ing and other topics. When the salespeople excused 
themselves to wait on customers he would remove 
merchandise and walk out with it. Smaller items were 
usually concealed under his coat, the bulkier merchan- 
dise being remcved from the store, taken to his car 
during heavy traffic. e 

When caught by the police, he showed them a cache 
of stolen goods in his basement. Set up on several 
tables the loot represented thousands of dollars of 
items priced from under $1 to nearly $100. 
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One pilfering expert took this merchandise from a single hardware 
store, this lineup being photographed at police headquarters. 


B. F. Kinder & Sons in Des Plaines, IIl., suffered 
the loss of several power tools. A closed circuit at- 
tached to a battery now warns the firm and its staff 
of attempts at stealing any of these units. A rubber 
covered cable is entwined through the handles or 
braces of power tools, in a manner permitting easy 
inspection of tools and lifting of them from the table. 
Anyone cutting that cable automatically sets off a loud 
warning gong on the ledge. 

Special hinges and heavy plate glass are the keys to 
an anti-pilferage device used to enclose displays of 
fishing supply and other easily pilfered items of value, 
atop some of the firm’s island units. One section of 
this hinge fits over the vertical glass backing of a dis- 
play or a bin, while the pore’ section clamps 
over a glass cover which can be placed over the top of 
the bin. 

Schlafer’s shows power tools with cord ends locked 
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inside a large peg-board slot. To remove the cord end 
the thief must jerk it out, making a loud noise which 
would attract attention. 

The hinged glass cover idea was illustrated with a 
photo and sketches on p. 96 of the Oct. 4, 1951, issue of 
HARDWARE AGE. 

Bartelson’s Ace Store at 2135 W. National Ave. in 
Milwaukee, was losing many paint brushes, including 
numbers priced as high as $20 until a glass enclosed 
wall case with lock on it was installed. Brush losses 
ceased, but sales were not affected because of the high 
visibility of the merchandise in the unit. 

Locked glass cases are also used for electric clocks, 
tennis balls, baseballs and other items formerly sub- 
ject to constant pilferage at the store. 

Gil Haasch, operating a hardware store at 2523 W. 
Vliet St. in Milwaukee lost some guns. He has stopped 
such thefts by locking them with a simple device 
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Gil Haasch unlocks padlocked cable 
through trigger loops in gun display. 








Sliding, locked glass doors permit easy vision, prevent 
unauthorized removal of better quality paint brushes at 
Bartelson's Ace store. 


which does not interfere with their showing in a good 
display location. A rubber hose, with chain inside, is 
strung through the trigger loops in each gun. People 
wanting to handle guns must ask to have the hose 
padlock unlocked. Those interested in buying a gun 
do not hesitate to ask to have the locking device un- 
locked. 

A plastic clothesline is used in much the same man- 
ner at the Weyandt Bros. store in St. Paul, Minn. In 
two years of using this anti-pilferage device the line 
has not been cut. 

The pilferage problem has been overcome at the 
large, main store of Wolff, Kubly & Hirsig Co. in Mad- 
ison, Wis., through having a merchandise manager 
for each of the three floors to watch for pilfering. 
These managers have desks on their respective floors 
from which they watch traffic move through most of 
the floor. When there is the heavy traffic of peak 
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Weyandt Bros. run plastic clothesline and chain through trigger loops to 
prevent theft of guns. 





Bartelson's Ace store uses locked glass display units on 
top, ends and sides of an island featuring items attractive 
to pilferers. ' 


hours or special events, floor managers continuously 
circulate throughout the aisles to enable them to 
watch for possible attempts at pilferage. 

Pilferage by youngsters is a problem in many 
stores, such items as baseballs, knives and fishing 
equipment being special targets for such thefts. Most 
dealers catching such culprits will let them go with a 
stern warning for the first offense. Some notify 
parents of the light-fingered children the very first 
time. 

A Milwaukee dealer tells of a woman who brought 
her young son into the store early one morning to 
make him return a knife he had stolen from the store. 
The dealer says, “That mother should be proud of the 
lesson in honesty she gave her son. I do not think 
that he will yield to that type of temptation again. I 
wish more mothers would force their children to bring 
back things they have stolen from a store.” 
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Three-windowed front of expanded store, that on left being the 
housewares addition. All traffic is through door to the right. 


Remodels to Attract More Women to Store 


Installation of more open displays, enlargement of 


stocks, plus a check-out system brings greater volume 


DRAPERY HARDY 


The check-out table is used to show a variety of small Young couple enroute to super market, next door, stops 
impulse items, some of them being things having daily use to examine gondola displayed merchandise in the hard- 
in most homes. ware store. 
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Ralph Lemoi wanted to sell a 
greater volume of all types of mer- 
chandise. He wanted to attract 
more women to the store. 

He is now doing both. 

Long impressed by super market 
techniques, he decided to adapt 
them to his needs, and to enlarge 
his display facilities for more ex- 
tensive showings of housewares. 

For better display, Lemoi Hard- 
ware at 1008 Davis St., in Evans- 
ton, Ill., was remodeled and re- 
fixtured and an adjoining store was 
connected to the older unit. 

The expanded and improved dis- 
play room has been responsible for 
a good increase in traffic, sales and 
profits. Equipped with gondola 
units, peg-board panels on much 
of the wall space and a check-out 
counter, the store now has 13,375 
sq ft of selling area 

John McDonald, store manager, 
reports that volume in the first 
three months of check-out selling 
was 15 pct over that for the same 
period in the previous year. 

As to the results of the change, 
Mr. McDonald says, “We are doing 
a greater volume with much less 
physical effort. About 30 pct of the 
customers now serve themselves, 
the others still seeking assistance. 
Customers wanting the help of a 
sales clerk are able to have more 
of it than was possible under the 
old arrangement. 


A. A. Dupuis, right, manager of tool department, talks 
power tools with a local high school teacher of advanced 


woodwork and cabinet making. 


“Shoppers buy more, possibly be- 
cause there is more impulse buy- 
ing, but definitely because they can 
shop at their own pace.” 

Prior to the recent improve- 
ments many items regularly stock- 
ed could not be properly displayed. 
some were not displayed at all. 
Some formerly slow-moving lines 
are now fast sellers because of 
improved display. 

Some of the display fixtures in 
the remodeled store resemble those 
used in super markets, the check- 
out counter was made to look like 
one in a super market. 


Traffic Is Heavy 


Lemoi’s is next door to a super 
market, and many of the food 
store’s customers stop at the hard- 
ware store before or after shop- 
ping in the market. Many impulse 
sales are made to such visitors. 

Traffic at Lemoi’s is particularly 
heavy on Saturdays, many men 
visiting the hardware store while 
their wives are at the super mar- 
ket. It is not unusual for husbands 
and wives to browse through sec- 
tions of the Lemoi store, sepa- 
rately, and then meet to discuss 
purchases of hardware, house- 
wares and related lines. 

Wide aisles and display tables 
which permit examination of mer- 
chandise at all levels encourage 
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Customer examines 





browsing, lead to numerous im- 
pulse sales. Pegboard displays on 
many wall sections increase the 
total area for showing merchan- 
dise. Cabinet and drapery hard- 
ware lines are among the many 
items shown on these wall panels. 

A bargain or close-out table is 
maintained at all times near the 
front of the store, this section be- 
ing visited by many customers 
each time they are at Lemoi’s. Al- 
though displays in all parts of the 
store are kept clean and free from 
dust at all times, no effort is made 
to keep them in perfect array. Mr. 
McDonald says, in illustrating this 
policy, that removal of two items 
from a box of a dozen seems to en- 
courage more people to help them- 
selves, a full display appearing to 
discourage self selection. 

It is a policy to change the loca- 
tion of some items and lines at 
frequent intervals. This makes 
many visitors think that such re- 
located merchandise is something 
new. 

Customer assistance is neces- 
sary in plumbing and electrical 
supplies sections to a greater ex- 
tent than in other departments. 
One man on the staff, an experi- 
enced electrician and plumber, is 
on hand to give advice and show- 
how instruction on electrical and 
plumbing problems. 

(Continued on page 138) 


merchandise on table adjoining 
plainly marked close-out counter. Well-filled bins on 
table emphasize extensivenss of store's stocks. 
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Lance Candee, store man- 
ager, left, Millard Mills and 
Mrs. Mills talk about fea- 
tures of the oven used 
during the demonstration. 


10th Anniversary Sale Brings 3,000 Visitors 


lowa dealer partially remodels, holds two-day celebration, to publicize firm’s 


change in name. Promotion induces 75 pct of community to visit the store 


In May, Millard C. Mills held a 
two-day promotion in his store in 
Manchester, Iowa. 

Music, refreshments and gifts 
were among the features of the 
promotion, intended to acquaint the 
community of 4000 with the change 
in firm name and a partial modern- 
ization of the store. Music, cooking 
demonstrations and gifts were of- 
fered in newspaper ads, an impor- 
tant factor in attracting 3000 visi- 
tors during the two-day event. 
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Millard Mills bought the busi- 
ness 10 years ago, the sales con- 
tract providing that the former 
name, Sauser Hardware, was to be 
used for 10 years after transfer of 
ownership. Mr. Mills also operates 
a store in Hazel Green, Wis., as 
Mills Hardware. 

An ad occupying more than three- 
quarters of a page in the Press, a 
local newspaper, called attention to 
the installation of new lighting and 
other improvements in the store 


and its exterior. The ad also 
stressed the fact that all of the 
store’s display fixtures would be 
replaced in stages during the sum- 
mer. 

Visitors were invited to enjoy 
coffee and doughnuts at the store, 
and to participate in drawings for 
beef and ham prepared at the store, 
plus other gifts. Although regis- 
tration was required for participa- 
tion in the drawings no purchases 
were required. 
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Electric organ played during 
the anniversary, its music 
being audible in the street 
over a public address system. 
An accordion player enter- 
tained in the store when 
the organ was not used. 


Compact bulk seed display 
shows wide variety of veg- 
etables in self-contained de- 
partment. 




















Typical of the wallpaper 
background gift displays 
used to pull window shop- 
pers into the store. 















































7 


A wide variety of hardware and plumbing items attracts farmers to this 


display with prices plainly indicated. 


Shut-off valves, other plumbing items are effectively displayed on panels and 
in bins in this section of plumbing department. 
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As part of the demonstration of 
cooking technique, weights of ham 
and beef roasts prepared at the 
store were checked at the start of 
their cooking and when finished 
These weights were announced, a 
314-lb roast having shrunk but four 
ounces in the cooking. Several 
ranges were sold during the two- 
day demonstration, many leads be- 
ing obtained at the same time. 

Cream puffs made and cooked in 
the store during the demonstration 
were given out to visitors during 
the two-day celebration. A number 
of bargains were offered, these be- 
ing marked with red tags to make 
it easy to quickly locate them. 

As an introduction to the mod- 
ernization project the store front 
was improved with a new sign 
bearing the firm’s new designation. 
Fluorescent lighting was installed 
throughout the display room, parts 
of the store being repainted at the 
same time. 

A feature of the Mills store is its 
well stocked and neatly arranged 
gift department. Lance Candee, 
manager, and his staff use wall- 
paper backgrounds for gift de- 
partment displays of dinnerware, 
glassware, figurines and other dec- 
orative items. 


Use Decorative Backgrounds 


Wall paper backgrounds in gift 
windows and in the giftwares de- 
partment add color, and help in at- 
tracting attention to displays of 
dinnerware, glassware, figurines 
and other fancy lines. 

Mr. Candee says of this depart- 
ment, “Many customers are fre- 
quent visitors coming in to look 
at the giftwares displays with no 
intention of buying. Many im- 
pulse sales result, and other visi- 
tors note gifts they will buy at a 
later date.” 

Gift wrapping is offered at no 
extra charge unless special mate- 
rials are required. 

The farm merchandise secticn 
has one of the largest galvanized 
ware displays in the area. Filter 
disks are good sellers in this store. 

Special wall and panel displays 
of farm hardware, plumbing sup- 
plies and seasonal displays of pack- 
age and bulk seed attract many 
farmers. 
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Taking a leaf from large 
operators, California 
dealer sets up his store 
in outskirts section 
with ample parking 
facilities for his trade 


Good Parking Facilities 


With many larger firms locating 
stores where they can provide good 
parking facilities, Ray Hane does 
the same thing at 508 E. Florence 
St. in Los Angeles. 

Hane’s has a colorful exterior 
and interior, plus a private park- 
ing lot for 40 cars. 

There is heavy traffic on E. 





Colorful sign tells motorists about two main departments of store and 
reminds them of ample parking facilities. 


Highlight California Store 


Florence St. and Ray Hane stops 
some of it with his colorful and 
neatly arranged store. 

The $16,000 building has a cot- 
tage style roof with chocolate 
brown gables and a front finished 
in light yellow. Excepting struc- 
tural portions, most of the entire 
front and 8 ft-of one side of the 
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store features angled windows. 

The store’s parking lot is marked 
with a colorful sign of keystone 
shape with three large arrows 
pointing to the parking area. Each 
arrow is of a different color- 
green, red or black, the keystone 
being in a bright yellow. This 
sign is visible for quite some dis- 
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tance to traffic moving in either 


direction along the street. 

Open display is used to encourage 
as much self service as possible. 
Particular attention is given to 
grouping of related merchandise. 
Ray Hane and one salesman assist 
customers in selecting merchandise 
with Mrs. Hane stationed at the 
cash register. 

The colorful exterior attracts 
passersby, color in the store en- 
courages people to circulate freely 
through the 30x60-ft showroom 


Mrs. Ray Hane at the cash- 
wrap table with impulse 
and reminder displays at 
either end. 
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which is located on a 120-ft lot. 

A pink finish paint section in- 
cludes a color chip table with seats 
for customer use, and gondola 
units for specialties, brushes, clean- 
ing and preparing materials. 
Enamels and paints for the do-it- 
yourself fan are featured on three 
large island units, the contents of 
these displays being subject to fre- 
quent rearrangement to give the 
department the appearance of new- 
ness and freshness. 

Exterior paints in a full range 
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of colors and quantities are dis. 
played along a 40-ft wall section. 

Hardware, tools, electrical sun- 
dries, plumbing fittings, packaged 
screws and related merchandise 
are in a 900 sq ft of floor space 
with wall areas finished in green. 
A tool bar is prominently featured 
in this section. 

Valance topped wall displays are 
used to feature electric house- 
wares, non-electric housewares, 
bathroom fixtures and a variety of 
hand tools. 


There's ample room for 
browsing in the paint sec- 
tion in which much point-of 
sale display material is used. 
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southern hardware 
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Charge It’—Improves Sales 
Whether to operate on a cash or 
credit policy is a decision that con- 
PAINTS . OILS i 
VARNISHES PID ENAMELS fronts many independent hardware 
7 — dealers. 
Phone JAckson 7-2100 Ss ; ‘ ; 
Extension of credit, both on open 
Cherrydale Hardware monthly accounts and on payments 
GLASS _- ROOFING - HOUSEWARE over 30-60-90 days, is generally 
a a conceded to be a sales builder. It 
3805 Lee Highway Arlington, Va. an ° 
makes a dealer competitive with 
— Date Heb fi 19 stores that offer credit. Also, the 
uM %0be Doe ae ease of saying “charge it’’ breaks 
down sales resistance, and leads to 
Address _______ bigger unit sales. 
Cash | C.0.D ; oo > » ° 
at “| [v Balanced off against such ad- 
_ Quen. | ———_—iDESCRI ; [Amount __ vantages are what to many dealers 
{2 i | seem to be some serious disad- 
= Tet | _ vantages. There is the problem of 
ll FF | handling credit sales slips and 
| | issuing statements, of passing on 
| | credit applications and of bad debt 
| losses. The overshadowing prob- 
t lem may be where to get the money 
| to swing credit sales. 

Now comes a hardware dealer 
who was a consumer credit finance 
official to champion the cause of 

All claims and returned goods MUST be accompanied by thie bill lit te m Lon b e ill — 
1 Rec'd credit extens y sm: 2 
Mo 17581 [tr y 
EEE ESE EP I SE pendent hardwaremen. 
“The small retailer is overlook- 














Charge sale is recorded on slip. (Continued on page 162) 
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Branch unit provides ample space for outdoor display and 
window shopper use in canopied portion of store front. 


Promotions Build Profits 
For Two-Store Operation 





Started eight years ago by a newcomer, Ohio firm now operates 
two profitable units. Daily promotion ideas build profitable traffic 


Ask John E. Beaty, and his son 
Donald, how they expanded their 
eight-year old business into two 
units. They will tell you that pro- 
motions are the answer. 

The Beatys have radio programs 
of 15-minute duration twice a day 
to advertise major appliances, kit- 
chen cabinets, paints and a variety 
of nationally advertised products. 
Paint demonstrations, appliance 
clinics, hillbilly musicians at the 
store and frequent use of news- 
paper ads all tie together to con- 
stantly attract more people to both 
stores. 

The firm’s opening of its second 
unit, a 35x128-ft store in the south 
end of Hamilton, Ohio, has been 
the means of further increases in 
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the company’s sales and profits. 
The branch store was built of 
brick and concrete blocks with a 
visual front. Much of the work in 
the project was done by John and 
Donald Beaty, at a total cost of 
approximately $50,000. 

John E. Beaty suffered a broken 
leg when some steel beams fell on 
it while the branch unit was being 
constructed, but this did not pre- 
vent him from laying the major 
part of the attractive tile floor in 
the basement a few months later. 
The Beatys built most of their own 
fixtures. 

Half of the front end of the 
branch store is given over to elec- 
tric refrigerators, stoves, TV re- 
ceivers and other major units. Most 


of the sales in that department 
are handled by Mr. Beaty, Sr. 

Opposite the appliance section is 
a sporting goods department includ- 
ing displays of outboard motors. 
Boats are shown in front of the 
store and in a 50-ft area in the 
rear. 

Beaty’s Lindenwald Hardware 
has been selling motors and boats 
just about as fast as the firm can 
put them on display, the result of 
the recent dredging of the river 
for water sports. A wide variety 
of marine equipment and supplies 
is now sold by the firm’s two stores. 

Paint now accounting for 20 pct 
of the company’s volume is dis- 
played along the rear of the store. 

(Continued on page 164) 
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Section of main 
floor, front-of-store 
appliance display 








Too! section wall 
displays were pro- 
vided by W. C. 
Heller & Co., Mont- 
pelier, Ohio. There's 
ample room for ex- 
amining power tools. 
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Revamps Own Front— 


Builds Store Fixtures 


Father and son practice do-it-yourself by creating 
own store front and making their display fixtures. 


Do-it-yourself to save money is 
advice many hardware dealers give 
their customers. 

The Franes—Dale, and his son 
Vernon—did just that; they built 
their own fixtures and remodeled 
an empty building to give it a 
canopied, visual-front for Frane 
Hardware in Menlo Park, Calif. 

Dale Frane and his son decided 
to remodel the building, and build 
their own fixtures after having re- 
ceived estimates of $6,000 to $9,000 
for the work they wanted. Build- 
ing costs were cut to about half of 
the lowest bid when they did the 
job themselves. Money saved was 
used to build up the store’s inven- 
tory. 

After he had leased a 30x100-ft 
building on a principal thorough- 
fare, and while the decorating and 
wiring were under way, Mr. Frane 
rented another old building nearby 
—the former quarters of a wood- 
working shop with some power 
tools. Dale Frane’s experience in 
the lumber business for many years 
meant that he was no stranger in 
a shop. 

Blue prints and materials lists 
were prepared by Mr. Frane, who 
ordered all lumber cut to his speci- 
fications. 

Redwood was used throughout, 
for its appearance and the ease 
with which it is worked. Fixtures 
were made in the temporary shop 
and moved only after they were all 
finished. Larger units were built 
in sections and then assembled in 
the store. 
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Much experimentation went into 
determining a satisfactory finish. 
A yellow-green was selected. 

Fixtures were made in _ two 
months. They cost $2,550, includ- 
ing rent of the woodworking shop 
and its tools and living expenses for 
the partners for two months. 

Store fixtures were constructed 
in 1949, but their appearance and 
present condition testify to the 
quality of the workmanship. 

Several months ago the Franes 
built a 25x50-ft mezzanine for 
office and storage space at the rear 
of the store. Its louvered front 


adds to the appearance of the in- 
terior, admitting light and air 
while excluding a view of the stor- 
age area. The two Franes and two 
carpenters built it in one weekend. 
The grand total of these fixtures 
and improvements, including back 
room shelving, stands at slightly 
more than $3,000. 

Now both side walls are planked 
the length of the 50 ft selling area 
to a height of eight feet with 
beveled V-joint redwood, finished 
off with a cornice. All nail heads 
are set and puttied, and all corners 

(Continued on page 167) 
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Canopied visual-front store provides window shopper comfort at all times. 
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fexranine with louvered area covering storage section, 
pen end being office. 


Pe ed Y 


utlery rack delnd and built by the store's owners is 
n eye-catcher. 
¥ Can 7; 
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Dole Frane removing one of sliding cabinet doors from 
bverstock section. 
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Low wall channels store traffic, provides barbecue s 
tion background. 


Redwood and peg-board combined for effective dinner- 
ware — 


Stock drawers binned for small items were staff built, 
ease storage problem. 











Front-of-store check-out unit with spot displays to make 
more impulse sales. 





Owners Temple Hoffman and Ray Baldwin look at dis- 
plays in the housewares department. 


230% Increase in Volume 


Firm triples display facilities by moving 
across the street. Its housewares volume shows 
a 400 pct rise in first five months occupancy 





PLUMBING, ELECTRICAL AND BUILDERS SUPPLIES — PAINTS 
POWER TOOLS: SHOPSMITH, DE WALT, PORTER CABLE 


WW WEST ArRcaDIA 












1311 SOUTH BALDWIN AVENUE 
ARCADIA, CALIFORNIA 


MAURICE HERKNER DOugles 7-159) 











Business card lists lines and includes firm's insignia. 
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Moving the Hub Hardware store 
from its location of 30 years to 4 
place three times larger, and 
across the street, has proven 4 
good move. The firm increased its 
volume by 250 pct in the first 
five months it occupied the new 
quarters. 

The old store was staffed by four 
employees, the new unit with 
nearly triple the volume has six 
employees, a seventh being re- 
quired at times. 

More women shop in the new 
store, sales in housewares and gift- 
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Part of the 66-ft long giftwares section in the new store. 


lt provides browsing space. 


wares section having made a 400 
pet increase despite the fact that 
there are three smal] department 
stores in the same block. 

Designed to encourage self ser- 
vice, with check-out units near 
both the front and rear doors, the 
present store at 1311 S. Baldwin 
Ave., in Arcadia, Calif., is 40 x 165 
ft, and its rear show windows face 
a large parking lot. 

Ray Baldwin and Temple Hoff- 
man, owners of the Hub store, ex- 
pect volume to show an even 
greater increase than has been ex- 
perienced to date. 

Each check-out unit comprises 
an L-shaped counter, separated by 
a 1914-in. aisle from a rectangular 
counter. L-shaped units are 201% x 
84 in. on the long end and 24% in. 
long on the short portion on which 
cash registers are located. The rec- 
tangular counters are 24 x 48 in. 
units. 

In addition to the new store’s in- 
creased volume, its arrangement 
simplifies ordering procedure be- 
cause more merchandise is dis- 
played where it can be easily 
checked. 

Maurice Herkner, store mana- 
ger, associated with the business 
for 20 years, cites the power tool 
accessories and parts section as a 
g00d example of how better dis- 





Open display featuring power tools and related lines. 


Maurice Herkner, store manager at left. 


play facilities are a sales aid. In 
the old store power tool acces- 
sories were kept in a box under a 
counter. When a customer wanted 
a cutting or buffing wheel, belt pul- 
ley or any other accessories or 
parts, a clerk would have to hunt 
through the box. It often took a 
full hour to prepare an order for 
extra items sold with a power tool. 

Power tool accessories and parts 
are displayed in the new store on 


seven perforated metal panels, 
each 3 ft square. One full panel is 
used for grinding wheels, two for 
power saw blades. Other panels 
display abrasive wheels. sanding 
disks and belts. With the new set- 
up, parts and accessories orders 
can usually be completed in five 
minutes, a 55-minute time saving. 
Power tools are given a 27 ft 
long display space just inside the 
(Continued on page 110) 





Sporting goods section shows fairly wide sample selection in limited space. 
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How the 65-year old store looks with its new visual front and... 


Five-Year Plan Makes 





65-Year Old Store New 


New fixtures, front and layout 
bring new customers and 
encourage a larger percentage 
of women shoppers 






_ 


. the old front. Quite a contrast with the 


present appearance. 
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A new era was started at the 
Geo. Haucke Co. hardware store in 
Springfield, Ohio, five years ago 
when the firm began a complete 
modernization project. The mod- 
ernization project ended in Febru- 
ary when the firm celebrated its 
65th anniversary and completion 
of remodeling. 

L. George Haucke, president of 
the firm, and a member of it for 50 
years, says: “The changes have 
helped us in operating the store, 
and have attracted many new shop- 
pers. People come in and browse 
around by themselves, ending up 
with armloads of merchandise they 
have selected without assistance. 

“More women now come into the 
store. They enjoy picking out mer- 
chandise without the help of sales- 
people, since everything is now 
open for their inspection, handling 
and selection.” 


Light and Color 


High ceiling, high shelving, old- 
fashioned lighting equipment and 
concealed merchandise have been 
replaced with good lighting, open 
display and adequate space for cus- 
tomers to browse. Planned and 
fixtured by the Ohio Hardware As- 
sociation, the new store has char- 
treuse walls, and different colors to 
identify the various departments. 

Tile flooring is green in the main 
section of the 65x130-ft display 
rom. The paint and kitchen plan- 
ning departments have a gray tile 
floor. The off-shade white ceiling 
is of acoustical tile. 

Dropping the ceiling 31% ft and 
suspending it on wires was a major 
operation, but it enabled installa- 
tion of recessed type fluorescent 
equipment. 

Three rows of fluorescent tube 
lighting are concealed behind the 
six strips of fixtures running the 
entire length of the store. Tubes 
are so arranged that one or two- 
thirds of the lights may be used 
at any one time, with all units 
turned on for night use or high- 
level illumination on dull days. 

The structural glass and porce- 
lain front of the building, with 
glass doors swinging in or out, was 
the final phase of the moderniza- 
tion project. 

In addition to the display room, 


(Continued on page 166) Paint and heaters are featured in this neat corner display. 
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Doll figure and large portion of one front window used to 
promote one type of doll attracted much traffic to store 


oY cuRNITURE 


COMPANY. 





Holiday Merchandising 


Toys Create Traffic and Build Profits 


Texas firm promotes juvenile lines in windows and on each of its four selling floors 


Toy promotions are among the best means of build- 
ing store traffic in the Christmas season. 

Midland Hardware & Furniture Co. at 108 N. Main 
St. in Midland, Tex., promotes its holiday toy depart- 
ment on each of its four sales floors, in its windows, 
in newspaper advertising and on decorative adver- 
tising on the exterior of the store. 

John B. Mills, secretary and general manager of 
the firm, says, “There is no doubt that promotion of 
toys or any other line helps the entire store. In three 


108 


weeks we sold a gross of one type of doll because of 
the emphasis placed on it. Window displays, a 14-ft 
doll above our entrance helped attract such traffic that 
when our windows were unveiled policemen were 
called to keep the traffic moving. This was unique in 
the city’s history.” 


A woman in nurse’s uniform went into the doll 
window to change doll diapers several times a day 
This stunt attracted crowds. 

Signs under each doll display said, “Take it easy! 
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We haven’t had a father yet” and “Notice to expectant 
fathers. Don’t forget your wife when you take the 
baby home. After all!” 

Another large sign between two windows read: 
“Quiet! Hospital Zone. Be sure your baby is de- 
livered in time for Christmas. Use our maternity 
Lay-Away plan. Gift shop lower floor. Doctor’s fee 
for each baby $12.95.” 

Toys are displayed throughout the store as part of 
their promotion. Mr. Mills says, “We have manage- 
ment committee meetings in the store each week. 
When one department or line is not getting the vol- 
ume the managers think it should get, it is discussed 
from all angles. If a promotion is believed to be the 
answer plans are made for one.” 

One highly effective means of attracting traffic to 
toy and other departments is the use of the Welcome 
Wagon service to visit new residents to the city and 
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Featuring the same doll in this window helped 
cause a traffic tie-up in front of the store. 


invite them to Midland Hardware and other stores 
participating in the plan. Toys and wheel goods 
benefit from traffic attracted by the service. 

The same close tie-in is used in sponsorship of the 
television show, “I Led Three Lives.” Commercials 
are allocated to all departments and types of mer- 
chandise. 

One of the store’s outstanding promotional ideas 
is its Old Chuck Room located next to the main gift 
department. Conceived and designed by Mrs. John B. 
Mills the highlight of this 20 ft square room is the 
display of outdoor living items. A collection of more 
than 60 cattle ranch brands is burned into the wood 
over the entrance to the room. The firm invited 
ranchers from all parts of the country to bring jin 
their original branding irons and burn their brands 
into the natural wood. 

“stablished in 1906 as a retail hardware store, the 


Strictly juvenile lines featured in this dis- 
play, this window helped build toy volume. 
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Front-of-the-store display of wheel goods under holi- 
day decorative effects was a good attention getter. 


business was soon expanded by the inclusion of fur- 
It now has in addition to hardware, house- 
wares, giftwares, sporting goods, appliances, toys and 
wheel goods a drapery department. 

Midland Hardware & Furniture was completely re- 


niture. 


a third story. 


modeled in 1948 with the addition of a basement, and 


By the end of 1953 following installation of a mez- 
zanine space of 7500 sq ft, the entire store had a total 
display space of more than 40,000 sq ft. 





250% Increase in Volume 


(Continued from page 105) 


front windows. Mr. Herkner says 
of the new power tool and acces- 
sory section: “Because the power 
tool display is roomy, men who 
visit the store with their wives 
spend much of their time examin- 
ing power tools and related items. 
They take their time, knowing that 
they are not blocking traffic.” 

Fishing tackle and rods are 
shown on perforated panels, at an 
angle for easy inspection. Guns 
are shown on special wooden sup- 
ports. 
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Three foot square cases with 
sliding glass doors are used to 
display reels, pocket knives and 
other small and easily pilfered fish- 
ing and hunting accessories. 

On the housewares side, 66 ft of 
adjustable wall shelving is used to 
feature glassware, aluminum, en- 
amel, plastic and stainless steel 
ware, plus a 12-ft section of 
brooms, mops and other cleaning 
items. 

Five wooden-base gondolas with 
glass shelving on metal risers are 
used for displaying giftwares. 
Nine perforated meta] panel gon- 
dolas show kitchen and other 


housewares. Electrical, plumbing 
and hardware items are featured 
on 16 metal panel gondolas. Two 
gondolas are used for showing 
paint accessories. 

Hub Hardware has a rental de- 
partment. Its merchandise displays 
are in the following departments: 
General hardware, power tools and 
supplies, electrical supplies, 
plumbing supplies, sporting goods 
and toys, housewares and gift- 
wares, and paint and related lines. 

Store walls are finished in blue, 
the ceiling in meadow gold, and 
the floor has a marbleized brown 
asphalt tile covering. 
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»| 5) Drishles give smooth, even low! 


TRADE-MARK 


PHOTO SHOWS THE SMOOTH, 

EVEN COAT OF PAINT LAID ON 

BY A WELL-MADE BRUSH WITH 
“TYMEX" NYLON BRISTLES 


White enamel applied to an 
unpainted MASONITE surface, 


using a new 4” brush 


«Stress this feature of Du Pont | // iy" ic ( nylon 


TRADE -MARK 


bristles to boost your brush sales 


Today’s well-made paintbrushes bristled with ‘“Tynex’’ nylon 

are even better than the nylon-bristled brushes of a few years WELL-MADE BRUSHES WITH ““TYNEX’’ BRISTLES 

ago. HAVE ALL THESE ADVANTAGES: /. Full paint pick-up 
Flagged and tipped ‘““Tynex”’ bristles flow paint on smoothly 2. Smooth, even flow 3. Right for all paints $. Easy to clean 

and easily . . . lay on an even, full-covering coat. Point out 5. Last 3 to 5 times longer 

this feature to your customers. See how satisfied customers 

come back to you for more brushes with ‘““Tynex”’ nylon bristles. 


Talk up all the advantages of ‘“Tynex’’. . . advantages your 
customers will find make ‘““Tynex’’ bristles their best buy. 
“TYNEX” is the trade-mark for genuine Du Pont nylon bristles. BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
oarrorreer ete : 


ADS FEATURING “TYNEX” ARE 
REGULARLY REACHING OVER 16 MILLION 
BRUSH PROSPECTS IN THESE nr M 
LEADING MAGAZINES wOuntry Me 
entleman 
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Oklahoma Hardware Co. Housewares Clinic opened with this general dealer session. 


Housewares Clinic 


Promotes Product Knowledge 


How Oklahoma Hardware Co. generates sales en- 
thusiasm among its dealers with one-day meeting of 
intensive presentations on selected housewares lines 


Product knowledge which builds 
a salesman’s confidence in himself 
and in his merchandise is a most 
important factor in successful sell- 
ing, W. E. Smith, president, Okla- 
homa Hardware Co., told dealers, 
personnel of his company and 
factory representatives attending 
Oklahoma Hardware’s recent 
Housewares Clinic. 

This clinic and others held by 
wholesalers during the summer 
and others planned for this fall in 
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the Southwest are arousing a wave 
of enthusiasm among dealers 
and wholesaler salesmen to boost 
houseware sales in the hardware 
field to new high levels. 

Oklahoma Hardware’s Clinic 
used the class-room type instruc- 
tion method. Those attending the 
clinic were organized into small 
groups that moved on schedule 
from one room to another in the 
hotel. In each room there was a 
factory representative who told 


each group the salient points about 
his line and pointed up the major 
merchandising features. 

The attendance at this Sunday 
one-day clinic totaled 156, consist- 
ing of 99 dealers, some who trav- 
eled 266 miles one way, 34 Okla- 
homa Hardware personnel, 15 
factory representatives and eight 
guests. 

“This meeting is a beginning of 
what we hope will be a long step 
in assisting our dealer friends to 
do a better job of retailing house- 
wares,” Mr. Smith stated in open- 
ing the clinic. 

“In our opinion, one of the weak- 
est links in our whole distribution 
system is the lack of selling ‘know 
how’ at the wholesale and retail 
levels,” he continued. 

“Hardly a week goes by that we 
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do not hear either a retailer or a 
wholesaler make some kind of a re- 
mark lamenting the lack of com- 
petent sales personnel. We feel this 
in our own business, and we feel 
sure that most of you, as store 
owners, store managers or depart- 
ment heads, have the same experi- 
ence. 

“We believe the only solution to 
this important problem is for each 
of us, whether wholesaler or re- 
tailer, to first acquire the best pos- 
sible basic knowledge of the mer- 
chandise we have to sell, and then 
take the time and put forth the 
effort to see that our entire sales 
force is equally equipped to prop- 
erly sell our merchandise.” 

Price competition by chains, 
mail order houses and variety 
stores to some hardware dealers 
is a “mental stumbling block,” Mr. 
Smith noted, and he suggested that 
dealers meet this competition with 
' special events and promotions of 
their own. 











“Chain operators have no copy 
or patent rights to this idea,’ he 
reminded dealers. 


Stock Quality Lines 


“Beyond promotions,” Mr. Smith 
continued, “we believe it more im- 
portant for hardware retailers to 
maintain ample stocks of mer- 
chandise of unquestionable qual- 
ity. We do not mean to infer that 
this merchandise should be the 
highest price line, but rather one 
of good quality designed to meet 
the purchasing power of your own 
community. 

“In all cases we all benefit by 





pushing fair traded merchandise 
and supporting 100 per cent the 
manufacturers who are spending 
their time and money assisting us 
to maintain prices and a fair profit. 
We do not know of a single fair 
traded item in the hardware field 
that does not deserve your sup- 
port, and only through your sup- 
port can they prosper and pro- 
tect us.” 

Seven sessions were devoted to 
presentations of housewares lines 
by factory representatives. 

The eighth session, conducted by 
Mr. Smith, was on Oklahoma Hard- 
ware’s “Customer Relations.” Mr. 
Smith explained who the company 
was, how it operates, who it sells, 





Sponsors of the clinic, Oklahoma Hardware officials, left to right, E. B. Saul, 
manager of housewares department; W. E. "Gene" Smith, president; Harry 


Wilcox, merchandising manager. 


“a 1 





Small groups move from room to room listening to presentation of a single 


line such as this one on Rubbermaid by George Mueller. 





Factory representatives assisting with the Clinic, standing, left to right: Gene 
Hankey, Mirro; Bruce Noyes, Pyrex; Mark Bogardus, Revere; Ernie Jackson, 
Cosco; Don Gamble, Ekco-Flint; Bill Irwin, sales manager and Jim Cooley 
publicity director, Rubbermaid. Seated, left to right: Jimmy James, Mirro; 
George Mueller, Rubbermaid; Doc Parker and Ray Kirks, Griswold, Dazey, 
Color Flyte; Hugh Smith, Rubbermaid. 
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COLUMBIA 


Packaged Spring 
Weatherstripping 
by NATIONAL 


For years Columbia Spring Bronze 
has been a fast-moving item. Now 

you can also offer your customers 
this high-quality, easy-to-install 
weatherstripping in special alumi- 
num alloy. 

Furnished prepunched and with 
an ample supply of nails, Columbia 
Spring Weatherstripping can be 
quickly installed by anyone with 
only a hammer and scissors. It’s 
available in either 17’ packages or 
100’ rolls, with installation instruc- 
tions included. If your jobber can’t 
supply you, write us. 





It’s good business to sell 
the complete National line: 


& WEATHERSTRIPPING «¢ Thresholds «+ 
Spring Bronze « Metal and Felt Sweeps 
« Door and Window Sets 


& SPECIAL ROLLED MOLDINGS 
%& BINDING AND EDGING 





Write today for complete details 
and price schedule 











NATIONAL METAL 
PRODUCTS COMPANY 
J 


1001 Ridge Avenve Pittsburgh 33, Pa. 
P.O. Box 9965 
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away plans? 





What Dealers Think About Clinics 


At the conclusion of the recent Oklahoma Hardware Co. Houseware's 
Clinic the 99 dealers attending were asked to fill out a questionnaire 
about such meetings. Here is a summary of what they think of Clinics: 


Do you feel the meeting was informative and worthwhile? 100°/, 
Were the individual sessions too long? 
Do you have sufficient interest, time permitting, for clinics 

— four months on sporting goods, tools, lawn and 

garden lines, builders’ hardware, electric housewares? 100°, 
Would you be interested in clinics devoted to advertising 

and displays, budget systems, time payments, lay- 


Would you prefer a day other than Sunday? 


Yes No. 


99°/, 
89°, 
18%, 82°, 








special services offered, and mer- 
chandising programs including 
quarterly broadsides, special hand- 
bills, advertising layouts, store en- 
gineering and pianning. 
Oklahoma Hardware’s Clinic, 
held in a leading Oklahoma City 
hotel, began at 8:39 a. m. with a 
general group session. At each seat 
there was a file folder, memo 
book, and program. The company’s 
houseware lines not shown in the 


. special clinic rooms were displayed 


in the general meeting room. 

At 9 a. m. eight separate groups 
of 19 or 20 members began a series 
of four sessions in the morning 
and four in the afternoon. 

There was an hour out at noon 
for lunch, plus a coffee break in 
the morning and another in the 
afternoon. 

After the eighth session, all 
groups reconvened for a general 
session, with d closing message 
from Mr. Smith and supper. 

Factory representatives who 
conducted the group sessions, in- 
troduced at the opening general 
session by Mr. Smith, were Hugh 
Smith, Oklahoma City, Wooster 
Rubber Co.; Don Gamble, Okla- 
homa City, Ekeco Products Co.; 
Mark Bogardus, Oklahoma City, 
Revere Copper & Brass, Inc.; Ernie 
Jackson, Dallas, Hamilton Mfg. Co. 

Also, Bruce Noyes, Kansas City, 
Corning Glass Co.; Jimmie James, 
Wichita, Kansas, Aluminum Goods 
Mfg. Co.; Doc Parker, Dallas, rep- 
resentative for Griswold, Color 
Flyte, Harvell and others; and 
George H. Mueller, Dallas, Wooster 
Rubber Co. 


HARDWARE AGE, NOVEMBER 11, 1954 


Here are some post-clinic com- 
ments: 

“! think the clinic is wonderful. 
I'll come down every Sunday to 
something like this, and would most 
certainly welcome any clinic on 
other pertinent subjects than prod- 
uct knowledge,” Josh Billings, Bil 
lings Hardware, Cushing, Okla. 

“A very interesting and infor- 
mative mecting. Glad we came,” 
M. F. Haynes, Haynes Hardware 
Co., Ada, Okla. 

“It was a very fine meeting— 
very worthwhile and just what the 
retailers have been needing,” O. B. 
Bennett, Chase-Bennett Hardware 
& Implement Co., Tonkawa, Okla., 
and president of the Oklahoma 
Hardware & Implement Assn. 

“It was wonderful. The most in- 
formative I’ve attended. Let’s have 
more sessions, even for a fee if 
necessary,” Bill Fugitt, president, 
W. J. Pettee & Co., Oklahoma City. 

“Wonderful help. The presenta- 
tions of factory representatives 
were outstanding. Outline of Okla- 
homa Hardware Co. helps was ap- 
preciated,” John Varnell, Britton 
Hardware Co., Oklahoma City. 

“Just a note of thanks to you all 
for the fine meeting you sponsored 
last Sunday. I know, as a newcomer 
to the hardware field, that a closer 
relationship between the various 
organizations of supply to the pub- 
lic is the biggest need of the re- 
tailer in the field today. Thanks 
again, and I hope your lead will 
result in greater benefit to us all,” 
Bill Treeman, Creek County Hard- 
ware, Sapulpa, Okla. 
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Write for further information 


WESTERN LOCK WFO. om 


Manufacturers of Weslock Residential Locksets and Builders Hardware 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. © FACTORY: HUNTINGTON PARK, CALIF. 
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Smaller power tool items are shown on pillars and a cross 
piece suspended between it and the top of a wall display. 


$18,000 Monthly 


in Power Tools 


Do-It-Yourself Sales 





When Wakeford Hardware Co., 
Inc., at 7419 Cottage Grove Ave. 
in Chicago, was founded in 1929 
it sold many power tools to in- 
dustrial plants just opening at 
that time. That phase of its busi- 
ness continues to be important. 

But lately, the firm has concen- 
trated on selling power tools to 
do-it-yourself fans. Now monthly 
volume for this department runs 
from $18,000 to $25,000 a month 
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A wide variety of hand tools are shown on wall panels just 
opposite displays of power units. 


in its sale of power tools to indi- 
viduals and industrial users. 
Ralph Sharp, manager of the 
power tool department, says, “The 
man seeking power tools, or acces- 
sories or parts for them, knows 
that we have the variety to meet 
his needs. Drills, planers, lathes, 
circular saws and parts for them 
are offered in good variety.” 
Where the cost of a power tool 
is a stumbling block, care is taken 





Large power tool units are so arranged that prospective 
buyers can make adjustments and otherwise examine them, 


an 





to point out the great savings pos- 
sible in doing one’s own mainte- 
nance and repair jobs. 

Many do-it-yourself customers 
start with a quarter-inch drill, 
later buying a table saw, a joiner 
or a combination planer-joiner or 
a drill press. 

Salesman Tom Cleary says, “We 
recommend that individuals plan 
their shops in advance for space 

(Continued on page 242) Feats 
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Were Exclusive... 


WITH LUMBER 
AND HARDWARE DEALERS 


, neg 


Specialty-dealer competition is eliminated when you order the famous ‘‘Duo-Twins"’, 
DUO-DOR and DUO-MATIC. They sell only through lumber and hardware dealers . . . 
and HOW they sell! We’re ready to boost YOUR sales with national advertising, liberal co-op 
ad allowances, and a complete line of selling aids. The ‘‘Duo-Twins” have all -the 


quality features .. . at low retail prices . . . yet you enjoy a full mark-up ! 


PACKAGED FOR 
EASY HANDLING 


Featured in LIFE, LOOK, SATURDAY EVENING POST,  P the weather-prool C0. 


COLLIERS’, GOOD HOUSEKEEPING. 
Dept. HA * 1407 E, 40th Street * Cleveland 3, Ohio 


DUO-MATIC windows ore available in Canada through Hollmar Industries, Lid., Brantford, Ont. 














Demonstrations in the appliance annex 


Specialty Selling 





Annex Appliance Room 


sell many big-ticket items. 








Does 60% of Firm’s Volume 


Placing appliance displays in special annex and the hiring of out- 
side salesman makes appliances this store’s top volume builder 


Until a year ago, major appli- 
ances accounted for about 35 pct 
of the total volume of Van’s Hard- 
ware Co. in Lake Worth, Fla. In- 
troduction of specialty selling 
methods has pushed that figure to 
60 pet of the firm’s steadily in- 
creasing volume. 

Moving of major appliance dis- 
plays to their own annex and em- 
ployment of a capable outside ap- 
pliance salesman were the factors 
leading to this improvement in 
volume and profits. 


Appliance volume now accounts 
for more than $60,000 a year for 
Van’s. 

The 20-ft wide annex, running 
the full length of the main display 
room, is connected with the larger 
unit by doorways toward the front 
and back end of it. Store traffic 
moves freely between the two divi- 
sions of the company. 

Only major appliances are shown 
in the annex, electric housewares 
being featured in the larger dis- 
play room. Several major appliance 
units are always shown toward the 


front of the main store to remind 
all visitors of the extensive display 
in the annex. 

The firm’s bookkeeper has her 
desk and records in a rear-of-the- 
annex location. When salesmen are 
busy in the main showroom, the 
bookkeeper promptly greets annex 
visitors and informs them that a 
salesman will be with them as soon 
as possible. 

Appliances are displayed along 
each side wall and through the 
center of the annex. Groupings are 

(Continued on page 242) 
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Here it is the packaged sliding door 





hardware set that means real profit for you 
The Coburn == 5916 Door Set contains all the parts 


except the track, in one convenient package 





for doors weighing up to 300 pounds and up to 
1's inches thick. With standard track lengths 
in stock, you can meet the needs of all your 
customers for light sliding door hardware. For 
heavy-duty installations, Coburn makes a 
complete range of track and fittings for 
doors weighing up to 6,000 pounds 

For home garage doors, the Coburn = 500 
Swing-Over Door Set is a natural 
Dependable, easily installed, and 
easy to operate, you should 


add it to your line 





emind Write for Catalog 200 to 

isplay Coburn Sales and Engineering 

s her 56 Sterling Street, Clinton, Mass 

f-the- 

on are 
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Week-end mechanic makes selection in well-stocked floor coverings section. 


$20,000 in Floor Coverings 


Should a hardware dealer han- 
dling hard surface floor coverings 
offer linoleum mechanic service, 
or confine his efforts to the do-it- 
yourself enthusiasts? 

Catering to both types of cus- 
tomers helps James E. Galen of 
Galen Hardware in Lincoln, Pa., 
ring up more than $20,000 annual 
volume in this department. Many 
linoleum buyers also buy wall and 
floor tile at the same time. 

Galen’s record is outstanding, 
particularly when it is considered 
that it is in a town of 1000, with 
the neighboring town of Ephrata 
having a 6500 population. The 
reasons? Good displays and use 
of direct mail pieces furnished by 
the manufacturer. 

For the do-it-yourself fan the 
firm offers free use of cutters, 
spreaders, knives, rollers and tile 
cutters. Many linoleum and tile 
buyers also purchase paste, tacks, 
etc. 
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Catering to customers wanting service and also to 
do-it-yourself fans, Pennsylvania dealer is local 
headquarters for this merchandise. Free use of 


linoleum tools is offered 


Instructions in the installation 
of floor coverings and floor and 
wall tile are often given to cus- 
tomers and prospects. 

Mr. Galen says of the floor cov- 
ering and wall and floor tile busi- 
ness, “Sales started by this type 
of merchandise are numerous, 
once a customer does a job at 
home. The buyers of floor cover- 
ings, who do their own jobs, seem 
to want to take advantage of their 
ability. They are quite eager to 
handle other projects, materials 
and tools for which are available 
from us.” 


Every house in Lincoln and in 
the center of Ephrata received a 
mailing piece, provided by a man- 
ufacturer. It bore the store’s im- 
print. Mr. Galen says, “This shot 
in the arm tripled sales in the six 
weeks following distribution of 
these colorful circulars.” 

At the time of the direct mail 
campaign, further attention was 
attracted by outside displays. An 
oval-shaped hard surface rug was 
draped over a saw horse on the 
sidewalk. Another large linoleum 
rug was partially supported on a 
saw horse and stretched across 
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PADLOCKS 


and 


CABINET LOCKS 


You get fast, profitable sales action with Corbin’s power- 
ful national advertising! Every Corbin consumer adver- 
tisement is aimed directly at your home-craftsmen cus- 
tomers —the big “do-it-yourself” crowd that is so im- 
portant to you. Cash in on this steady, continuing cam- 
paign! Call your Corbin distributor today. Make sure 
of an adequate stock—and display Corbin Padlocks and 
Cabinet Locks up front! 





| The formous 
and in . . P65 PADLOCK 


eived a hs 4 ‘ Hundreds of thousands sold lost year! 
NY A whale of a lot of padlock at a low 
a man- . price. Dise tumbler mechanism, heavy 
re’s im- , die cast, aluminum lustre case. Hord- 
is shot ened steel shackles. Two brass, milled 
th keys. 19/19" x 14". 
e@ six 
; f The sales-building 
ee © CORBIN LOCKSHOP 
Helps you make every sale! Stimulates im- 4 f 
t mail pulse buying Available in two assortments. “i Be sure of fast turnover 
a The A-50, illustrated, which displays both : — th ; 
om was cabinet locks and padlocks; and the A-60 »- wit 
ys. An all-padiock assortment. , C a 
ug was 
on the 
noleum CORBIN Cabinet Lock Division 


dona The American Hardware Corporation 
New Britain, Conn. 
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NEW MODELS—like the smash-hit 
lightweight 2-H.P. 4-cycle stream 
lined SLV! 


BETTER SERVICE 


service stations as last year-—— and 


twice ast many 
still growing fast! 


MORE CUSTOMERS—131 more 
manufacturers who used Lauson 
Engines last year to power their 
products! 


MORE HAPPY DEALERS (like your 
self)—dealers who sold power 
mowers and tractors to customers 
who felt Lucky to Get Lauson' 


WEL. 


WORLD'S aLay SMALL 


4-CYCLE GASOLINE ENGINES 
Mode by 


THE LAUSON CO. NEW HOLSTEIN. WIS 
DIVISION HART-CARTER COMPANY 


ws 


4 ¥ ia = 
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James E. Galen is on the right. 


the entire broad pavement. People 
walking down the main street in 
Lincoln had to walk off the side- 
walk to get around the linoleum 
or walk over it. Motorists travel- 
ing in both directions were at- 
tracted. 

Mr. Galen believes that the big 
secret in selling floor coverings 
is in having a large selection. A 
mass stock and display of this 
merchandise, he says, impresses 
customers and causes them to 
remember the dealer having such 
stocks. 

The firm’s floor covering depart- 


with a total of 30 rolls of hard 
surface floor covering. Each roll 
can be easily unrolled for cus- 
tomer inspection. A large stock 
of 9x12-ft rugs are shown along 
the walls. In the center of the 
floor small pieces of linoleum— 
including some remnants — are 
featured. 

Since addition of the racks to 
the department a large volume 
has been: sold in large size lino- 
leum rugs. Previously only 9x12- 
ft rugs were stocked and dis- 
played. 

A recent addition to the floor 
covering section is a tile section 
—including asphalt, rubber, lino- 
leum and plastic tiles. These tiles 
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are fast moving merchandise. 


ment features ,three wall racks , 


~/, 

































A panel suggesting part of a home bathroom is used to dramatize wall tile. 





Three-Level Power 


Tool Display 





This three-level step-up unit 3 x 31 
ft at Mahowald’s in Mankato, Minn., 
is made of half-inch plywood. It is 
usable in various parts of the store, 
because of its light weight. Use of 
the unit enables visitors to more 
freely examine and handle power 
tools for comparison and selection. 
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You have a great, new edge 
when you sell Cyclone 


Insect Wire Screening“ 


This edge—and you'll find it an important one 
from a selling standpoint —is the new Improved 
Multiple Wire Selvage that you'll find on every roll 

of Cyclone “Red Tag” Insect Wire Screening. 
This new selvage edge is twice as wide. That means 
a stronger screening with true, even mesh that al 

ways lies flat. 
wall tile, “ : All three types of Cyclone Insect Wire Screening 
—Galvanized, Bronze and Aluminum—now feature 
this Improved Multiple Wire Selvage. This edge, 
combined with an improved finish that results in 
greater eye-appeal and greater durability, makes 
Cyclone the finest Insect Wire Screening you can 
offer your customers. 

As a companion item, sell Cyclone Hardware 
Cloth—the top-quality woven hardware cloth with 
the welded selvage that makes installation easy. 


Wires are straight and even and heavy galvanizing 
assures long life. 

Order these and the other Cyclone “Red Tag” 
Hardware Products from your jobber now. Remem- 
ber—top quality brings customers back to your store. 





soBBERS! Here’s your chance to examine this new Im- 
proved Multiple Wire Selvage yourself. Folders are 
available containing samples of Galvanized, Bronze and 
Aluminum Insect Wire Screening with this new feature 
They're a convenient size for your salesmen to carry 
to show to dealers. Ask your Cyclone salesman or write 
to Cyclone Fence Dept., American Steel & Wire Division, 
United States Steel Corporation, Waukegan, III. 


FLEXIBLE STEEL MATS 
Clean Better — Last Longer 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 


3 ' WAUKEGAN, ILLINOIS - SALES OFFICES COAST-T0-COAST 
x ify UNITED STATES STEEL EXPORT COMPANY, WEW YORK 

, Minn., 
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by Dr. Millard C. Faught 
Public Relations Counselor 
New York, New York 


There can’t be anything about 
public relations or human rela- 
tions that is mysterious, so long 
as it involves people, so long as it 
proceeds from people in the first 
place and is largely constituted of 
applied common-sense, good neigh- 
borliness, and all of the other 
things which we ourselves know 
we respond to, in our relationships 
with other people. 

Now the common denominator 
of these relationships we are in- 
terested in is by and large this 
thing we call employee relations. 
How to get our team working to- 
gether; how to stay within the 
traditional confines of the accepted 
system we call the free enterprise 
system? 

There, again, those are all 
broad, vague generalizations, and 
they don’t mean a thing until they 
are somehow related to people, to 
individuals, to me and how I feel, 
and what I aspire to, and what I 
respond to. 





From an address at the recent 
Atlantic City Convention. 
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How To Tell Your Employee 
What You Know 


“, .. difficulties in employee re- 
lations grow out of ignorance ... 
we depend almost entirely on 

money as a medium of communi- 


cation...” 


Obviously, within the complexity 
and vagueness and mystery of all 
the complicated machinery and 
methods by which we get our work 
done these days, lie all kinds of 
frustrations of that instinct. 

We love to hark back to the good 
old days, the fundamental] days, as 
it were. In those days a man knew 
what he was doing. It took him a 
long time to learh what he was 
doing. 

He made himself a whole pair of 
shoes in those days. He didn’t place 
one nail in the right heel of a shoe 
as it came down the line. Those 
shoes were identified with him and 
he with them. If he was a particu- 
lar cobbler he even knew the cus- 
tomer that was going to wear them. 

If he was making a pair for the 
little gir] down the street, who had 
one leg shorter than the other, he 
knew he had to pay special atten- 
tion to that. 

If the shoes were for the banker 
with a bunion on his little toe, he 
knew he had to make the product 
up to specifications, otherwise 
there would be hell to pay, and a 


direct communication and connec- 
tion with his identity, as to whether 
his product was good or bad. 

All that is going or is gone. 
There is now a total anonymity in 
these days and, with it has come a 
dilution of workmanship. Why 
take pride in what you are doing? 
Is there anybody who will appreci- 
ate it? 

A very ironic circumstance has 
come about in our culture. At one 
time a man’s whole life and sense 
of status grew out of his job, and 
what he did. Probably he was born 
in it, and maybe his grandfather 
had it before his father. 

Now the job has been diluted so 
that it is only a fragment of some- 
thing. Even if a man is not in the 
manufacturing process but in the 
selling process, he is way out at the 
end of the distribution system, 
somewhere, selling products of 
which he had no part in the making 
or for setting the standards for, or 
anything else. Just a link in the 
chain. 

Yet, we have become a_job- 

(Continued on page 128) 
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"Yas, the Johnson 


RED HEAD 


with patented 
CONTINUOUS INLET SLOT!” 


“You say there's 
a well point with 


NO GAUZE 







































Siow YOUR CUSTOMERS this cut-away sec- 
tion, il’ustrating the heavy construction of 
the Red Head well point . . . the only non- 
clogging, V-shaped continuous inlet slot...and 
the only direct waterway without a pipe base. 


As they can see, there’s a tremendous open 
area for water—and there’s absolutely no 
gauze jacket to clog up or rip away! 


There’s no necessity of carrying duplicate 
stocks because the Red Head can be used 


Cut-away section showing the heavy as a flush point—or as a drive point, it can 

construction of the ‘RED HEAD"’ drive dri hard d 

well point, the non-clogging, V-shaped be riven as ard as necessary under nor- 

— eA = ond = direct mal conditions. Available in 114” and 2” 
ial sient sizes, it’s made of low-carbon steel, double 


galvanized, and it’s welded by a patented 
process from top to bottom into one 
solid unit. 





Ask your jobber or write for bulletin... 


EDWARD E. JOHNSON, Inc. 


ST. PAUL 14, MINNESOTA 
Well Screen Specialists Since 1904 
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PRESENTING the new 


McCU LLOCH Twin-action Safety Mower 


Here is an entirely new principle in power lawn mowers 





with new features so outstanding they win 


instant customer approval... help make selling easy OI 


' ported 
and more profitable for you! > ollie 


The McCulloch 20-inch, twin-action safety mower cuts grass 
an entirely new way. Gone is the danger of serious personal 
injury to hands or feet. Gone is the annoying problem 

of damaged sprinkler heads and chewed-up border 

strips. The tiny safety blades on McCulloch’s twin-action 
cutters swing out of the way if they hit a solid object. 

Yet, traveling at more than 100 mph, they guarantee a velvet- 
smooth cut (as close as half an inch) as they whisk through 


all grasses, weeds, and brush without jamming or stalling! 


LOOK AT THESE NEW SALES FEATURES! > > > 


McCulloch Motors Corporation, the world’s largest builder 
of power chain saws, is marketing the new McCulloch twin- 
action safety mower through its nationwide distributor organ- 
ization. These distributors will provide local warehouse stocks 
and complete service and parts facilities. Aggressive, mer- 
chandising-minded dealers are needed to complete a national 
sales organization. Write immediately for details of models, 


prices, discounts, and advertising and merchandising support. 


eMcCULLOCH 


MOTORS CORPORATION 
LAWN MOWER DIVISION 


Los Angeles 45, California 
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ported by wheels inside cutter! Grass is cut ahead of wheels 
to eliminate marks. Blades can be sharpened or replaced 


MULCHES WITHOUT sguiiidiiaeen te sar leaves and grass 
clippings with the McCulloch mower, the handle is simply 
flipped over and the — pushed backwards! 
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a 
TRIMS OVER EDGES because support wheels ride on lawn while 
cutters actually overhang edge. Trims right up to walls, trees, 
or fences; a full 20” swath that's as wide as the mower body 


WON'T SCALP because supporting wheels inside cutters lift 
them over irregularities in the lawn. Hill-climbing wheels in 
front prevent gouging as the mower is pushed into incline. 


+e 


SPECIAL 
PREMIER. 
SHOWING! 


* 


New 16 mm color film starring Hollywood's 
lovely Corbett twins is now available for exclu- 
sive showing to dealers and sales personnel. 
Points up all sales features of the new 
McCulloch Twin-action Safety Mower. See it 
in your store. Clip this coupon to your letter- 
head; your nearest McCulloch distributor will 
% telephone you to make arrangements at your 
convenience. ¥ 
$420) 








| ) Turn to Turnbuckles 
for Handy Assortment 
Displays that Sell 











TURNBUCKLE ASSORTMENT 
52 Turnbuckles im 10 fast selling sices ond 
styles. Attractive 14” x 6” all metal dis- 
play pone! in 3 colors. Unit packed for 
hi t | line of open stock 





Turnbuckles available. 








EYE-BOLT ASSORTMENT 
One dozen each of the 10 most popular 
sizes of Eyebolts, boxed by size. Sturdy 
14” x 6” all metal display panel in 3 
colors. Unit packed for shipment. Open 
stock Eyebolts available in 8 thread sizes. 





U-BOLT ASSORTMENT 
One dozen each of the 5 most popular 
sizes of U-Bolts, boxed by size. 14” x 6” 
all metal display panel in 3 colors. Unit 
i packed for shipment. U-Bolts also avail- 
| able from open stock. 








BOX 333, MICHIGAN CITY INDIANA 
FACTORY GRAND BEACH MICHIGAN 
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How to Tell Your Employee What You Know 


(Continued from page 124) 


centered society, as the socioiogists 
call it, because everything we are 
and everything we can do and have 
command over grows out of this job. 
And yet the job itself is hollow now. 
What are we going to fill it in with? 

There are certainly pienty of 
things around to fill them in with, 
because a modern job is far more 
important than an old-fashioned job 
ever could have been. The revenue 


| it produces enables us to coramand 


infinitely greater resources; more 
things that satisfy our emotion, 
more things to eat. We can indulge 
in conspicuous consumption because 
these jobs are so productive and 
dynamic and bring to the individual 
so much more. 


Take Time To Talk 


Why, then, should we have a 


| sense that they bring so much less? 








Most of the feeling of frustration 
is growing from the sense of not 
being in the know. That comes from 
the fact that we don’t take the time 
and don’t recognize the dollars and 
cents value of taking the time of 
telling everybody on our team just 
what is going on. 

I don’t think free enterprise is 
in danger; that we are in danger of 
socialism or communism or any 
other ism. But I think if anything 
else did come in it would be because 
free enterprise is half dead now 
through ignorance. 

Most of that is due to the fact 
that we haven’t done the thing we 
are talking about here, “How to 
Tell Your Employees What You 
Know.” 

What to do? First, I would sug- 
gest you start on the assumption 
that employees are people, just like 
you. That they want to have status. 
They want to be in the know, and to 
be appreciated. All these things 
cluster around the confounded job 
that has gotten to be so all-im- 
portant. 

There is a lot of accusation going 


| around that Americans are getting 


softer. They want security from the 
womb to the tomb. 

I don’t think so. They just want 
predictability. They just want to 
have a reasonable expectation of 
what is going to happen next. I 
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think if we give them more of that, 
they will demand less of the se- 
curity business. 

You can’t have predictability 
about your job or whether you are 
going to have a job next year, and 
so on, unless you know what is go- 
ing on around the place; and not to 
be told that all is sweetness and 
light, but to be told the rough stuff. 

Look what happened at Stude- 
baker. They talked to the boys 
about free enterprise up there and 
Studebaker never had a strike 
based on ignorance because they 
had communication with the boys. 
They said to the boys, “Look, we 
are in this squeeze. The big boys 
have 97 pct of the market, and if 
we are going to compete, one of the 
things we have got to stop doing is 
paying these top wages.” 

“All right,” they said. “We'll go 
along and take a cut.” But they 
didn’t take it until the boys had it 
explained to them what the deal 
was. They have a good idea what 
the chances are of making a success 
if they combined with Packard and 
the rest of the people. They acted 
then like people in the know. 

I suspect that one of the reasons 
we have recently accumulated so 
much difficulty in this employee re- 
lations business is that frictions 
grow out of ignorance, and that we 
have come to depend almost en- 
tirely on money as a medium of 
human communication. 


Don't Work For Just Money 


At one time obviously you got 
little money as a result of working 
at a job, but you got a lot of fringe 
benefits, psychological benefits. You 
knew the boss and you knew what 
you were working on, and you knew 
whether you were doing a good job 
or not, and you had all these human 
satisfactions. They all began to dis- 
appear when your revenue was in- 
creasingly substituted for these 
other things. Pretty soon you 
worked for a pay check; that is all 
you worked for. 

How many human satisfactions 
and all these values can you put in 
a pay check? How much of it is 
measurable by money? 

Mankind got along for centuries 
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Here’s the one complete quality line of hose 
accessories that you need to fill all of your cus- 
tomers’ gardening needs. 


Use the Scovill automatic merchandising rack. 
You get 10%! of display space on less than 3%! 
of floor space. Ask your GREEN SPOT wholesaler 
how to get this valuable merchandiser free / 


Now you have all the accessories that are called 
for, under one fine name that consumers know and 
like. No more ordering problems—confusion on 
sizes and qualities ends with the wide selection 
offered by GREEN SPOT. 


Weather-Matic . . . with adjusta- 
ble circles from 10'—SO' across 
. . . gives mist to coarse spray. 








In merchandising principles, point- 
isiea of-sale material and consumer adver- 
tising, Green Spot leads the field. 


New Waterite Oscillating Sprinkler 
for greater efficiency and more uniform H-367 

coverage! 

Selling a quality line will result in quantity sales, so get 
GREEN SPOT—the line that sells itself. 

GREEN SPOT is a division of the famous SCOVILL MFG. CO., 


the world’s largest manufacturer of quality brass goods, known 
for over 150 years as master craftsmen in metals. 


Sprinklers + Hand Sprays + Hose Nozzles + Quick Con- 


nectors + Clamps + “Y” Connectors + Shut-Off Valves Full-page advertising in 


Couplings + Hose Menders + Goose Necks’ the Saturday Evening Post! 
100n Spot: 
LA4; 
gpoT Ly 
‘tang THA A PRODUCT 
OF SCOVILL 


Scovill Manufacturing Company, 36 Mill St., Waterbury, Conn. 
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NEWEST BLADE ADVANCEMENT 





® Lasts 4 times longer than ordinary blades! 
® Never needs resharpening! 
® PROVIDES BIG 33'44% PROFIT MARGIN! 


What savings the new SKIL Two- 
Way Blade offers your customers! 
Gives them four times as many cuts 

. . eliminates three to four costly re- 
sharpenings ... reduces down-time! 
And what a benefit for you . . . with 
this big 334% profit margin! 

This first real cost-cutting devel- 
opment yet made in circular saw 
blades is top quality throughout. 
Specially-treated alloy steel makes 
SKIL Two-Way Blade 50% harder 
than ordinary blades. Precision- 





REVERSIBLE! Unique tooth 
design cuts either way, gives 
twice the cutting edges! May 
be reversed again and again! 


Si 


HOME SHOP 





TOOLS 


SELF-HONING! Trailing tooth- 
edges are honed while leading 
edges cut. Always a sharp cut- 
ting edge ready for instant use! 


ground, uniformly-set teeth of pat- 
ented design. Special no-glare, 
rust-resistant finish. Constant di- 
ameter for uniform cut-depth. As- 
sures Customers controlled cutting 
performance under toughest job con- 
ditions ... provides economy and 
work features they want! 

And hard-hitting advertising plus 
big dealer display promotions cre- 
ate selling impact for this revolu- 
tionary blade improvement . . . the 
new SKIL Two-Way Saw Blade! 


4 






DISPOSABLE! Four times 
longer life! Saves on needless 
resharpening! Low over-all cost 
makes disposal practical. 


Made only by SKIL Corporation 
formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, IHinois 
In Canada: Skiltools, Ltd. 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


CONTACT YOUR SKIL WHOLESALER! 
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before anybody ever thought of the 
idea of money, and shortly after 
that time they wrote in the Bible, 
“Money is the root of all evil.” 

The economists for three centu- 
ries scratched their heads and final- 
ly decided it was good for three 
things, among which is it was a 
means of storing up wealth. If you 
stored it up in ’35 it would be worth 
about 53 cents on the dollar today. 

They said it is a means of value, 
of establishing values. The heck it 
is. How much value can you ex- 
change for money? 


Special Language Not Needed 


Yet you think today that if you 
are meeting the adequate pay stand- 
ards of your industry and your pay 
check is as fat as the next guy’s, 
you are paying for all that the guy 
is putting into the job. 

You will never pay for it by 
money, believe me. And it may be 
the last thing you will be able to 
pay it with if the rest of the things 
don’t go along with it. 

There’s a special language. We 
have all got special languages. The 
purchasing agents go to purchas- 
ing conventions and you don’t know 
what they are talking about if you 
are a free enterprise expert. 

Everybody has their own gob- 
beldy-gook. Communication is most 
difficult without talking special 
languages. Then we talk of selling 
free enterprise. 

You will never sell free enter- 
prise by talking all of this synthetic 
hokus pokus, talking of the good old 
days, and Horatio Alger, and all the 
rest of it. But if you tell them how 
free enterprise works, it will sell 
itself. 

I have the uneasy feeling that we 
are getting back to the early 30's 
when we talk of maturity; that we 
have done everything free enter- 
prise can do; that there are no more 
frontiers; that we have got to take 
reductions and talk about smaller 
markets. 

Thank God the war came along 
when it did. As far as wars are 
good, it certainly saved us from 
that one. Suddenly the chips were 
down and we had to lick everybody 
in the world that disagreed with us. 
How did we do that? 

(Continued on page 138) 
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here's how to 











...to the do-it-yourself market 


Three square feet of counter space and $100 set you up 
to take full advantage of the BiG demand for tools in the 
do-it-yourself market. 








The Bon-E-Con merry-go-round is a full-time tool 
“‘salesman’’ that combines display appeal with self-service 
features. What’s more, the Bon-E-Con line of quality 
tools includes only the most popular items: fast movers 
that assure quick turnover, priced to put you in a position 
to compete with any tool retailer. 


Send the coupon today! Learn how you can make the 
most of the vast do-it-yourself market by selling Bon-E-Con 
Tools to weekend mechanics, car owners, hobbyists, 


home gardeners, farmers. 


















BONNEY FORGE & TOOL WORKS HA-618 
ALLENTOWN, PENNSYLVANIA 


Tell me how an investment of three square feet of counter space 
and $100 will boost my tool sales. 
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Building Materials Put 


Albert Hersberg, right, sell- 
ing paint and hardware fol- 
lowing purchase of a screen 
door. 


Store in Do-It-Yourself Business 


Virginia firm’s expanded lines increase home handyman 
trade. Uses show-how to sell. New lines account for one- 


third of $100,000 volume in 10 months 


Sold on the idea that the do-it- 
yourself trade was their big op- 
portunity the Hersbergs — Albert 
and his son, Irwin—recently de- 
veloped their hardware store into 
a building materials business as 
well as a hardware store. More 
than one-third of their sales in 
the first 10 months of 1953 were 
in builders’ hardware and build- 
ing materials. 

The Hersberg business at 583 
Arlington Blvd. in Falls Church, 
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Va., is now known as Boulevard 
Lumber & Hardware Co. 

The firm’s concentration on do- 
it-yourself customers and their 
needs led to the recent addition 
of a power tool rental department. 
This rental section is paying its 
way in related sales and has been 
the entering wedge for sales of 
many power tools. 

Expansion of stocks and in- 
store service has not been the en- 
tire cause for the success of the 


Hersbergs. They show customers 
how to use materials and equip- 
ment and then willingly visit their 
homes to help them start on a 
project. 

A homeowner wishing to con- 
vert his basement into a recrea- 
tion room may request practical 
help of one of the partners, from 
start to finish, and will receive 
such assistance. 

The Hersbergs show customers 

(Continued on page 150) 
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Here’s Betty’s big new deal — This is 






















what you get in the Ivory Profit Pack! a o 
— —Over 2 
25 + \No.521 Duplex Outlets lions of d 
25 No. 531 Triple Outlets 

25 No. 551 Single Pole Switches 

10 No. 561 Three Way Switches 
sina ep Catenin’ 35 No. 543 Switch Plates DISPLA 
Laboratories, Inc. 25 No. 546 Duplex Plates EVE 
Devices below, shown in Brown, also available as a package. 14" x 1 
card and 


New Wall Plates 


HERE’S THE NEW WESTINGHOUSE LINE 
Tough, unbreakable — fit all 
outlets and switches. Molded 
of easy-to-paint, easy-to-clean 
plastic. 


BUILT 
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New Whisper New Ovtlet 

i itch po 
Quiet Swi Double sided positive 
Safe — shockproof grip contacts—push- 
—easiest possible in- in wiring — no loose 
stallation — push-in plugs to cause radio 


wiring — single pole 
and three-way. 
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or TV interference. 


TO LAST 100 YEARS 
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New One Piece Triple Outlet 


Complete with plate, can be 
mounted directly to box, push-in 
wiring, no exposed current-carry- 
ing parts. 
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%* A Name Your Customers Know 


Now! Sell the completely new quality line with the name 
your customers recognize — Westinghouse. Build more store 
traffic—sell up for the first time. 


Give your customers the opportunity to buy quality light 
switches and outlets — built to last 100 years. 


Announced by Betty Furness on Westinghouse Studio One 
—Over 20 million viewers see this famous show —plus mil- 
lions of dollars of Westinghouse advertising yearly. 


DISPLAY MATERIAL WITH 
EVERY PROFIT-PACK! 


14” x 17” two-color counter 
card and two window streamers 


New Cube Tap 


Unbreakable — high- 
impact plastic — 
strong blades—can‘t 
come loose. 


New Plug with 
2 Lamp Outlet 


Rugged — unbreak- 
able. Built to outlast 
any similar device 
on the market. 
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Backed by National Ad Campaign — Better Homes & Gar- 
dens sells to over 3 million home owners. 


The market is ready —Over 20 million U. S. homes need 
new outlets or switches. Now’s the time to sell up with this 
new, quality, easy-to-wire line — built to last 100 years. 


Packaged to sell—Bright, easy-tc-see cartons and cards 
sell this line right off your counters. 


If the Westinghouse line is not available from your regular wholesaler, write 


Westinghouse Electric Corporation 


P. O. Box 3054 
Barnum Station 
Bridgeport 2, Connecticut 


you CAN BE SURE...1F ITS 


Westinghouse 


)-99913 
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Listed by Underwriters’ 
Laboratories, Inc. 


HERE’S THE NEW 


New Whisper 
Quiet Switch 


Safe — shockproof 
—easiest possible in- 
stallation — push-in 
wiring — single pole 
ond three-way. 













WESTINGHOUSE LINE 


New Outlet 


Double sided positive 
grip contacts—push- 
in wiring — no loose 
plugs to cause radio 
or TV interference. 


BUILT TO LAST 100 YEARS 
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25 No. 531 Triple Outlets 

25 No. 551 Single Pole Switches 

10 No. 561 Three Way Switches 
35 No. 543 Switch Plates DISPLA 
25 No. 546 Duplex Plates EVER 
Devices below, shown in Brown, also available as a package. 14” x 17 
card and t1 


New Wall Plates 


Tough, unbreakable — fit all 
outlets and switches. Molded 
of easy-to-paint, easy-to-clean 
plastic. 


New One Piece Triple Outlet 


Complete with plate, can be 
mounted directly to box, push-in 
wiring, no exposed current-carry- 
ing ports. 
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* A Name Your Customers Know 


Backed by National Ad Campaign — Better Homes & Gar- 
dens sells to over 3 million home owners. 


Now! Sell the completely new quality line with the name 
your customers recognize — Westinghouse. Build more store 


traffic—sell up for the first time. 
: p . ; The market is ready — Over 20 million U. S. homes need 
Give your customers the opportunity to buy quality light 


This is switches and outlets — built to last 100 years. 
+ Pack! Announced by Betty Furness on Westinghouse Studio One 
-—Over 20 million viewers see this famous show—plus mil- 


lions of dollars of Westinghouse advertising yearly. 


new outlets or switches. Now’s the time to sell up with this 
new, quality, easy-to-wire line — built to last 100 years. 


Packaged to sell—Bright, easy-tc-see cartons and cards 
sell this line right off your counters. 
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New Cube Tap 


Unbreakable — high- 
impact plastic — 
strong blades—can't 
come loose. 


If the Westinghouse line is not available from your regular wholesaler, write 


Westinghouse Electric Corporation 
P. O. Box 3054 
Barnum Station 
Bridgeport 2, Connecticut 


you CAN BE SURE...1F ITS 


Westinghouse 


New Plug with 
2 Lamp Outlet 


Rugged — unbreak- 
able. Built to outlast 
any similar device 
on the market. 
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How to reduce costs 
and step up sales 


Markdowns Improve Your Profits 


Get rid of slow moving merchandise with 
specials to attract traffic, stop further 
losses, convert unsalable goods into cash 


by Dr. N. W. Comish 


Assistant Professor of 
Marketing 
College of Business 
Administration 
University of Washington 


You can cut costs and increase 
sales by getting rid of your slow 
moving, shop worn and out-of-style 
merchandise. 

By putting a special price tag 
on such goods you convert them 
into cash and prevent greater 
losses, you build store traffic and 
get rid of unsalable merchandise 
that clutters your counters and 
shelves. 

No dealer likes to mark down 
merchandise. In fact, if it were 
possible to avoid markdowns the 
average store could increase prof- 
its about 20 per cent. But it is a 
better policy to face the situation 
and realize that everything you 
put out for sale is not snapped up 
promptly by your customers. 

Thus, markdowns are necessary, 
but you should use them as devices 
to cut costs and increase sales 
rather than a last desperate move 
to get rid of your slow moving, out- 
of-style merchandise. You can and 
should use markdowns to help 
maintain satisfactory gross profits 
in the face of today’s rising costs 
and stationary or declining retail 
prices. 

There are two kinds of costs: 
operating expenses such as wages, 
heat and rent; and merchandise 
costs such as the invoice cost of 
goods sold, shortages and mark- 
downs. 
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When a dealer must cut costs 
usually he thinks of operating ex- 
penses first, but savings can be 
made in controlling merchandise 
costs also. Markdowns are given 
slight attention by many dealers 
and such a lack of interest can be 
costly. 

Information obtained by the au- 
thor from four hardware firms, 
representing 14 retail stores, shows 
that markdowns averaged 1.1 pct 
of net sales in 1951. That average 
markdown is equal to about the 





Table 1 
Where Mark-downs Occur 





Per cent of 
department's total 
sales sold as 
markdown 


Department merchandise 


China, glassware 
Sporting goods 
Cleaning supplies 
Housewares 
General hardware 
Garden supplies 
Plumbing supplies 
Hand Tools 

Steel goods 
Builders’ hardware 
Electrical supplies 
Paint 

Power tools 
Cutlery 


N 


— NNN WUD DO—NY 


SO99999900~---—- 


Total for store fi; 


Source: The author's survey of 4 
chain hardware firms representing 
14 stores. The figures are averages 
weighted by the number of retail 
stores in each chain. 





average amount spent by hardware 
dealers in advertising. If it were 
possible and desirable to eliminate 
markdowns the average store’s 
profit of 5.25 pct would be in- 
creased about 20 pct. 

Table 1 shows how this 1.1 pet 
markdown figure breaks down by 
departments. The table is a guide 
for markdowns in your store, and 
if your figures are different than 
these averages you will want to 
check your merchandising prac- 
tices. 

The table shows why some deal- 
ers may not realize the importance 
of markdowns. Before furniture, 
china and appliances were added 
to hardware stores, dealers con- 
sidered all items to have an in- 
definite salable life so there was 
little or no need for markdowns. 
Due to the element of fashion and 
model changes more and more mer- 
chandise has a limited popularity 
life. The table shows that mark- 
downs are much more important in 
china and glassware and sporting 
goods than in paint or power tools. 

The basic function of mark- 
downs is to encourage the sale of 
merchandise. By lowering the 
price, a larger group of customers 
usually is willing to buy and thus 
the rate of sale is increased on the 
item reduced. 

There are three effects of in- 
creasing sales by markdowns: 
profits are decreased or an actual 
loss is taken on the units reduced; 
greater losses are prevented by 
clearing slow-selling items before 
they completely lose their salabil- 
ity; and in some cases store profits 

(Continued on page 170) 


HARDWARE AGE, NOVEMBER 11, 1954 











HARDW: 


lardware 
it were 
sliminate 

store’s 
| be in- 


3 1.1 pet 
down by 
@ guide 
ore, and 
ant than 
want to 
g prac- 


me deal- 
portance 
irniture, 
e added 
rs con- 
an in- 
pre was 
kdowns. 
ion and 
yre mer- 
oularity 
- mark- 
rtant in 
porting 
sr tools. 

mark- 
sale of 
ig the 
tomers 
id thus 
on the 


of in- 
downs: 
actual 
duced; 
ted by 
before 
alabil- 
profits 
we 170) 


l, 1954 









i 


A REVOLUTIONARY NEW WAY TO 


- nll DOR a 








BIG PROFIT FOR DEALERS BIG SAVINGS FOR HOME OWNERS! 


A new idea to make real money selling the tremendous 
replacement market for screens — now $40,000,000 big! 


It’s the 
HOMESHIELD Easy-to-Make Screen Kit 


—A proven, low-cost kit that makes it easy for anyone to make their own maintenance- 
free aluminum frame screens in minutes! 


IMAGINE! With the Homeshield Screen Kit you can take care of 90% of your 
customers needs with just 4 sizes... and 5 sizes covers them ALL! 







No more inventory worries—No more lost sales! 
Handy package is colorful, appealing, complete 
A Proven Success in thorough market tests! 























Customers can’t resist its compelling features: 





@ Sturdy full frame aluminum screens 


e Easy-to-handle FIBERGLAS ‘screening won't 
stretch, shrink, stain, or burn! 


@ Anyone can make ’em in minutes! 


@ BRIGHTENS the beauty of wood and metal 


windows alike. 





A powerful advertising campaign in the SATURDAY 
EVENING POST and other key magazines assures big, 
sustained consumer demand. You can tie in with plenty of 
point-of-sale material, ad mats, etc.—plus a self-merchan- 
diser that’s part of our introductory profit package. 







AMERICAN SCREEN PRO 


World's Largest Manufacturers of Aluminum Frame Screens, and makers of famous quality Har-Vey Hardware 


HOME OFFICE: 807 N.W. 20th St., Miami, Florida ¢ Western Division: No. Temple City Blvd., El Monte, California 
Midwestern Division: 505 W. Harrison, Plymouth, Indiana 
Southwestern Division: 3515 W. Dallas Street, Houston, Texas 
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AMERICAN 


AND 


OLD FAITHFUL 


MARKING 





Famous for versatility, AMERICAN and 
OLD FAITHFUL marking Crayons help 
solve your customer’s work program in 
every stage of production... from hot 
steel to raw lumber, there’s a special 
marker to fit every specific identifi- 
cation need. 


WHEN MARKING COUNTS— 
COUNT ON 
OLD FAITHFUL ! 


THE AMERICAN 


CRAYON COMPANY 
SANDUSKY, OHIO 
NEW YORK 






r FREE booklet giv- 
sation on our com- 


of Industrial Mark- 
rayons Dept HA-43 
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How to Tell Your Employee What You Know 


(Continued from page 130) 


By discovering that dynamism 
can take place when every individ- 
ual knows what the score is. We had 
local draft boards raising an army 
and local price control boards, and 
local blood banks and local every- 
thing. That’s the only way you can 
do anything with anything as big 
as the American economy 1s. Local- 
ize it. 

If you are fortunate enough to 
have a relatively small unit of en- 
terprise, if you don’t have thou- 
sands of people working for you, 
like at U. S. Steel, but only 20 to 
200 people, you have a cinch. 

You can get in touch with them. 
You can “tangibilitate” with them 
easily. All you’ve got to figure out 
is what do they want to know to 
give this job meaning? That’s how 
we won the war; by breaking it up 
into little pieces so that everybody 
had a feeling of participation. 

Well, I could tell you example 
after example of human nature at 
work in this crazy, complicated free 
enterprise system that we regard 
as so awfully mysterious, and vague 


and difficult to work with. It was 
invented by people and it is worked 
by people. 

You can talk about the fact that 
it costs $90,000 now to install one 
job, and so many B.t.u.’s of energy 
per job, and involves man and ma- 
chines and management, and all the 
other cute things. It still involves 
men. 

They are going to respond to 
appreciation and resent being ig- 
nored. They are going to want to 
know and they are going to nave to 
have predictability. 

I am sure there would be no point 
in my giving you a lot of generali- 
zations as to how you will get it, 
because you know about it in your 
own procedures. There isn’t any- 
thing mysterious about it. You can 
find out the answers to any ques- 
tions that anybody that works for 
you can think of. All you have got 
to do is tell them, that’s all. 


And the last thing you had better 
do is not assume that he knows all 
the answers because you know them. 





Remodels to Attract More Women to Store 


(Continued from page 93) 


Two of the sales clerks special- 
ize on power and hand tool demon- 
stration and advice. 

Each of the store’s sales clerks 
has charge of a section of the 
store, it being his responsibility 
to see that merchandise does not 
get in the out-of-stock category. 
Want books are checked each day 
by Mr. McDonald for prompt or- 
dering. 

Sales meetings are held about 
once in every 45 days. Most of 
these sessions are informal, with 
employees touring the store to dis- 
cuss and study merchandise in the 
different departments. 

Advertising is inserted nearly 
every week in the Evanston Review, 
a slick stock tabloid-size news- 
paper distributed throughout the 
North Shore area. When the ex- 
panded and remodeled store was 
opened, a four-page special section 
announced the event, and included 


three photos of the store at vari- 
ous stages in its growth between 
1885 and 19538. 

The page showing the store ex- 
terior at three different stages 
said, in part: “To our regular sales 
service we add a modern self ser- 
vice system in those departments 
that readily lend themselves to self 
serving. 

“Our efficient staff will be on 
hand always to serve you—serve 
yourself or be served! You’re cor- 
dially invited to inspect our newly 
enlarged facilities on opening day, 
Friday, Nov. 27, till 9 P. M.” 

Souvenirs were offered on the 
opening day and the following day. 

Peter A. Lemoi, father of the 
present owner, started the busi- 
ness in 1895 as a tin and sheet 
metal shop, the original store be- 
ing located several doors from the 
present quarters. 
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THESE SIGNS IDENTIFY YOU AS... 


HEADQUARTERS FOR 


Pennvernon Window Glass 


0 help you establish your place of 
business as a well-known source 
for high-quality Pennvernon Window 
Glass. Pittsburgh Plate Glass Com- 
pany has made available to hardware 
stores, lumber yards and building sup- 


ply dealers the eye-catching identifica- 


in your windows or on your counter. 
these signs will remind prospective 
customers that you sell “window glass 
at its best’—Pennvernon Window 
Glass. And since they are well ac- 
quainted with Pennvernon Window 
Glass, such display is often a powerful 


sales suggestion. For prospects know 


ties, its constant. non-fading color, its 
freedom from distortion, and its 
smooth, even surface that resists 
scratching. stays easy to clean. 

For more information on these three 
signs, and how you can order them, 
just write to Pittsburgh Plate Glass 


Company, Room 4368, 632 Fort Du- 





tion signs shown here. 
quesne Blvd., Pittsburgh 22, Pa. 


Pennvernon for its fine visional quali- 


Used skillfully in prominent places 











Another attractive window dis- 


player is this window streamer 


WE SELL 
PEeNNUERNON 


y, which stresses replacement of 
“ 1 broken window panes. Can also be 
Sé used in store interiors in conjunc- 


tion with other home repair and 


WINDOW GLASS 


modernization displays. 





tte, ithe. 


Designed for counter use is this illuminated sign in red and Fitting companion is the Pennvernon decalcomania in gold, 


purple, framed top and bottom with red plastic bands which purple and red. Effectively displayed on your window will 
glow. Comes complete with extension cord and 40-watt bulb serve as a good reminder to passers-by. The instructions for 


ready for use. 











a 


application are listed on the back of the decal. Size 5” x 8”. 
Pennuenon 


Pennvernon Window Glass 


PAINTS - GLASS - CHEMICALS + BRUSHES + PLASTICS - FIBER GLASS 


GLASS COMPANY 


INDUSTRIES LIMITED 









PETvTiusQugee PFiAiseee 
IN CANADA: CANADIAN PITTSBURGH 
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Combining one-of-a-kind and 
mass display the giftwares 
section is a mecca for women 
gift shoppers. 


Caters To Women Shoppers —Five-Fold Increase Results 


Good housekeeping, gift-shop type dis- 
plays and attention to anniversary dates 
help attract more women shoppers 


Steady promotional efforts over 
the past seven years have been the 
means of building a five-fold in- 
crease in sales of housewares, gift- 
wares and appliances for the A. 
Gunn Haydon Hardware store in 
Rushville, Ind. 

Approximately half of the front- 
of-the-store sections of Haydon’s 
is devoted to housewares in a set- 
ting suggesting an exclusive gift 
shop. To keep its stocks ever fresh, 
up to date and interesting store 
buyers visit major housewares and 
gift shows each year. They also 
watch the announcements of new 
merchandise in HARDWARE AGE and 
other publications. 
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Local weddings, anniversaries, 
births and other special occasions 
are noted in the firm’s records and 
in local papers for follow-up. Color- 
ful backgrounds, artificial flower 
decorations and clean displays in 
neat order help attract an increas- 
ing number of women shoppers. 

R. W. Haydon, says of these 
ideas, ‘Women are the buyers of 
today. Nothing attracts them more 
than giftwares. 

“We believe that the field for 
promoting such goods is unlimited 
for the hardware dealer. For best 
results we must keep current with 
new merchandise that is coming 
out. We are dealing with custo- 


mers who are well-informed as to 
new types of merchandise.” 

Following some years of selling 
for Corning Glass Works, Dick 
*Haydon took over management of 
the store when his father, the late 
Alexander Gunn Haydon passed 
away. The management of the 
business became Dick Haydon’s re- 
sponsibility in 1947, since which 
time the store has been improved 
with a new front, gondola and other 
open type displays. 

Rushville is in a rich corn and 
hog section. There are many large 
farms, whose owners want modern 
convenience and luxury goods. 

The Haydon store attracts women 
from miles around with its 90-ft 
lineup of dinnerware, glassware 
and other giftwares running along 
one of the 120-ft walls. 

Twenty base units originally 
built by the store staff, chiefly 
5x10-ft units, with storage space 
underneath, have been adapted to 

(Continued on page 244) 
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ods. 


comes in a hexagonal package that can’t 


; women 

Hs 90-ft h ' ' roll and can’t waste your storage space. 
assware AS P: Available in a variety of widths. 

g along ® 


iginally BRASS & COPPER CO. 


chiefly o — ee 
e space WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION The Nation's Headquarters for Brass & Copper 
‘ Albanyt Chicago Denver | Kansas City, Mo. Newark Pittsburgh San Francisco 
pted to Atlanta Cincinnati Detroit los Angeles New Orleans Providence Seattle 
age 244) Baltimore Cleveland = Houston Milwaukee New York Rochester? © Waterbury 
Boston Dallas Indianapolis Minneapolis Philadelphia St. louis = ( tsales office only) 
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Will a '/o’ plastic 


than usual... 
Save you time and 
money? Read what 


Mr. & Mrs. R. P. Watt, standing in front 


another experienced | SEA tical Frontier Niwts.,” WK Tat aon 


fortable modern living. 


builder says... 





This gle 
built on 


cal exar 

k onsoweld 10 af 
Give the lady what she wants! It’s good business 
when you’re building homes for resale, and the lady 
wants plastic surfacing! Up to now, that demand 
meant a highly specialized, costly application pro- 
cedure. But not with new, extra-thick Consoweld 10! 


Read what R. P. Watt, builder of Frontier Homes in 
Sacramento, Calif., has to say about dollar-savings 


with Consoweld 10: . P ‘ 
The same applies to a counter-top job. Use an in- 


“In order to insure continual sales of our Frontier expensive supporting surface of sheathing-grade ply- 


- ee ss j ii “ ; Cons 
V illage homes, we are constantly striving to improve wood. Knotholes or cracks won’t ‘‘telegraph’”’ through been 
saad finished products and yet keep our costs down to spoil the finished beauty of the Consoweld 10 plas- or 
to the minimum. tic surfacing. ee 


“Our use of Consoweld 10 has proved to be a natural 


in keeping with this policy. It not only gives us a Prove it on YOUR next job! bei 


the s 
better finished product, but its easy adaptability » Specify rugged Consoweld 10—and you can throw away gy 
on-the-job installation results in a saving of 23% ss = ‘ . , 72-, 

: hath i ikitch sort ts.” the ‘‘kid gloves’’ that you needed with conventional lami- : 
r be walls ¢ » Pr - sts. . . SION 
cemaiuauetaias teil naaiaieanaieida crams nates! You'll find that Consoweld 10 saves time, saves ) 
A bathroom wall offers a good example of what Mr. labor, saves money. iNEMA); 
Watt means by easy adaptability to on-the-job in- oy 


stallation. With thicker Consoweld 10, you don’t 


need expensive plywood backing. Gypsum lath or Co 1 yy it, are a a ap 


building board is smooth enough. You cover a large 


area with one panel—available 30 and 48 inches wide, p | as t i C sur f ac i n g : 


96 and 120 inches long. Bond it with easy-to-handle, . " 
rubber-base mastic adhesive which permits shifting Good ‘ft d colorful Ljeting Your in: 


the Consoweld, if necessary, for a perfect fit. Apply Drop u: 
HA-114 





edge mouldings—and the job is done! Consoweld, Wisconsin Rapids, Wis. 
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This gleaming counter-top may look custom-fabricated, but it was 
built on the job... with thicker, more rigid Consoweld 10. A typi- 
cal example of the top-quality job you get using Consoweld 10... 
at less cost! 








Up-to-the-minute bathrooms in Frontier Homes are good for a color- 
ful lifetime—with Consoweld 10. This wall is covered with one large 
panel... which means big labor savings over other types of wall 


coverings. 


our costs 200 





CONSOWELD 6 


Consoweld 6 (the usual .060’ thickness) has long 
been a favorite of many fabricators for shop appli- 
cation and for some types of on-the-job use, espe- 
cially where self-edging is desired. It is applied with 
pressure- or contact-type adhesives. 

The quality of Consoweld 6 and Consoweld 10 is 
the same, the only difference being in thickness. 
Consoweld 6 panel sizes: 30-, 36- and 48-inch widths; 
72-, 96- and 120-inch lengths. 
Both Consoweld 6 and Consoweld 10 are ex- 
@\ tremely durable high-pressure thermosetting dec- 

orative laminates. They meet or exceed the high 
Yy/ standards of the National Electrical Manufac- 
turers Association ... your assurance of highest 





quality. 











Wr. Distributor and Wr. Dealer: 


Your inquiry on the Consoweld story is invited. 
Drop us a card or letter stating your interest. 
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... Writes R. P. Watt, General Contractor 


SACRAMENTO, CALIFORNIA 
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35% of Business Hardware dealer is a 


sportsman himself, 
advertises his store as a 


In Sporting Goods ieaieaaaes 


Advertising his Marshall - Wells 
store at 2245 S.E. Powell Blvd., in 
Portland, Ore., as Chuck’s Sports 
Center & Hardware helps Gene 
Moeller to do 35 pct of his annual 
volume in hunting and fishing 
equipment. A smaller percentage 
of the store’s display area is de- 
voted to these lines. 

Most of the wall shelving on one 
side of the store plus service cases 
in front of the wall shelving fea- 
tures sporting goods. 

Chief promotional means of 
stressing sporting goods is an un- 
usual electric sign on the front of 
the building. At the top of the sign 
is a bird in flight, at the base a 
jumping fish. The sign cost about 
$2000 and is reproduced on the 
firm’s letterheads, advertisements 








and novelties. DAV! 

Mr. Moeller uses the design on 10-20 J 

small envelopes he uses for fish 36 

A fishermen’s mecca is maintained in this portion of the store. (Continued on page 156) 
——- ~~ 
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I ee ~ 3 way rack 
7" for wall, 
counter, 
or floor 


as a 


|- Wells 
slvd., in 
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fishing 
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RETAIL VALUE $202.98 
YOUR COST 100.00 


YOUR PROFIT $102.98 
SPRING DATING 
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DAVID LINZER & SONS, Inc. 
ugn on 10-20 ASTOR PLACE, NEW*YORK 3, N. Y. 
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| This Store is a Show Window 





Long narrow display room with canopied front has glass front 
along most of its length. Angled windows help offset outside glare. 


Texas hardware and builders’ supply As a consumer do you like to shop in neat, bright 


° ‘ ‘ and roomy areas? 
firm attracts heavy traffic with ink aenclle Os. 


large store that invites browsing Acting on that theory the Zaello brothers—J. H. 
and J. D.—operate just that kind of store with a 200- 
ft long display room. 

A drive-in front with space for free parking of 50 
cars make this a store that attracts trade from a wide 
area to the Builders Lumber store in Alice, Tex., a 
town of 20,000 population. 

Appliances are shown in their own separate room 
with doorway into main display section. Cooking and 
washing demonstrations are conducted in it every 
Friday and Saturday. 

Pictures of the store are testimony of their attrac- 
tiveness. 

The entire display room is designed to attract 
customers interested in more outdoor living. Jim 
Stroud, manager of, the store says, “Our gourmet 
shop is quite a door opener. We have as complete 
a stock of outdoor and indoor barbecue and fireplace 
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Jim Stroud, store 
assists q@ customer plan a 
basement barbecue corner 
Brick background lends at 
mosphere to gourmet shop 


















Fluorescent tubes with light 
enamel reflectors under val- 
ance help create three-di 
mensional effect. Each item 
has tag with name, price, 
number. 

















Platform displays, three inches above floor, with artificial 
grass dress up display of power mowers, other lawn and 
garden items. 


cooking equipment as we can find. We have designs 
for more than 100 different types of barbecue pits and 
utility fireplaces together with the fixtures for cre- 
ating them. 

“The 40-hour week brought the long week end, the 
long week end brought greater emphasis on outdoor 
living. Selling for outdoor living and for more fun 
indoors on week-ends has become big business. 


A salesman tells a prospect about the different types of 
cabinet hardware offered in the builders’ hardware de- 
partment of the store. 


Although limiting its barbecue display chiefly to 
equipment, the firm does stock a complete line of high 
quality spices and herbs for the barbecue pit fan. 
The store’s barbecue section provides a wide selection 
of equipment for creating both indoor and outdoor 
barbecue centers. 

The Zaello brothers also operate a store in Bena- 
vides, Tex. 


Neat paint display, each can with half-inch sticker with price clearly in- 
dicated. Related lines are on tables in front of displays of paint cans. 
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New, odorless alkyd flat enamel... 


i's SCRUBBABLE! 





















Not an ordinary flat wall paint, 
but a true high-quality flat wall ENAMEL 


ACME QUALITY 
ODORLESS Ba oul 
ALKYD “in 
FLAT ENAMEL 


For Interior Walls, 
Ceilings, Woodwork where a velvet-like 
flat matte finish is desired 





@ Easy to apply—Ready to use—Brush, roll or spray 
it on—goes on smoothly without laps, streaks or 
brush marks! 

@ Seals, primes and finishes most surfaces in one 
coat! Goes on beautifully over plaster, wallboard, 
brick, cement, plaster board, previously painted 
surfaces, and even wallpaper. 





Write for details now on this remark- 
able new paint, or see your Acme 
jobber. Acme Quality Odorless Alkyd 


Flat Enamel is the paint your cus- 











@ Dries with a rich, velvet sheen—Lasting beauty tomers have been waiting for. Stock 
that can be washed again and again with the it and recommend it, without hesita- 
greatest of ease. tion, for painting walls, ceilings and 

@ 12 decorator colors and white — colors can be weedwedk. 
intermixed to make many luxurious shades and 
tints. 

@ Odorless! No objectionable paint smell at any 
time! 


ACME QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN 
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Quality 
Tools 


PROFITABLY PRICED 









TO SELL THE 
DO-IT-YOURSELF MARKET Jj 
a enusenenell 


PORTABLE 
HACK SAW 
ATTACHMENT 


Fits %” electric hand drill 
Rugged, durable construc- 
tion. Fast action, saws 
metal, wood and plastic 
All around tool. Housing 
of quality Aluminum alloy 
casting. Long-wearing 
drive shaft shank, cam, 
drive shaft roller and pin 
Priced for attractive profit! 


retain 15.95 


JIG SAW 
AND FILING 
ATTACHMENT FOR 
DRILL PRESSES 


Exclusive DURA-TOOL 
product gives unusual per- 
formance at low-cost 
Ideal for workshop, indus- 
trial plant, garages 
Quality built. Holds high- 
speed hock sow blade or 
Swiss file. Easy conversion. 


retait 18.50 





: PORTABLE 
CIRCULAR SAW ATTACHMENT 
Popular for home workshop and hobbyist 
Sows soft or hard woods up to |” thick. Not 
toy ... outstanding performer. Fits 4" elec- 
tric hand drill 







RETAIL 


9.50 


Dealers write 
today for New Lit- 
erature on complete 
DURA-TOOL line! 


Interesting Territories 
Open to Aggressive Jobbers 
Sele ei a ae Re 


_ The name DURA-TFOOL will be s 
important consumer magazine advertising! 


Dura-TOOL 





este BROS. MFG. CO., Plymouth, Ind. p‘ 
RE A Se, ER RR ES SE eer 
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Building Materials Put Store i 


5 


Do-It-Yourself Business 


(Continued from page 132) 





A customer receives instruction in her own home on details for completion 
of an attic finishing job. Store owners visit customers’ homes to give on-the- 
job instruction. 


—in their own homes — how to 
cover heating ducts, install fur- 
ring strips, make partitions and 
shim walls that are irregular. 
Such assistance leads to sales of 
as high as $300 worth of mate- 
rials. 

When a customer recently in- 
quired how to insulate his attic, 
one of the Hersbergs went to his 
home with the necessary materials 
and instructed him on how to in- 
stall the material so that good air 
circulation would be obtained. 
That sale totalled $30 in insula- 
tion materials, $200 in wall board, 
studding, paint, nails and tools. 
The customer rented a _ stapler 
from the Hersbergs, bought sta- 
ples from them, and was shown— 
in his own home—how to do the 
stapling job. 

Occasionally a customer wants 
to install an additional window in 
his home. One of the partners 
will show the do-it-yourself fan 
how to put in crossbeams and 
other details. Such a project often 
results in a $40 sale in lumber, 
frames and sash, hardware, paint 


and other needs. Many combina- 
tion storm and screen doors are 
sold at $25. 

Every three months Boulevard 
Lumber & Hardware Co. dis- 
tributes 4,000 circulars within an 
eight-mile radius to promote 
builders’ hardware and building 
materials. Schoolboys distribute 
the circulars under supervision of 
Irwin Hersberg, who says, “I 
would say that 20 pct of our new 
customers are attracted to the 
store by use of these circulars.” 

Paint, wood preservative and 
builders’ hardware are frequently 
promoted in circulars distributed 
by the firm. 

Boulevard circulars always 
stress the fact that materials will 
be cut to size and delivered on the 
day ordered. Keeping in mind that 
many of their customers are week- 
end carpenters and fix-it fans, the 
store is open Friday evenings 
until 8 and on Sundays from 9 


‘a.m. to 1 p.m. 


Many of the homeowners in the 
firm’s trading area are govern- 
ment employees and armed forces 
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officers and men stationed in the 
district for a limited period. Mr. 
Hersberg, Sr., estimates that fully 
60 pct of the homes in the firm’s 
trading area change hands in 
three years. 

Most new occupants of these 
houses want to make changes and 
improvements in their newly ac- 
quired residences. A wide variety 
of builders’ and cabinet hardware, 
other building materials, paint 
and other supplies are needed by 
the new owners. 

Large illustrated posters show 
do-it-yourself customers how to 
build sills, put up siding and cor- 
nerboards, bracing and sheathing, 
fastening of anchor bolts and 
other modernization aids. New 
customers visit the store for in- 
formation on the building of one- 
car garages, porches and other 
projects. 


Visits Customers’ Homes 


A customer building his own 
garage received instruction from 
the Hersbergs in starting the 
foundation and _ installation of 
beams and rafters. The company’s 
volume in builders’ hardware and 
cabinet hardware accounts for 
about 15 pct of its business—most 
of it with do-it-yourself prospects. 

“Instruction in the customer’s 
home does not represent a loss of 
time for the dealer. I would say,” 
says Albert Hersberg, “that the 
opposite is true, for it brings us 
opportunities for selling more 
merchandise and materials. Our 
customers know that we will help 
them with a job.” 

Both of the Hersbergs have 
studied and watched construction 
so they could advise their cus- 
tomers. Mr. Hersberg, Sr., has had 
35 years of experience in hard- 
ware and lumber, his son 15 years 
of activity in those fields. 

The partners maintain that a 
dealer need not actively engage in 
construction to know the answers. 
They advise other dealers and 
their employees to study and read 
books and pamphlets on home im- 
provement projects, and watching 
others doing these jobs. 

Mr. Hersberg, Sr., says, “In my 
opinion the do-it-yourself trend will 
long continue to gain momentum to 
the profit of hardwaremen.” 








‘ 


Wrapping up a good sale 


\ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 





He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. , 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 

, , ; 

customers’ cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he’ll be back for more. 

For more information ask your jobber — or write 


to us. 





; 


_G. W. GRIFFIN CO. * FRANKLIN, NEW HAMPSHIRE 


Seles Agents: John H. Groham & Co. inc., 105 Duone Street, New York 8, N. Y. 
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A customer, who has just purchased hand tools, visits the 
sports section to consider fishing gear. 


Traffic Builder 


sa 






10% in Sports Lines 


C. A. Cates, manager of the store, arranging stock on 
inner side of sports section partition. 





Making a distinct department for sports equipment has meant 
a steady growth in profits for section. And it pulls traffic 


Sporting goods lines now ac- 
count for 10 pet of the volume at 
the Sherman Oaks (Calif.) Hard- 
ware. 

After four years of operating a 
sporting goods section, the firm de- 
cided to make that department a 
store within a store with a waist- 
high partition with swinging gate 
to separate it from other displays. 
That change was effected in 1950, 
since which time net profits for the 
department have shown a sizable 
upturn. 

Located in the front portion of 
the store, just inside one of its win- 
dows, the sporting goods depart- 
ment is like the rest of the store 
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illuminated all night. This is to 
remind motorists on heavily-trav- 
eled Ventura Blvd. of the store. All 
display windows remain lighted 
until 10 each night. 

3efore partitioning of the sport- 
ing goods department, that section 
was not clearly enough identified to 
make the average visitor aware of 
the department’s existence. Now it 
attracts many browsers, paving the 
way for numerous impulse pur- 
chases. 

Although C. H. Cates, manager 
of the store, comments that many 
sporting goods item sales take more 
time than would items of compara- 
ble or greater volume in other sec- 
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tions, he is enthusiastic about the 
value of the section. He says, “This 
is hardly a drawback, for it enables 
the salesmen to get better ac- 
quainted with a customer. We feel 
that knowing the customer is of 
great importance, and it has helped 
to increase sporting goods sales.” 

Although there are several ex- 
clusive sporting goods stores in the 
section in which the firm operates, 
volume for the hardware company’s 
sports section continues to increase. 
High quality merchandise of better 
known brands is featured. 

Sherman Oaks Hardware finds 
its sporting goods section a traffic, 
volume and profit builder. 
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ORDER SAND SCREEN TODAY! 


Call your CARBORUNDUM Wholesaler for 

fast delivery on this remarkable new 

profit-maker. Or send the coupon for full 
information and a sample. 


revolutionary new abrasive cloth that lets 
sanded material flow right through 


Here's the new sanding cloth your customers have wanted: SAND SCREEN 


+ 


by CARBORUNDUM... the open-mesh abrasive that lasts 7 to 15 times longer 
than conventional abrasives because the removed material flows right 
through, doesn’t clog and glaze. Makes sanding easier, faster; on wood, 


metals, paint undercoats and sealers. 


You use both sides of SAND SCREEN. Each is coated ugiformly with hard, 


sharp silicon carbide abrasive grain. Use it wet or dry... by hand or machine, 


It folds like paper, tears like cloth. Available in full 9x11” sheets, cut 


sheets for oscillating or vibrating sanders, or discs, in grit sizes 180 and finer. 


THE CARBORUNDUM COMPANY 


| Dept. HA 90-433 


Niagara Falls, New York NAME 


Send SAND SCREEN sample, folder COMPANY 

and catalog sheet. 
STREET AND NUMBER 
Include complete Abrasives Catalog 

' for Hardware Trade. CITY 


CARBORUNDUM 


Setemeenincent-dadeindenenmeametanannaal atieeneaeaeeaialicammemeamatte teat tei tied 
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REGISTERED TRADE MARK 


— a 





...the HIGH-PROFIT, LOW-INVENTORY abrasives line 








Neatness invites inspection, open display promotes 
self selection and builds impulse sales in this store. 


Store Modernization 





Turn Shelf Warmers Into Fast Sellers 


How a Texas dealer’s modernization program enabled him to eliminate shelf 
warmers by putting them out where customers can see and handle them 


It cost Floyd Harding more than 
$5,000 to modernize and refixture 
his store in Huntsville, Tex. When 
he purchased the Walker County 
Hardware Co. he found that only 
30 pct of the store’s stock could be 
displayed. 

Modernization enabled him to 
display fully 90 pct of the store’s 
lines. Mr. Harding estimates that 
impulse sales alone will more than 
pay his modernization costs in less 
than two years. 

Mr. Harding says, “When we put 
so-called dead merchandise out 
where people could see it, sales be- 
gan to pick up.” 

Although heavier lines are not 
as well displayed as Floyd Harding 
would like them to be, he plans to 





Elmo Stutts, a salesman in the store, examining stock on the women's side 
of the modernized showroom. 
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WESTCLOX 


REINSTATEMENT OF PREPAID DIRECT 
DROP SHIPMENT TO RETAILERS 


NOW on any order for 72 or more assorted 
electric clocks, spring-driven clocks, wrist or pocket 
watches, Westclox will ship prepaid direct from 
the factory, and invoice through your wholesaler. 
Retailer receives from the wholesaler a 5% quantity 
discount. Attractive display material for window 


and counter is included with each shipment. 


GET this compact and sturdy turn-table 
display of blond oak plywood. 23 inches 
high, occupies less than 12 square feet. 
Would cost you over $20.00. Buy any 
two $7.95 Westclox at tag prices in ad- 
dition to the 72 or more pieces and re- 
ceive this attractive display FREE. 





Made by the makers of BIG BEN 


LaSalle-Peru, Illinois 


PRODUCTS OF GT CORPORATION 
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Biggest Furniture Glide Promotion evcr 
started with Bassick’s traffic-building free 
offer in the October 2nd Saturday Eve- 
ning Post. Pay-off comes in continuing 


glide sales and store traffic. 


Ready for the payoff 
on Bassick’s 
Post “free glide” 
promotion? 


Now’s when those free rubber-cush- 
ion furniture glides you've been giv- 
ing away really start working for you. 

Those first visits to redeem the Post 
coupons are only the beginning. It’s 
time to push the additional eighteen 
sets of Bassick glides the average fam- 
ily needs. The way rubber-cushioned 
Bassicks prevent scratched floors and 
torn rugs, they’re a natural for all 
moveable furniture your customers 
own. 

Turn this demand into continued 
glide sales and store traffic. Use 
Bassick’s window posters, newspaper 
mats and self-selling HD12 displays 
to mark your store as Bassick head- 
quarters. And check to make sure 
you’ve got enough Bassick glides on 
hand — you don’t want to wind up 
directing paying cus- 
tomers to the next 
hardware store. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belleville, 


ys M* Ont. 


a 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS MAKING CASTERS 00 MORE WARNER) 
75 YEARS OF CASTER LEADERSHIP 
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Floyd Harding, right, shows Jimmy Lee Walker a gun in the sporting goods 


section. 


provide better display for them at 
the earliest possible time. 

Three aisles running from the 
front of the store to the cash-wrap 
counter in the back are broken by 
cross aisles to permit free move- 
ment of traffic in all parts of the 
display room. 

Fluorescent ceiling lights and 
concealed lighting equipment in the 
top ledges of wall units help to il- 
luminate all merchandise displayed 
in the store. 

With the exception of cutlery 
shown in a case built by Mr. Hard- 





ing the store stresses open display. 
Pocket knives and household cut- 
lery are shown in a tilted panel 
unit toward the front of the store, 
samples being shown under glass 
with prices plainly indicated. 
Floyd Harding knows that im- 
pulse purchases are proving the 
value of open display. He cites the 
case of a woman who came in to 
buy a $12 item. As the customer 
walked out she stopped at some 
electric housewares displays. She 
looked at a number of items and 
finally bought a $29 percolator. 





35% of Business in Sporting Goods 


(Continued from page 144) 


hooks, lures and other small sports 
items. Even discarded envelopes 
help to make his store better 
known, he believes. 

Sports items are shown in the 
store at least a month prior to 
their season. As a result many 
customers see items several times 
before they will buy them; but 
when the season opens they will 
think of the store and its sports 
department. 

Typical of this pre-season dis- 
play was the showing of a camping 
table and cook stove close to the 
store entrance in the spring. At 
the same time he suspended a pair 
of water skis from the ceiling with 
a toy panda straddling the skis. 





How the firm shows its store design 
on bags for small items. 
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The only line of molded 
dinnerware that offers the 
dealer a complete range of 
designs, colors and prices. 


TEXAL-WARE 


backed by a proven selling 
plan designed to increase 
Store Traffic...and 


wureaesnrse NATIONAL ADVERTISING 


neni” gulls 
\ 


El Capitan Place Setting 





PLUS 1\V + RADIO * NEWSPAPERS + DISPLAYS 
Major stores everywhere are finding a 
powerful selling force in TEXf#S-WARE 


For full details, write or wire: 


p M C PLASTICS MANUFACTURING COMPANY 
. . U. DEPT. HA-11 ¢ 825 TRUNK AVE. e DALLAS 10, TEXAS 
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M.. Deater: Your REAL Opportunity! 


: () ; : p | 
: * / U 0 / 
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on your investment 
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SPRAY 
COATINGS 


7 a” 

in 6-0z. Spra-tainers t 
. . . in response to the “do-it-yourself” demand 

for a smaller touch-up size under $1.00. Crystal- 


Clear and 11 colors . . . including a new, exciting 


Baby Blue and Baby Pink... RETAIL 


¢ 


...sales tested, “sure fire” seller 


} SSS ee Self- Sewice 
49, “(DISPLAY RACK 


(alone worth $15) 


SITS ON COUNTER... - od b ‘ 


Hangs on Wall or Column 




















with purchase of 4 - dozen 
Assorted 6-oz. Clear & Colors 
ier cee 4 99° 


6—Touch-up White 4—Flat Black 
4—Bright Silver 2—Glossy Black N ET 


4—Baby Pink 2—Chrome Yellow ° P 
4—Baby Blue 2—Hunter Green Shipped Direct to You 





RETAH SALES . . $47.04 
DEALER COST . . _ 29.52 
DEALER PROFIT. . $17.52 






or 60% 
on Investment 


i 
KRYLON, Inc. bept. H4 | 
2038 Washington Ave., Phila. 46, Pa. | The “self-service” display rack alone is worth $15.00, but it's FREE 
| with this special introductory offer, shipped direct to dealer by 
Please rush me one 6-0Z assortment deal—including self- | KRYLON... Only 1 unit per dealer, please. 
service display rack—at $29.52. Also send information on 
other KRYLON products. Bill us through our jobber. 


Order Today . . . Send No Money 


Dealer Name 

















Address | Shipment will be made direct to you and billed through your jobber. 

City — State | Re-orders of stock available from jobber stocks, only. 

oceania | KRYLON, Inc., 2038 Washington Ave., Philadelphia 46, Po. 
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- SS DECORATIONS 
hs | 


WREATHS EVEMING SLIPPERS TABLE DECORATIONS 












































The above colorful, 81/2” x 21” sales-starter streamer 


with each case of 


@ID> CHRISTMAS COLOR KITS 


(4 COLOR KITS PER CASE) elf 
d for” Do- 1-4 

. a “natural” to cash in on the lucrative 

holiday do-it-yourself market. Recent survey shows 

spray enamels very popular holiday seller. Packed in 


three most wanted colors—gold, red, silver—styled 
to sell itself on sight! 











$11.16 LIST 
PER CASE 










.. your usual KRYLON profit margin is maintained. 
Order your Christmas Color Kits today ...capture 
profitable Christmas sales and profits! 


: KRYLON, Inc. dept. H5 
gs 2038 Washington Ave., Phila. 46, Pa. 
’ 


. in attractive display carton 


Please rush_____cases (4 kits per case) KRYLON 
Christmas Color Kits. Also send information on other 


TOM CED MMMM YMA COMUCTITR MM c2vton produc Bi os tecugh or jobber 


Dealer Name 





ACT NOW ... TODAY. . . Special Holiday Offer Limited! Order 
from your jobber or use handy coupon. Send no money—your 
jobber will bill you... 


Address = guateaameae 





City Zone State 





KRYLON, Inc., 2038 Washington Ave., Philadelphia 46, Pa. My Jobber Is____ 
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Mounted samples are eye-catchers on mezzanine sign fea- 


turing builders’ hardware section. 


Mezzanine sign advertising appliance department includes 
list of well-known brands. 


Three-Dimension Signs for Indoor Billboards 


Unusual signs feature major lines, show actual samples 


of some items in otherwise wasted space in mid-west store 


Three-dimension signs add color 
and light to the main floor of the 
J. Kornely Hardware Co. at 2308 
N. 3rd St. in Milwaukee. They call 
attention to the company’s base- 
ment appliance department, the 
builders’ hardware section and upon 
occasion they feature seasonal 
lines. 

In effect these signs are indoor 
billboards. 

These colorful illuminated signs 
are used on the inner sides of the 
stairwell leading down into the 
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basement, and on the outer edge of 
the guard rail of the mezzanine 
office overlooking the main floor. 
They provide effective in-store ad- 
vertising in otherwise wasted space. 
The front-of-the-store stairway 
to the basement appliance depart- 
ment has a large red arrow on one 
sign with an invitation to visit 
“our downstairs appliance depart- 
ment.” A smaller sign at a right 
angle to the large unit with the 
arrow lists some of the major 
appliances in the basement. 


Stairwell — invita- 
tion to appliance 
room is seen by 
all entering the 
store's front 
door. 


Signs on the mezzanine rail fea- 
ture the downstairs appliance de- 
partment, and eight nationally-ad- 
vertised lines. Another is used to 
call attention to the builders’ hard- 
ware department, with mounted 
samples of some of the smaller 
cabinet. and builders’ hardware 
items on manufacturers’ sample 
boards. The third mezzanine sign 
at present calls attention to the 
paint line offered. 

Signs on the mezzanine rail, vis- 
ible from all parts of the main 
floor, are 4x10 ft. Like the stair- 
well signs they have %-in. scal- 
loped edge hardwood frames, 
stained a light oak shade and then 
varnished. The background of each 
sign is made of white peg-board, 
cardboard lettering being in green 
and blue. 

All of the signs have fluorescent 
tubes concealed along each of the 
four inner sides of the frames. 
Signs and lights were erected by a 
sign shop at a cost of about $400. 

Use of peg-board backgrounds 
and cardboard lettering permits 
easy and quick changes of copy as 
desired. 
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a virgin needs no urgin’ 


when iis get the CORTE rag/ 


COLORITE VIRGIN VINYL HOSE PRACTICALLY SELLS ITSELF! 


COLORITE MEANS MORE PROFITS! Colorful, eye-catching displays, 
Offer a big name, a complete line, and unequaled quality... national advertising sell for you 
that’s your guarantee of huge profits! 
before you even see your customer! 


COLORITE MEANS BIGGER VOLUME! d th . hard hi 
You sell more...make more...when you offer America’s And that goes for every hard-punching 


only 11 Hose line! From opaque to transparent...every item in the COLORITE plastic hose line. 
wanted color...and, most important, from low price econ- 
omy hose to premium quality! 

COLORITE MEANS TOP QUALITY! 

Only COLORITE gives a full unconditional GUARANTEE! 
That’s insurance of customer satisfaction. There’s no skimp- 
ing...no weak spots...no cracking, or 


kinking! COLORITE laughs at oil and 


rough weather! 


Write for free catalog and price list of Colorite’s com- 
plete line! 11 fast-moving items ...1/2” and 7/16” with 
top quality brass couplings! 


COLORITE PLASTICS of New Jersey, Inc. 


35-37 lowa Avenue, Paterson 3, New Jersey 


Please send me your hose catalog and price list. 


Name 





COLORITE SELLS ITSELF WITH THIS 
EYE-STOPPING DISPLAY BACKDROP! 





Firm Name 








Street Address 





Americas Only Complete Hose. Line 








ee ee ee 


COLORITE ove ~~ 
Plastics of New Jersey, Inc. Jobber’s Name 
35-37 lowa Avenue, Paterson 3,New Jersey Pa ee eee Ce ee ee J 
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“Charge It”—Improves Sales 


(Continued from page 99) 


ing a good share of business by 
not having charge accounts,” in the 
opinion of Samuel E. Collegeman, 
owner of the Cherrydale Hardware 
Co., in Arlington, Va. 

“Retail charge business through- 
out the country accounts for about 
63 pct of total sales. 

“The retailer stiffens his own 
competition when he has no credit 
available, for his customers will go 
to stores where they can get mer- 
chandise for credit with the least 
amount of resistance.” 

Before owning a hardware store, 
Mr. Collegeman was in the con- 
sumer credit banking field for 30 
years. Seven of these years were 
spent as credit manager for a large 
Washington, D. C., department 
store. He also was director of, and 
for three years president of, the 
credit bureau in the _ nation’s 
capital. 


Buys Established Store 


Mr. Collegeman bought a highly 
successful, well - established hard- 
ware store. He has increased its 
sales and profits. One of his man- 
agement policies has been to open 
up charge accounts. 

For the problem of where to find 
capital to finance credit sales, Mr. 
Collegeman offers this answer: 

“If a hardware dealer has capi- 
tal, charge accounts are a good 
place to invest it. 

“If he lacks capital, it is sound 
business to borrow the money to 
carry charge accounts, or to find 
some means of financing accounts 
such as bank plans of one-charge 
credit systems.” 

For the problem of credit losses, 
his answer is: 

“The fear of losses from credit 
may be dispelled at once for 99.4 
pet of the people are honest. 

“Ultimate losses should not ex- 
ceed 1 pct of total sales. National 
averages for various types of re- 
tail businesses show losses are from 
% of 1 pct to 1 pet.” 

For the problem of passing on 
credit applications, Mr. Collegeman 
suggests: 

“The dealer should do the inter- 
viewing of credit applicants. The 
dealer should use his own judg- 
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ment and refrain from asking too 
many questions. 

“If a man says he is a bus 
driver, you should know approxi- 
mately what he earns without ask- 
ing him point blank. 

“Approach each customer apply- 
ing for credit on an _ individual 
Keep in mind permanency 
of residence, permanency of posi- 
tion, capability of paying based on 
earnings, past credit experience, 
manner of living, spending habits.” 

The do-it-yourself market can be 
cultivated more intensively with 
charge accounts, Mr. Collegeman 
pointed out, through customers 
buying merchandise as they make 
progress on their projects. 


basis. 


Attracts Fix-It Fans 


“T could illustrate the point with 
any number of homeowner cus- 
tomers who have been buying on 
credit over the months they have 
been building some improvement 
around their homes. 

“One customer, for example, was 
building storm windows. He 
bought aluminum from us, then 
glass and screen. 

“This business would have been 
lost to my store if I had not of- 
fered credit.” 

The amount of credit to be ex- 
tended to any one customer, in Mr. 
Collegeman’s opinion, should be put 
on a personal basis. 

“You have to judge on an indi- 
vidual basis,” He stated. 

“For example, a family with no 
children and an income of say 
$6,000 a year, is in a different posi- 
tion than a family with the same 
income but with four children. 

“Again, one customer may live 
quite economically, another with 
the same income may have some ex- 
pensive living habits and owe con- 
siderable money.” 

The customers’ needs may be 
fitted into some credit arrange- 
ment, Mr. Collegeman suggested. 

“Tf a man wants an item that 
sells for $75 and you think the 
credit limit should be $50, try to 
work out a plan. Maybe you can 
get $25 as a down payment and 
line up payments so the balance 


will be wiped out in 60 days,” he 
said. 

Cherrydale Hardware 
triplicate sales ticket on charges, 

The original and a blue dupli- 
cate copy are kept in the store and 
filed alphabetically. The triplicate 
copy is given to the customer. 

At the end of the month the blue 
duplicate copies are stapled to- 
gether and sent to the customer. 
The original copies are transferred 
to a file, to be filed with original 
copies of previous months if the 
bill has not been paid. 


uses 4 


Uses Cash Register 


When customers pay their bills, 
the money goes through the regis- 
ter as cash payment received. The 
white originals are marked “paid” 
and the register receipt attached to 
the copies. - 

Account receivable transactions 
and charge sales are listed on the 
daily sheet to have the informa- 
tion available for sales compari- 
son records. 

Mr. Collegeman watches ac- 
counts closely with statements to 
delinquent accounts at the end of 
the second and third months, a tele 
phone call at the end of the fourth 
month and a letter at the end of the 
fifth month notifying the customer 
that credit will be cut off. 

This is the customary procedure. 
In all cases, Mr. Collegeman noted 
that the dealer must use his own 
good judgment. 





HARDWARE HUMOR 


© Hardware Age 1954 


“Something's wrong with it. Our 
neighbor has one just like it and his 
clears the snow twice as fast!" 
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SIEBERT S 


“NEW LOOK" 


HAS JET APPEAL 
FOR FASTER SALES 

















HERE'S AMERICA'S NEW STANDARD 
IN VELOCIPEDES 


, The “Golden Arrow’ 


“Tomorrow’s Trike, Today!”” Watch the kids 
take one look at Siebert’s ‘New Look’’, and 
stop. The revolutionary new chassis design 
with the lower eenter of gravity and roomier 
platform, the long, low, sleek lines of the 
“Golden Arrew” makes all conventional types, 
obsolete. Siebert sets the style trend for the 
future. The gold trim, smooth action, safer, 
more maneuverable, better riding qualities of 
Siebert’s “Golden Arrow” give it jet-appeal 
that makes more sales and means bigger 
profits, faster. 


Price 
Style 
Quality 


Top Dollar | 
Value 


4-71 


Top Eye 
Appeal 





DON'T MISS 


SIEBERT'S 


“TRAIN-A-BIKE” 
KING AND QUEEN 


IN THE SPOTLIGHT 
EXCITING "NEW LOOK" IN 
HOBBY HORSES ‘See the new colorful, 


rugged broncos that 
gallop right into the 
hearts of young buck- 
aroos ... and race to 
high sales. 






HH-3 








SENSATIONAL 
“NEW LOOK" IN 
CAR CRIBS AND 
AUTO SEATS 























SIX WAYS 








(1) Car Seat— (2) Car Crib— (3) Hammock— (4) Play Pen— (5) Portable (6) Folded Flat— 
CONVERTIBLE for Riding for Trips for Vacations for Visiting Bassinette— for Carrying 
for Home 


See Siebert’s eye-catching, designed fabrics 
made for long wear, waterproof, with a re- 
movable protecto-pad mattress. Convertible 
Car Seats by Siebert are a “must” buy for 
America’s increasing “young family” group. 


is in the new 


See the "New Look" at the Shows The" 
Free Siebert Catalog and the new Free Ad Mat Brochure. 


Dept. HAT1-11 Ow. 


New Look” 
Send for yours, now! 


PERMANENT SHOWROOMS 

Space 1537, American Furniture Mart, Chicago 

Space 305, New York Furniture Exchange, N. Y. 

Space 908, Western Merchandise Mart, San Francisco 

5th Floor, Southern Furniture Exposition Bidg., High Point, N. C. 


GARDNER, MASS. 












Muskrat, 
Skunk 
and Mink... 


No. 1 VG VICTOR 
STOP LOSS 


The delayed action guard 
prevents escapes. The 
auxiliary guard moves high up on 
the animal’s body to eliminate 
“wring-off.”” Simple, sturdy con- 
struction; lightweight: easy to set 
Jaw spread, 4” 


No. 1 JG 
ONEIDA JUMP 


tasty) WEP O08 


Light, compact—the Oneida Jump 
trap with famous Stop Loss guard. 
The favorite trap for those who 
prefer Jump style. Jaw spread, 454’. 










For Fox... 


No. 2 VICTOR 
COIL SPRING 


The most popular fox trap. Sturdy, 
quick in action. High quality con- 
struction; reliablespring made of spe- 


mt 


cial analysis steel. Jaw spread, 5%4”’. 


Order Victor Traps by name 
from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © 


Victo 


Pascagoula, Miss. 





—make money for you! 
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| Paint 





Promotions Build Profits 
For Two-Store Operation 


(Continued from page 100) 





Donald Beaty, left, and his father John E. Beaty, in kitchen cabinet display 
area of the new, colorful branch. 


demonstrations, radio and 
newspaper ads and direct mail ma- 
terial help to constantly remind 
painters and home owners of the 
firm’s large stock of paint and re- 
lated lines. Opposite the paint de- 
partment are shown kitchen cabi- 
nets and related merchandise. 

The basement, entered by a cen- 
ter-of-the-store stairway from the 
main floor, is the location of hard- 
ware, hand and power tool, garden 
tool, wheel goods and electrical and 
plumbing supplies departments. The 
front portion of the basement is 
finished with knotty pine paneling. 


Customers Like Browsing 


John E. Beaty says, “People in 
the better residential sections to- 
day want the hardware store to be 
a place in which modern merchan- 
dising and promotional methods are 
used. They want everything to be 
out where they can handle it. They 
want to see prices on merchandise 
displayed in a bright, colorful and 
active store. 

“We drew hundreds of people to 
the branch store by featuring a 
radio station WLW singing cow- 
girl in a personal appearance. We 
are installing a do-it-yourself de- 
partment to which customers can 


bring small jobs on which they 
may use our hand and power tools. 
These tools will be used on our 
premises with no charge to the cus- 
tomer. Tools they want to take 
home to make repairs will be rented 
to them.” 


Color Is Sales Aid 


The general color scheme of the 
branch store walls is red. Sections 
of green and blue perforated panels 
are used on the walls, and the ceil- 
ing is an off-white. Although 
maple flooring was installed on 
both floors that in the basement is 
also covered with a brown tile. 

Beaty’s branch unit supplements 
services offered by the No. 1 store 
on the Dixie Highway in the east 
end of the city. Donald Beaty man- 
ages the older store. 

John E. Beaty was employed for 
19 years by the Ford Motor Co. 
plant in Hamilton, and after hours 
was a furnace salesman and in- 
staller. He became one of the 
city’s leading furnace men. Eight 
years ago he decided to become 
a hardware dealer. 

The staff of the newer unit in- 
cludes Paul Frederick, buyer; Vir- 
gil Murphy, hardware salesman; 
Florian Sock, salesman, Mrs. Don- 
ald Beaty and Miss Margy Childs. 
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“SPORTSMEN 
are our BEST CUSTOMERS” 


Most Sports Afield subscribers are regular 
browsers and buyers in hardware stores. 










it’s 75% in Lemont, Ill.! 


Andrew Welter of Blesch & Welter, Inc., says: 
‘Reading over a list of Sports Afield subscribers 
in Lemont, | discovered that better than 75% are 


customers of our hardware store."’ 


it’s 90% 

in Dowagiac, Mich.! 
James L. Black, hardware 
merchant, writes: ‘'l rec- 
ognize about 90% of your 
readers in Dowagiac as 
good customers of mine."’ 


When they can't go out in boats and blinds, they turn to their home workshops! 
Sports Afield readers are top prospects for power tools and hand tools and 
automobile tools and garden tools and everything else a hardware store sells. 





SPORTS AFIELD 


THE AUTHORITY FOR FISHING AND HUNTING 






A Hearst Magazine 
959 Eighth Avenue, New York 19, N.Y 
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The Ladies’ Luncheon 
by Mrs. John C. Cairns 





: When Ilka Chase, well-known authoress and TV 

star, addressed a ladies luncheon at the recent 
: Atlantic City convention, Mrs. John C. Cairns, 
; wife of the president of the Stanley Works, 
sketched the head table. Mrs. Cairns was kind 
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enough to lend us her sketch for reproduction 
here. Shown are, left to right, Mrs. Charles L. 
Hildreth, Mrs. Franz T. Stone, Miss Chase, Mrs. 
R. H. Coleman, Mrs. William A. Parker, Mrs. 
Mark J. Lacey and Mrs. Charles L. Wheeler. 











Five-Year Plan Makes 65-Year Old Store New 


(Continued from page 107) 


roofing service, the latter being 
35x130 ft. 


Weekly ads tell the firm’s mer- 


i 
re 


ee 
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the firm has basement and second- 
floor storage space, and a shop in 
the rear for plumbing, heating and 


4-> 
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Hardware department shows large variety with seasonal lines in center of 
wide aisles. 
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chandise and service stories, usu- 
ally three or four columns wide by 
18 in. deep. 

Smaller spot ads are used sev- 
eral times each week to feature 
sales, roofing, plumbing and _ heat- 
ing service in season. The store’s 
slogan, “If Haucke’s don’t have it, 
is featured in these 


’ 


nobody does’ 
ads. 

The firm does a high volume in 
kitchen planning and _ installation. 
Heating and air conditioning equip- 


ment sales and installation are 
other high volume builders for 
Haucke’s. 

Eleven trucks are operated by 


the firm, each having an electrical 
pipe threading machine. An organ- 
ization of 25 people is employed, 
including six plumbers and special- 
ists in other trades to adequately 
serve its customers. 
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Revamps Own Front | Be ———— 
Builds Store Fixtures |= | ; 
| 
(Continued from page 102) 


are mitered, reflecting the quality 
of workmanship. Most fixtures are 
equipped with sliding cabinet doors 
which can be lifted out for easier | 
access. Door tracks are simply nar- 
row wood strips, and there are | 
pockets above each door so that | 
they can be raised up and out. 
Doors are 16 in. high. Width varies | 
with the size of the fixture. 
? Most wall cases are eight or ten | 
feet in width. For variety, some | 
of the wall case paneling is run | 
horizontally. Islands are 5x10 ft, 
and have removable tiers. Five of | 
the islands have uniform bases to 
permit interchangeability of fix- | 
tures and subfixtures. The islands 
themselves are movable. 

To channel traffic and to display 
merchandise, Vernon Frane built | 
a low free-standing wall near the 
ines entry, on which is displayed fire- | 
L. place and barbecue equipment. 





“ Solves Display Problems | | 


2 


Peg-board panels in the dinner- 
iia ware section, and in other parts of 
the store, fit in well with the red- 
wood backgrounds. More impor- 
tant, they provide an easy way of 
displaying a wide variety of house- 
hold items on narrow panels fast- 
ened on the redwood backgrounds. 









KESTER 
METAL MENDER 


Floors are of concrete —un- 


ies, usu- painted—and ceilings are finished 
wide by in a soft green with flat off-white 

walls. All point-of-sale and other | IT SELLS for you 
sed sev- advertising material in the store is §T SELLE again and again 
feature kept at counter-top level. Fourteen 
nd _heat- fluorescent fixtures are dropped to 
» store’s make the high ceiling look lower, | 
Sn and to provide a higher level of | 
in these lighting. | 

The visual-front is partially re- The original small package of Acid-Core Solder 

lume in cessed to provide a covered en- introduced 30 years ago! Often imitated but never equaled. 
allation. tranceway, and to give protection : 


é , i roven formula... corr 
to window shoppers during un- The flux is of the Kester prove m ect 





x equip- é 
| ee Pleasant weather. A small section diameter (1/8th inch) for best work. 
ers for of the front at one end has an ex- Remember, Kester is not a solder with /ess Tin 
tended bay. Wood paneling is car- | so that it can be offered to you at a lower price. 
ated by ried right to the edge of the bay, 
lectrical as an eye-catching device. FREE: “Soldering Simplified” 16 page booklet on 
1 organ- The entire store was designed to how to solder most anything. Write for your supply. KESTE R 
nployed, permit use of regular backgrounds | 
special- for all kinds of merchandise from | KESTER SOLDER COMPANY SOLDER 
»quately giftwares to plumbing supplies and 4207 Wrightwood Ave., Chicago 39 
related merchandise. Newark 5, New Jersey @ Brantford, Canada 
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Here’s the answer to more sales and 


OSTER 


There are not merely one, two or three . . . but FIVE 
big reasons why it will pay you to concentrate on the 
famed Wooster line of paint brushes and paint rollers 





for 1955! So, before you place any orders for the Most Excitir 
coming season, review advantages of the Wooster about the n 
Quintet Sales-Making Plan . . . then judge for yourself! brushes with 


plicated any 
in these bru 
contact poir 
Spreadabilit: 
tive size. Y« 


Fastest Selling Items! From actual sales records, 
we have selected the 55 fastest moving numbers for 
your special consideration. Choose from this Wooster 
“$55 for ’55” and you will have a condensed line of 
best sellers . . . popular, much-in-demand merchandise ; 
. ». proven profit-makers. immediately 
actual test. 

Most Modern Merchandisers! These best sellers 
have been packaged in colorful, compact, self-service 
displays. Some hold several dozens of brushes and 


Most Unus: 
complete lin 
many exclus 


rollers . . . others as few as a single dozen. All are ly all 
yours without extra charge at only the regular cost of are truly ast 
the merchandise. All can work continuously for you, be cleaned . 
i *ks bei -plenishe =n-stoc inds fabric 
THIS FREE BOOKLET will show you too, with stocks being replenished through open-stock b 
how to make more profits on painting orders to your distributor. 


tools. Ask for your copy today. 








a 
ST 
poco 6 MOST MODERN most EXCITING 


$s URE 














Only Brushes with exploded-tip bristles, the new Wooster Use in Any Paint and clean in any solvent. That’s your powerful Now Mad 
Multiflag line has that “something different” appeal. Customers sales point in selling Wooster FABRIC ‘“X”’ dip-type rollers. No MAGIKOT 
can see the difference, feel the difference. Users quickly note that need to stock many types with many covers. This fabric is long fill-type roll 
a Multiflag brush holds a larger load of paint, lays it off faster and enough to carry a good load, short enough to lay the smoothest and rod, bu 
smoother, covers in fewer strokes than any other brush of com- coat. Does a beautiful job, even with enamels. A new, miracle easily throu 
parative size and stock. adhesive binds fabric to core, cannot be damaged by any solvent. all paints ar 
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Most Exciting Brush Feature! Spreading like wildfire is word 
about the new Wooster Multiflag Tynex Brushes . . . only 
brushes with exploded-tip bristles! By secret process, undu- 
plicated anywhere in the industry, the working ends of bristle 
in these brushes are burst into thousands of soft, flexible 
contact points. Paint pickup and release are much greater. 
Spreadability is unmatched by any other brush of compara- 
tive size. You paint easier, faster, better...and you know it 
immediately when you put this new and exciting brush feature to 
actual test. 


Most Unusual Roller Features! Wooster now offers you a 
complete line of paint rollers . . . dip-type and fill-type . . . with 
many exclusive features. Wooster FABRIC “*X”’ dip-type rollers 
are truly all-purpose models . . . will apply any paint . . . may 
be cleaned in any solvent because of the new adhesive which 
binds fabric to core. Wooster MAGIKOTER rollers are the 





T UNUS VAL 
eouLER FEATURES 


ce 2 ‘3 gi v= 
bay 
Now Made by Wooster, the new and improved Wooster 
MAGIKOTER rounds out your roller stock with the most popular 
fill-type roller onthe market. Precision-built aluminum cylinder 
and rod, built to last a lifetime. Holds full pint of paint. Loads 
easily through large end opening. One set of sleeves applies 
all paints and enamels. 
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original fill-type rollers, with many patented features, and also 
are adaptable to all types of finishes. 


Biggest National Advertising Campaign! Never before has 
such a smashing campaign of national advertising been put 
behind any paint brush—paint roller line in the history of the 
industry. Many ads have appeared during 1954. More and 
bigger are to follow in 1955... in Life, The Saturday Evening 
Post, Better Homes & Gardens, The American Home and Good 
Housekeeping. Millions of “do-it-yourself” enthusiasts have 
and will continue to read the story of Wooster features— 
presold customers for you! 


Get All the Facts on this sensational 1955 promotion that 
means money to you. Read the new booklet, Wooster Quintet 
Sales-Making Plan. Ask your Wooster distributor for a copy 
now, or write The Wooster Brush Company, Wooster, Ohio. 


paint brushes and paint rollers! 


SALES-MAKING PLAN 





SEE US AT THE 
CONVENTIONS! 
RPWDA Convention 


St. Lovis, Nov. 17-19 
Wooster Booth No. L-7 












a 
a" 
= 
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Guaranteed by @ 
Good Housekeeping 
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Markdowns Improve Your Profits n 


(Continued from page 136) 





Table 2 


Why merchandise has to be marked down 





Percent of merchants who indicated 
the relative importance of each cause 





they 
SELL EASIER 

and 
STAY SOLD 


better ! 


sell easier because you can tell your 
customers— 

Lauson és the world’s first small-horse- 
power gasoline engine, having been 
made continuously for the last 58 


years!... that 

Lauson has as fine a name for quality 

as any small engine ever made! 
. and that 


Lauson Service (if it's needed) is quick 
and easy to get wherever you are! 
stay sold better because— 

Lauson Engines do start quickly . . . 
are long-lasting . . . do deliver full 
honest power ... and are easy to get 
serviced anywhere in the U.S.! 
That’s why you'll be Lucky to Get 
Lauson Engines on the power equip- 
ment you sell in 1955! 









yeee 6Ves! eee 


FIRST smace 


eR Eee 4-CYCLE 
GASOLINE ENGINES 





1 
| 
Made by 


THE LAUSON CO., NEW HOLSTEIN, WIS. 
DIVISION HART-CARTER COMPANY 


Manufacturers of small-horsepower gasoline 
engines since 1896 
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Seattle. Each dealer 





Cause 
Cause Ist 2nd 3rd not given 
Buying errors 90 5 5 0 
Lower wholesale prices 10 35 15 40 
Show wear and damage 0 30 35 35 
Creation of ‘'leaders"’ 0 15 15 70 


Source: A survey made by the author among 20 hardware dealers in 
urveyed was asked to give the three most im- 
portant causes of markdowns in his store, in order of significance. Some 
dealers named only one or two causes. 








are increased by the customer traf- 
fic the reduction creates, 

Frequently markdowns have the 
three effects at the same time. 
Thus, markdowns can be an asset 
as well as a liability. 

Markdowns decrease profits by 
causing a smaller margin to be 
earned than planned on the items 
reduced. In most cases the margin 
remaining does not cover the costs 
of handling the goods marked 
down. Many dealers are so blinded 
by this loss that they postpone re- 
ductions almost indefinitely. Such 
procrastination fills a store with 
merchandise which will not sell at 
the prices marked on it, causing 
indirect losses greater than the 
direct loss of the reduction. 

Markdowns can prevent greater 
losses by increasing the rate 
of merchandise turnover through 
early clearance of unpopular items. 
This draws capital from unprofit- 
able merchandise so it can be more 
advantageously invested in fast 
turning goods which will return 


| a normal markup. Inventory costs 


such as insurance, taxes, ware- 
house rent and interest on the in- 
vestment are reduced also. 
Markdowns can prevent losses 
by removing slow-selling items 
from the sales floor so customers 
and sales people need not look 
through quantities of unpopular 


| merchandise to find the hardware 
| items desired. A store stocked with 


unwanted hardware is much like 
an unweeded garden, for the sale 


| of demand items is choked by the 


accumulation of unpopular stock. 
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Markdowns create store traffic. 
Where there is traffic, merchandise 
carrying a normal markup is also 
sold. Dealers have recognized this 
fact and have taken advantage of 
it by creating leaders or specials 
by marking down popular items to 
draw traffic into the store. How- 
ever, markdowns to clear old mer- 
chandise can have the same effect. 

The big reason for markdowns 
is buying errors. That is what a 
survey made among 20 hardware 
dealers in Seattle, Wash., showed, 
and reasons are in Table 2. 

No buyer is perfect and errors 
will be made. Once a buying error 
is discovered the reduction should 
be large enough to create a real 
bargain in the eyes of the cus- 
tomer. Unless it is a bargain more 
money and effort will be wasted 
trying to sel] the unsalable. 

Make markdowns stand out. Put 
a special tag on them or assemble 
them in a special clearance area. 
Don’t make customers search for 
clearance items. If there is a suffi- 
cient quantity of such items to 
justify it, put on a clearance sale. 

The extent of promotion that 
should be exerted to move buying 
errors should be limited, however. 
A dollar spent promoting popular 
items will bring far more profitable 
sales than a dollar spent promot- 
ing unpopular goods. Window dis- 
plays, valuable interior display 
space, or regular advertising 
should not be used to promote buy- 
ing errors, unless thére is a suffi- 
cient quantity to create profitable 
store traffic. 
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N 
GRIFFIN HARDWARE 


SELLS ON SIGHT 


The Self-Service Package 
They’ll Reach for f 


SELLS ON SIGHT—Griffin’s new visible pak offers popular Griflin 
Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of each product protects against moistur 


and handling. Each “see-thru” package includes the correct number 
of screws. 
YOUR CHOICE of Griffin Hardware items. 


only what sells best—the visible pak speeds turnover. 


INCREASE PROFITS this quick way. 
sells on sight. Ask for catalog page GV-1. 
tributor today. 


* GRIFFIN 


Select your items. Buy 


SELECT YOUR 
GRIFFIN 
ITEMS 


Phis attractive self-service pak 
Order from your dis 


ty A Every DOOR NEEDS THREE 
MANUFACTURING COMPANY 





: a 
jas et Dine 6k ieee 








—— aN rE 


envi THE WoRtD! 
Fa 





ATLANTA, Ga. 

Walter S. Johnson & Sons 

917 St. Charles Avenue 
BOSTON, Mass. 

Austin & Eddy Inc. 

115 Broad Street 
CHICAGO, Ill. 

Wilbur H. Dovis 

1639 Fargo Avenue 
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PENNSYLVANIA 


REPRESENTATIVES 


DALLAS, Texas 

E. H. Farrar 

2nd Unit Sante Fe Bidg. 
DENVER, Colo 

Roy L. Rogers 

1620 Garfield Street 
DETROIT, Mich. 

George A. Gregg 

141 W. Eight Mile Road 


JACKSON, Miss. 
L. G, Fuller, Jr. 
P.O. Box 2113 
KANSAS CITY, Mo 
Harvey D. Rush & Sons 
4638 Nichols Parkway 
NEW YORK, N.Y. 
The B. S. Alder Company 
45 Warren Street 


SAN FRANCISCO, Calif, 

C. L. Lewis 

2450 17th Street 
SEATTLE, Wash. 

R. F. Bevers 

4524 East 60th Street 
ST. LOUIS, Mo 

W.C. Meibaum & Co 

6954 Oleatha Avenve 


171 








More Value...More Profits! 





FREEZER 
PAPER 


Home freezer-owners 
are economy minded. This 
fact, plus KVP nationally- 
known quality and KVP 
national advertising, ac- 
counts for the rapidly in- 
creasing sales of KVP 
Freezer Paper. It’s top pro- 
tection and the price is 
right. Feature a colorful 
display of fast-selling 
KVP Freezer Paper and 
the other KVP “Paper 
Maids” for steady turn- 


SHELF PAPERS 


3 grades, many colors 





DUSTING 
PAPERS 














a, HEAVY — 
“curs oe 
PAPERS 
ALSO: Pie Tapes, Gift Wrapping, Fancy Waxed, Place Mats, Household Parchment. 


KALAMAZOO VEGETABLE PARCHMENT CO. 
PARCHMENT e KALAMAZOO, MICH. 





















and ccc the DIFFERENCE 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 
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7 Washing fon 
NEWS and Views 


ae 





(Continued from page 10) 


Surplus Goods Going 
On Auction Block 


Mountains of so-called surplus 
goods—from abrasives to zinc— 
are being auctioned off by the De- 
fense Department at the rate of 
about four a month. The sales are 
being held in all parts of the coun- 
try by private auctioneers and 
will reach their peak next year. 

The government is holding the 
sales as part of “operation clean- 
sweep,” designed to clean up its 
warehouses of obsolete, worn out 
or otherwise useless materials. 

Some businessmen, as well as 
wholesalers, scrap dealers, and sur- 
plus store operators, are following 
the sales closely and picking up 
bargains, a Defense aide reports. 

Defense officials and the Con- 
merce Department are working to- 
gether to minimize the impact of 
the sales on business. In several 
instances, goods have been with- 
drawn from the sales, sold in other 
areas, or their sale delayed where 
it was feared an area or an indus- 
try would be damaged. 

The officials will try to help out 
a group, but say that in most in- 
stances, they can’t try to protect 
an individual. 


Pocket Knife Industry 
Wants Higher Tariff 


American pocket knife manufac- 
turers, complaining that imports of 
knives have increased 180 pct in 
three years, are asking that the 
present tariffs on knives be doubled. 

W. Dean Wallace, vice-president 
of the Camillus Cutlery Co., Camil- 
lus, N. Y., told a recent Govern- 
ment hearing on the international 
trade-tariff agreement that his firm 
has cut production by 50 pct as 4 
direct result of the 50 pct reduc- 
tions in tariffs granted in 1951. He 
said another U. S. producer had 
also cut output and another had 
suspended production. 

Imports of pocket knives from 
Germany and England have in- 
creased from 267,000 in 1950 to 
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951,000 in 1958, Mr. Wallace said. 
Main reason the imported knives 
sell cheaper, he said, is the tre- 
mendous difference in labor costs 
here and abroad. 

“If we continue with the present 
50 pet cut in import duty, our in- 


dustry is destined to slow death,” | 


he said. 


Tips on Training 
Teen-Age Workers 


Specific problems related to su- 
pervising and directing teen-age 
workers are analyzed in a new U.S. 
Labor Department bulletin. The 
pooklet, called “The Youth You 
Supervise,” was written by em- 
ployees of the Department with the 
aid of private experts on adolescent 
development, education, and guid- 
ance. 

Among the contents are sugges- 
tions for eliminating new super- 
visory difficulties which have arisen 
as more and more young students 
take part-time jobs before leaving 
school. Single copies of the book 
are available free from the Labor 


Department, Washington 25, D. C. | 


Government Offers 
How-To-Do-It Books 


A listing of all government book- 
lets concerning home construction 
and maintenance tips is now avail- 
able from the Government Print- 
ing Office, Washington 25, D. C. 

The booklet lists 52 books, many 
of which might provide valuable 
“in-service” training for hardware 
sales personnel. Among the subjects 
are simple plumbing repairs; plan- 
ning an electric water system and 
plumbing for a farm; painting and 
roofing repairs. 


Tax on Air Conditioners 


A self-contained air conditioning 
unit, equipped to draw in outside 
air, circulate interior air and pow- 
ered by a motor of less than one 
horsepower, is subject to the 10 
pet manufacturer’s excise tax, the 
Internal Revenue Service ruled. The 
unit must be designed primarily 
for free delivery of air and for in- 
Stallation in or in front of a win- 
dow or other opening. 


(Resume reading on page 11) 
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SALES ARE 
BOOMING! 


Make no mistake . . . your customers know 


GOOD VALUE! 


1954 Sanettes bring you more $$$ PROFITS 
per sq. ft. of space ... They give your 


customers 


NEW STYLING 
LARGER CAPACITIES 
GREATER VALUE 


.. all in a price range to suit their pocket- 
books. Result . . . VOLUME SALES. 


SANETTE 
WAXED BAGS 


Are Booming, toe! 


They are America's best- 
selling, original green 
bogs... consumer ac- 
cepted ... contain 50%, 
more wax than imita- 
tions. FULL MARK-UP. 
$B-3-50 for all 10, 12 
and 14 qt. receivers. 
S$B-5-50 for all 16, 17 
and 20 qt. 





receivers. 





Write or wire for prices ond cotalog 
MASTER METAL PRODUCTS, INC. 
321 Chicago St. P.O. Box 95 

Buffalo 5, MN. Y. 
























SX-14-CE , 


MOST POPULAR OF ALL! Chrome Covers ... White Porcelain Pails 
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7 
CONCENTRATE. 
WITH 


ONE SOURCE 


for thousands 
of items 
your customers 
want and need... 
and 


BOOST PROFITS 5% 


tems 





Yes, by ordering from 
one supplier, your near- 
est ATLAS wholesaler, 
you have one order, one 
invoice, less paper work, 
easier stock inventory. 
And you have depend- 
able ATLAS quality, 
known the world over! 
Ask your wholesaler to 
show you the complete 
ATLAS line — and ex- 
plain how dealing with 
one source for tacks, 
nails, staples and allied 
items can increase your 
profits on these fast 
moving items by 5% or 
more. 


SINCE 1810 


ATLAS 


TACK CORPORATION 
FAIRHAVEN, MASS. 
HENDERSON, KY. 


Makers of the largest variet 
of tacks and nails in the word. 





174 

















Discount Houses 
Dear Editor: 


As the oldest established hard- 
ware store in the San Fernando 
Valley (57 years to be exact), I 
do believe we are qualified to ex- 
press an opinion on the problem of 
“Discount Houses.” 

Most of the hardware publica- 
tions would be reluctant to print 
the thoughts of the hardware mer- 
chant for fear that they might in- 
jure the feelings of some of the 
manufacturers. In these complex 
times of ours, I think our views 
should be aired and let the chips 
fall where they may. 

First, I feel very strongly that 
we should discontinue supporting 
the brands that find their way into 
undesirable channels_ which, in 
most instances, the manufacturers 
are well aware of. Without the 
support of the reliable merchants, 
the manufacturers as well as the 
wholesalers would soon feel the ef- 
fects of their accumulated inven- 
tories. 


Off-Brand Merchandise 

Second, should the lack of these 
brands become predominant in the 
reputable stores, the public may 
soon regard them as off-brand mer- 
chandise. 

I firmly believe that we should 
not strain ourselves in an attempt 
to eliminate the discount houses, 
but rather to put forth every effort 
to support the manufacturers who 
have shown a desire to keep their 
lines where they belong. 

The established stores have sur- 
vived many stormy times and they 
will continue to prosper in spite of 
them all. 

In conclusion, it is the writer’s 
opinion that if we allow the dis- 
count houses and their suppliers 
to keep company long enough, 
there will be a parting of the ways. 

Very truly yours, 
Sidney Frank 
Porter Hardware 


1040 San Fernando Road 
San Fernando, Calif. 





Epitor’s NOTE: The problem of 
the discount house has been dis- 
cussed many, many times in HArp- 
WARE AGE and many of the pro- 
posals of Reader Frank have been 
put forth in our editorial columns. 
We are always willing to publish 
the carefully considered views of 
dealers. Unfortunately, practically 
every dealer has a different opinion 
on how to handle the discount 
house problem. Perhaps Reader 
Frank’s opinions will encourage 
other dealers to voice their views 
on this very serious situation. 


“We Service... 
Dear Editor: 

Would like to commend HArp- 
WARE AGE on the editorial in the 
Aug. 19th issue, on p. 7. “We 
Service What We Sell... .” 

I think this is the only way to 
lick the discount selling which has 
grown fast in the last two years. 
About a year ago I used this on 
our invoice head and on all of our 
advertising (see section of billhead 
illustrated below). 


ey 


We Service What We Sell 





PHONES ——,.” 


HAROWARE 
ELECTRICAL AND 











The Wolff invoice head. 


If folks buy hardware from 
Sears, chain grocers and drug 
stores, let them go there for ser- 
vice and they will soon buy from 
their local hardware store where 
they can get service. 

Yours truly, 
A. C. Wolff, President 
Wolff Ace Hardware, Inc. 
1119-1121 Central Ave. 
Wilmette, Ill. 
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never have stronger support than... 


] Oster’s complete product 
demonstrations . . . coast-to- 
coast on Dave Garroway’s 
popular TV show “TODAY.” 


2 Oster’s colorful, gift-promoting 
full page ads in 11,000,000 
magazines blanketing your trad- 
ing area. 

3 Oster’s self-selling, three-product 
displays for your store... without 
cost to you. 

4 Oster’s sales-making folders, booklets, 
recipe books to help move Oster prod- 
ucts fast! 

5 Oster’s promotional package for you to 
use in tie-in newspaper ads, radio spots, 


TV cut-ins. Identifies you with the 
big program! 


For greater holiday- 
season profits from 
OSTER follow through... 
act fast... be sure 

you have ample 
OSTER stocks on hand 
to meet the new 


Follow through 


demonstrate, display and sell 


Oster gives you the most powerful selling forces ever 
put behind these quick-moving profit-makers. You’ll 





and growing demand 
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BLENDS SAUCES, GRaWiEs: 
PUREES VEGETABLES, FRUITS! chine cnt tae 
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—— 
CLIP AND MAIL 


THIS COUPON Today! ss 


L 
n C)steo wanuracturinc co. 
y Dept. 1211, 5055 N. Lydell Avenue 
{ Milwaukee 17, Wisconsin 
In Caneda: W. D. Elmsiie Ltd., Montreal 


Count me in! Rush complete information and material ‘T'O- 
DAY on: 

(] new OSTER Gift Program 

[] FREE! 1955 Kit of Sales-Makers 
NAME 
FIRM 
ADDRESS 
CITY 


ZONE STATE 














and profits 


BECAUSE BUYERS KNOW 
JENKINS 





GOES FURTHER 


Buyers know they get guaranteed footage in 
every roll of Gold Seal. They know that every 
inch measures up to top quality standards, — 
eliminates waste, goes further. 

That’s why they like it... buy it... come 
back for more. Make sure they can get it... 
stock up on Gold Seal Tape now. It pays. 
Jenkins Bros. (Rubber Division), 100 Park 
Ave., New York 17. 


JENKINS 
GOLD SEAL TAPE 
FOR EVERY JOB 


Available in 10-roll cartons or single rolls. Every 
roll cellophane protected to stay factory-fresh. 


Jenkins Bros. also make Diamond Seal Friction and 
Rubber Tapes which meet ASTM Specifications. 
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1955 


January 


9-11 Garden Supply Show (Chi.) 
10-12 Janney Dealer Show 


Show 
12-14 Southern Industrial Distributors 
Meeting 
13-20 Independent Housewares Show 
13-20 Nat. Housewares-Appl. Show 
17-19 Western Hdwe. Show 
18-19 No. Dakota Hdwe. Show 
23-25 Intermountain Hdwe. Show 
23-26 Ace Annual Convention 
24-28 Heating-Ventilating Show 
25-27 Indiana Hdwe. Show 
25-27 Minnesota Hdwe. Show 
25-27 Mount. States Hdwe. Convention 
25-27 Mich. Employees Sales Course 
30-Feb. | No. Coast Hdwe. Show 
31-Feb. | American Hdwe. Sply. Co. 
Show 
31-Feb. 2 Kentucky Hdwe. Show 
31-Feb. 2 Texas Hdwe. Show 
31-Feb. 3 Garden Supply Show [N.Y.) 


February 


1- 3 Wisconsin Hdwe. Show 
3- & Western Gift-Housewares Show 
6- 7 Louisiana Convention 
6-10 Nat. Sporting Goods Show 
8 Tri-State Hdwe. Show 
7- 9 Ohio Hdwe. Show 
8-10 Oklahoma Hdwe. Show 
8-11 lowa Hdwe. Show 
9- Conn. Hdwe. Convention 
} 13-14 Arkansas Hdwe. Show 
13-15 Cotter & Co. Show 
13-16 California Hdwe. Show 
13-16 Portland Gift-Housewares Show 


Convention Check List 


For complete details about the conventions listed by dates below see 
the alphabetical listings following this quick check list. 


10-12 Penn. Atlantic Seaboard Hdwe. 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 











14-16 New York Hdwe. Show 

15-17 Nebraska Hdwe. Show 

15-17 Michigan Hdwe. Show 

20-22 Tennessee Hardware Show 

20-24 Pacific Northwest Gift-House- 
wares Show 

21-23 New England Hdwe. Show 

21-25 New York Gift Show 

21-23 True Value-Auburn Dealers Show 

22-24 W. Virginia Hdwe. Show 

22-24 Pac. Southwest Hdwe. Show 

22-24 Carolinas Hdwe. Show 

27-28 Mississippi Trade Show 

28-Mar. | American Sply. & Mchry. 
Mfrs. Meeting 


March 


Alabama Convention 
Virginia Hdwe. Show 
Florida-Georgia Hdwe. Show 
Toy Fair in New York 
Illinois Hdwe. Show 

Missouri Convention 

27-30 Gift Show in Philadelphia 
29-31 So. Dakota Hdwe. Show 


April 


DONTS= 
oOoecraoaw 


17-20 Industrial Supply Convention 


June 


17-18 Tex. Wholesalers-Boosters Conv. 


July 
11-14 National Retail Hardware Assn. 
11-15 Nat. Housewares-Appl. Show 
August 


7-12 National! Fishing Tackle Show 











Garden Supply Trade Shows, Jan. 
9-11, at the Hotel Sherman, Chi- 
cago, and Jan. 31-Feb. 3 at the 71st 
Infantry Regiment Armory, New 
York City. Sponsored by the Gar- 
den Supply Merchandise, 1901 St. 
Paul St., Baltimore 18, Md. 


Heating and Ventilating Exposition 








(International), Jan. 24-28 at Con- 
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National Events 


vention Hall, Philadelphia, Pa. 
Sponsored by the American Society 
of Heating and Ventilating Engi- 
neers and under management of 
International Exposition Co., 480 
Lexington Ave., New York, N. Y. 


Independent Housewares Exhibit, 
Jan. 13-20 at the Morrison Hotel, 
Chicago. Show manager, Jules 
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The leaders in 


WEATHER STRIP 


for 35 years! 


Vamelal 
wate STRIP 


G22 for Windows and Doors 











’ a 
en 
yo 





FOR DOORS FOR WINDOWS 
Completely packaged For all standard 28", 
—ready to install. 39°, 32° and 36” double 


Available with regular 
door bottom or with 
threshold and exposed pletely packaged— 
hook. ready to use. 


hung windows. Com- 














HANDY PACKAGED SETS \77'', Ready to hand your customer—Ready to Use! 
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WEATHER STRIP 



























The “ORIGINAL” coil metal 
and felt weatherstrip 


Works perfectly on windows, 
storm sash or doors. Made of 
wool felt and white metal. In- 
dividual carton contains one 18 ft. 
roll with nails and instructions. 
Packed 12 cartons in free dis- 
play case. 







ite 











ORDER DIRECT ne 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 











KING-SIZI 









TV TRAY TABLES 


HOLD A FULL MEAL! 


Those who already own snack-size 

trays make your best customers for these 
new Kinc-Size. They really appreciate 
the bigger 2034”x 16” trays, the lower 
edging for full use of tray area. Black or 
aluminum legs. Choice of patterns. 

Tap the Krnc-Size profits in these new 
Kinc-Size tray tables. Call your jobber now 
; for a sample order. (Free Window 
Banner and Mats available.) 
















each 
(Item No. 450) 


FAIR TRADE RETAIL PR 


)5% set of 4 
with rack 
(Item No. 45) 


FAIR TRADE RETAIL PRICE 


IDEAL 
CHRISTMAS 
MERCHANDISE 
gil. tet 


S* Guaranteed by * 
Good Housekeeping 









Roomy 


Study Table 


P _* Better 


» Bar-B-Q’s 


Cc A L = DA K Manufacturers of work-saving quality housewares 
Colton, California ° La Porte, Indiana 


e 
é 
Hostess Laundry 
t 
Carts TV Trays Carts rm 
its 
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Karel, 8 South Dearborn St., Chi 
cago 3. 


Industrial Supply Convention, Apri) 
17-20, at Cleveland, Ohio. Spo, 
sored by the American Supply ¢ 
Machinery Mfrs. Assn., W. § 
Thomas, Hunter-Thomas  Associ- 
ates, Keith Bldg., Cleveland, busi. 
ness manager; the National Indus. 
trial Distributors Assn., 1900 Arch 
St., Philadelphia, H. R. Rinehart, 
executive secretary; the Southern 
Industrial Distributors’ Assn., 712 
Volunteer Bldg., Atlanta, Ga., EF 
L. Pugh, secretary-treasurer. 


National Fishing Tackle Show, Aug 
7-12, at the Conrad Hilton Hotel, 
Chicago. 


National Housewares & Home Appii- 
ance Show, Jan. 13-20, at the Navy 
Pier, Chicago, and July 11-15, at 
Convention Hall in Atlantic City, 
N. J. Sponsored by the National 
Housewares Manufacturers Assn. 


1140 Merchandise Mart, Chicago 
54, A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indian- 
apolis, Ind. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2. G. Marvin 
Shutt, secretary. 


Toy Fair, March 7-16 at the McAlpi: 
and New Yorker Hotels and in per- 
manent manufacturers’ showrooms 
at 200 Fifth Ave., 1107 Broadway 
and other nearby locations. Spon- 
sored by Toy Manufacturers of 
U. S. A., Inc., 200 Fifth Ave., New 
York City. 


Regional Events 


Ace Annual Convention, Jan. 2°-2%, 
at Conrad Hilton Hotel, Chicago 
Convention manager, Arthur Kraus- 
man. 


American Hardware Supply Co. Mer- 
chandise Fair and _ Stockholders’ 
Meeting, Jan. 31-Feb. 1, at com- 
pany headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 


American Supply & Machinery \frs. 
Assn., Inc., regional meeting, |"eb. 
28-March 1 at Philadelphia, !’a 
Hunter-Thomas Associates, 2130 
Keith Bldg., business manager for 
the Association. 


Cotter & Co. annual stockholders’ and 
dealer meeting and merchandise 


1954 
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Presto- retest pressure cooker advance in 15 years! 
; \ 






NEW 
PRESSURE-TRU 
INDICATOR 













NEW 
AUTOMATIC 
AIR VENT ~ 















New 
Presto 
Cooker 


SALES-MAKING NEWS FROM Presto— 

WORLD LEADER IN PRESSURE COOKER SALES! 

For the first time, Presto Cookers put pressure cooking 
in the “‘push-button’’ age of modern cookery! Ameri- 
can women have been asking for it! Now Presto has 
it for you to sell! 

IN NATIONAL MAGAZINES...IN GIANT NEWS- 












NEW AUTOMATIC © 
AIR VENT 
Releases the air 
from the cooker 


NEW PRESSURE-TRU NEW COOKING 
INDICATOR GUIDE 

Releases excess it's on the handle. 

steam, tells when to Gives the correct 


automatically! Re- turn down heat and timing for most PAPER SUPPLEMENT ADS... Presto will tell your cus- 
teins procsursanty- when to open cook- popular dishes. A tomers—‘‘Look how easy it is to pressure cook now!”’ 
a No more er! = sense sell-on-sight fea- GET READY TO RIDE NEW HIGHS 

watching or guess- accuratery through- Wwre—new and en- IN PRESTO COOKER SALES. CALL $1495 
work withe Presto! = out cookingperiod. ——clusivel YOUR DISTRIBUTOR TODAY OR ‘fom 13 


WRITE PRESTO! Fair Trade List 

el oe 
NEW Presto ay 

COOKER/FRYER 


America’s Most 
Exciting New Appliances! 
Sell both cooker and 


DEEP nw iT O deep fryer customers 


“4 om easier because you sell 
all-purpose - real beauty, too! Cooks, 
cooking! deep fries, roasts, 
steams, braises, bakes. 


Every automatic fea- $2895 


ture. Silversmith finish. Fair Trade List—Fed. Tax Incl. 












Fair Trade List—Fed. Tax Inct Complete with cover and aluminum fry,-basket 


Complete with cover 
NEW Presto AUTOMATIC ELECTRIC SKILLET 

A new record-smashing sellout! Fries, stews, braises, 

bakes, chafes, casseroles. Exclusive Stickproof in- 

terior ends dunking in water! Silversmith finish. 





Presto VAPOR STEAM & DRY 
IRON WITH EXCLUSIVE 
SCORCH PREVENTER! 
Scorch Preventer signals 
when Presto reaches exact 
ironing heat for every fab- ONLY 
ric. No other iron has it! 

$|795 


It’s packed with easy-to- 
Fair Trade List—Fed. Tax Incl. 


Presto 





Presto america's most 
BEAUTIFUL AUTOMATIC COFFEE 
MAKER! Exclusive Thermatrol 
-makes perfect coffee twice as 
fast! Has Exclusive Lock-Tite 
Cover Unit—Coffee Basket 
lifts out in one unit with cool- 
handled cover. 
Silversmith $9995 


Fair Trade List 
finish. 





Fed. Tax Incl NATIONAL PRESTO INDUSTRIES, INC. + EAU CLAIRE, WISCONSIN 
BEST STYLED...BEST PROMOTED LINE...NATIONALLY ADVERTISED TO HELP YOU SELL! 
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/ MECHANICS TOOL CHESTS 
/ UTILITY CHESTS 

/ FISHING TACKLE BOXES 
/ CASH & SECURITY BOXES 
/ PERSONAL FILE CHESTS 
/ UTILITY CABINETS , 
/ SPECIAL CHESTS & BOXES 


It's a fact!.. . UNION is headquarters 
for the most complete line of all-steel 
chests available today . . . in sizes and 
styles priced to meet all customer re- 
quirements. So why not call UNION 
once and for all! 

for compl cat- 
JOBBERS pe o> Bese gstectho al 
DEALERS 












Tool Chests and Tackle 
Boxes. 


N eal UNION STEEL CHEST CORP. 


LE ROY, BREW Youre 










YOU MAKE MONEY with new, Hall-Wessel hard- 
ware conveniences! Precision made, beautifully fin- 
ished, super-strong. Wide variety of fast-turnover 
utilities—in brass, chrome, bright zinc, cadmium or 
ebony. Customers choose H-W specialties for ex- 
ceptional impact and tensile strength. Attractively, 


HALL-WESSEL 
COMPANY 

919-931 North Sth St. 

Philadelphia 23, Pa. 


tn Canada 
GEO. 8: HALL 4&CO. 
25 Grenville St. 


events, | Sturdily packaged for easy storage, easy handling, 
WALL & REIS, INC. easy identification. TODAY—write for catalog and 
roadway 


New York6, N-y, "ame of nearest jobber 


Worth asking for... by NAME Gea serdar Specialties 
(2 oF PAG i= fA p7e= w/23 





show, Feb. 13-15 at company head. 
quarters, 365 E. Illinois St., Chi- 
cago 11. 


Gift Shows—New York, Feb. 21-25, 
at the Hotel Statler. George F. 
Little Management, 220 Fifth Ave., 
New York 1; Philadelphia, March 
27-30. Under George F. Little Man- 
agement, 220 Fifth Ave., New York 
. &. TF. 


Hibbard, Spencer, Bartlett & Co. — 
Auburn and True Value Associate 
Dealers’ 2nd annual merchandise 
convention, Feb. 21-23, at company 
offices, 2201 W. Howard St., Evans- 
ton, Ill. 


Janney Dealer Show and meeting, 
Jan. 10-12, at the Calhoun Beach 
Hotel, Minneapolis, Minn. Sponsored 
by Janney, Semple, Hill & Co., 22-26 
Second St., So. Minneapolis. 


Pacific Northwest China, Glass, Gift, 
Jewelry, Stationery, Toy and House- 
wares Show, Feb. 20-24, at Audi- 
torium Olympic and New Washing- 
ton Hotel, and Terminal Sales Bldg., 
Seattle, Wash. 


Portland China, Glass, Gift Jewelry, 
Stationery, Toy and Housewares 
Show, Feb. 13-16, at Auditorium 
and Plaza Hotel, Portland, Ore. 


Southern Industrial Distributors As- 
sociation, regional meeting, Jan. 
12-14 at the Edgewater Gulf Hotel, 
Biloxi, Miss. E. L. Pugh, 208 Peach- 
tree Arcade, Atlanta, Ga.,_ is 
secretary-treasurer of the Associ- 
ation. 


Texas Wholesale Hardware Assn. an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
18 at Fort Worth, Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Western China, Glass, Gift, Jewelry, 
Toy, Stationery and Housewares 
Show, Feb. 3-6, at Auditorium, Pal- 
ace, St. Francis, and Drake Hotels, 
San Francisco. 


State Events 


Alabama Retail Hardware Assn., 
March 1-3 at Birmingham. Exhibit 
and convention headquarters at Tut- 
wiler Hotel. Secretary, Morris 
Jones, 409 N. 23rd St., Birmingham. 


Arkansas Retail Hardware Assn., Feb. 
13-14 at Little Rock, Ark. Exhibit 
at Robinson Auditorium. Convention 
headquarters, Marion Hotel, Secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


California Retail Hardware Assn., 
Feb. 13-16 at San Francisco. Ex- 
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hibit and convention headquarters, 
Fairmont Hotel. Secretary, Krueger 
B. Jacobsen, 13855 Market St., San 
Francisco 3. 


Carolinas, Hardware Assn. of, Feb. 
22-24 at Charlotte, N. C. Exhibit at 
Radio Center. Convention headquar- 
ters, Charlotte Hotel. Secretary, 
D. W. Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., Feb. 9 
at Hartford. No Exhibit. Conven- 
tion headquarters, Statler Hotel. 
Secretary, Ned Russell, Harris 
Hardware, Southport, Conn. 


Florida Retail Hardware Assn., joint 
convention with the Georgia Retail 
Hardware Assn., March 6-8 at At- 
lanta, Ga. Exhibit and convention 
headquarters, Baltimore Hotel. Ex- 
ecutive manager for both associa- 
tions, W. W. Howell, P. O. Box 183, 
Waycross, Ga. 


illinois Retail Hardware Assn., March 
8-10 at Chicago. Exhibit and con- 
vention headquarters at Morrison 
Hotel. Secretary, W. F. Ewert, 1194 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
25-27 at Indianapolis. Exhibit at 
Murat Temple. Convention head- 
quarters, Lincoln Hotel. Secretary, 
W. J. Sheely, 964 No. Pennsylvania 
St., Indianapolis 4. 


Intermountain Assn., Jan. 23-25 at 
Salt Lake City, Utah. Exhibit and 
convention headquarters at Hotel 
Utah. Secretary, Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


lowa Retail Hardware Assn., Feb. 
8-11 at Des Moines. Exhibit at Iowa 
Exhibit Bldg., State Fairgrounds. 
Convention headquarters, Savery 
Hotel. Secretary, Philip R. Jacob- 
son, Mason City, Iowa. 


Kentucky Retail Hardware Assn., Jan. 
31-Feb. 2 at Louisville. Exhibit and 
convention headquarters, Kentucky 
Hotel. Secretary, Edward Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn. con- 
vention, Feb. 6-7, at Alexandria. No 
Exhibit. Hotel headquarters, David 
O. Mansfield, P. O. Box 1696, Jack- 
son, Miss. 


Michigan Retail Hardware Assn., Feb. 
15-17 at Detroit. Exhibit at Masonic 
Temple, Convention headquarters, 
Statler Hotel. Secretary, Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Michigan Hardware Employees Sales 
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Greenlee Chisels 
make lasting 
customers for you! 


ee 
CU er SS re 





When you sell a Greenes chisel, you are 
selling the means to fine workmanship and 
sure satisfaction. Each Greenves chisel is of 
highest quality . . . carefully balanced 
blade is selected tool steel that long retains 
its fine-cutting edge. Attractive green 
plastic handle provides comfortable, sure 
grip. Available in Socket Butt, Socket 
Firmer, and Tang Butt types. Sell them in 
sets shown below for extra volume! Stocked 


by leading wholesalers. Write for 


complete information. 





Sets of six or nine 


Sets of four GREEN- 
LEE chisels in hard- 
wood cases. 


Sets of three chisels 
in metal-edge fibre chisels in attractive 
plastic rolls. 


board boxes. 


= 
GREENLEE 








GREENLEE TOOL CO., 1811 Herbert Ave., Rockford, Illinols 
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Individually 
in 
brilliantly 


New 
UF KIN 








BANNER 
LONG STEEL TAPE 


Durable snow white finish and bold jet 
black markings protected by a clear abra- 
sion resistant plastic. 3%” line made of 
bonderized, tempered steel. Line gradu- 
ated to 8ths, with feet and inches marked 
every inch. Replaceable line with choice 
of plain ring or folding hook ring. Rugged 
welded steel case covered in tough attrac- 
tive maroon vinyl. Rewind handle folds 


flat, opens easily. ' 





FREE ATTRACTIVE LOW PRICES 
MEAN MORE IMPULSE SALES 
Each Banner comes Plain Hook 











inc strong, handy, Ring Ring Length Price 
clear plastic re- W220 HW220 25 ft. $3.50 
W223 HW223 50 ft. $4.50 
usable box — a 
b ‘ W225 HW225 75 ft. $5.50 
alg peste W226 = HW226Ss«*100 ft $6.50 
ers will welcome. 
327 


THE LUFKIN RULE COMPANY, SAGINAW, MICHIGAN 
. 132-138 Lafayette St., New York City Barrie, Ontario 
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Study Course., Jan. 25-27 at the 
University of Michigan, Ann Arbor. 
Sponsored by the Michigan Retail 
Hardware Assn., 1916 Michigan Na. 
tional Tower, Lansing. 


Minnesota Retail Hardware Assn, 
Jan. 25-27 at Minneapolis. Exhibit 
at the Auditorium. Convention head- 
quarters, Curtis Hotel. Secretary 
C. J. Christopher, 2110 Nicollet 
Ave., Minneapolis 4. 


Mississippi Retail Hardware Assn., 
convention and exhibit, Feb. 27-28, 
at the Hotel Heidelberg, Jackson 
Secretary, David O. Mansfield, P.O 
Box 1696, Jackson. 


Missouri Retail Hardware  Assn., 
March 8-10 at St. Louis. Convention 
and exhibit at Jefferson Hotel 
Secretary, Harry Scherer, 812 
Olive St., St. Louis. 


Mountain States Hardware & Imple 
ment Assn., Jan. 25-27 at Denver 
No exhibit. Convention headquar 
ters, Cosmopolitan Hotel. Secre- 
tary, Francis W. Reich, 1233 Spruce 
St., Boulder, Colo. 


Nebraska Retail Hardware  Assn., 
Feb. 15-17 at Omaha. Exhibit at 
Municipal Auditorium. Convention 


headquarters, Fontenelle Hotel. Sec- 
retary, C. A. McCoy, 325 Insurance 
Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., Feb. 21-23 at Boston, Mass. 
Exhibit and convention headquar- 
ters at Statler Hotel. Secretary, 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16. 


New York State Retail Hardware 
Assn., Feb. 14-16 at Syracuse. Ex- 
hibit at Auditorium. Convention 
headquarters, Syracuse Hotel. Sec 
retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


North Coast Retail Hardware Assn., 
Jan. 30-Feb. 1 at Seattle, Wash. 
Exhibit at Senator Auditorium. 
Convention headquarters, Olympic 
Hotel. Secretary, Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


North Dakota Retail Hardware Assn., 
Jan. 18-19 at Fargo. Exhibit at 
Crystal-Avalon Ballrooms. Conven- 
tion headquarters, Graver Hotel. 
Secretary, Miss E. J. M’Grann, 
54% Broadway, Fargo. 


Ohio Hardware Assn., Feb. 7-9 at 
Cleveland. Exhibit, Public Audi- 
torium. Convention headquarters, 
Statler Hotel. Secretary, John B 
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Conklin, 198 So. High St., Colum- 
bus 15. 


Oklahoma Hardware & Implement 
Assn., Feb. 8-10 at Oklahoma City. 
Exhibit, Municipal Auditorium. Con- 
vention headquarters, Skirvin Ho- 
tel. Secretary, Aaron Gritzmaker, 
515 Midwest Bldg., Oklahoma City. 


Pacific Southwest Hardware Assn., 
Feb. 22-24 at Long Beach, Calif. 
Exhibit at Auditorium. Convention 
headquarters, Wilton Hotel. Secre- 
tary, Otto H. Grigg, 416 W. 8th St., 
Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn., Jan. 10-12 at Phil- 
adelphia. Exhibit at Convention 
Hall. Convention headquarters, 
Bellevue-Stratford Hotel. Secre- 
tary, Leslie W. Jenness, 1616 .Wal- 
nut St., Philadelphia 3. 


South Dakota Retail] Hardware Assn., 
March 29-31 at Sioux Falls. Ex- 
hibit, Coliseum. Convention head- 
quarters, Cataract Hotel. Secre- 
tary, O. R. Baily, 1300 So. Jeffer- 
son Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
Feb. 20-22 at Chattanooga. Meet- 
ings and exhibit at Lookout Moun- 
tain Hotel. Secretary, Morris Jones, 
P. O. Box 784, Nashville. 


Texas Hardware & Implement Assn., 
Jan. 31-Feb. 2 at Dallas. Exhibit, 
Baker Hotel. Convention headquar- 
ters, Baker and Adolphus Hotels. 
Secretary, Ray M. Souder, 822-823 
Texas Bank Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn., Feb. 7-8, at Amarillo. Tex. 
Convention and exhibit at Herring 
Hotel, Amarillo. Secretary, M. D. 
Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn., 
March 6-8 at Roanoke. Exhibit at 
American Legion Auditorium. Con- 
vention headquarters, Roanoke Ho- 
tel. Secretary, G. T. Omohundro, 
Jr., Scottsville. 


West Virginia Hardware Assn., Feb. 
22-24 at Clarksburg. Convention and 
exhibit at Stonewall Jackson Hotel. 
Secretary, James C. Fielding, 1628 
McClung St., Charleston 1, W. Va. 


Western Retail Implement & Hard- 
ware Assn., Jan. 17-19 at Kansas 
City, Mo., Exhibit at Auditorium. 
Convention headquarters, President 
Hotel. Secretary, W. J. Shaw, 3915 
Main St., Kansas City 2, Mo. 


Wisconsin Retail Hardware Assn., 
Feb. 1-3 at Milwaukee. Exhibit at 
Auditorium. Convention headquar- 
ters, Schroeder Hotel. Secretary, 
H. A. Lewis, Stevens Point, Wis. 
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New HEAVY DUTY TAPE RULE 
| Nowin 12’ and 10’ lengths with 
16” centers indicated 


UFKRIN Weise 









DESIGNED FOR SALES 


PACKAGED FOR SALES 





yurer 


SALES 


PRICED FOR 


10 ft. — W9310 — $2.39 12 ft. —W9312 — $2.89 
Replacement Blades Available 
The SUPER MEZURALL is also available with the famous 
CHROME-CLAD line: 10 ft. — C9310; 12 ft. — C9312 


UF KIN 


SAGINAW, MICHIGAN 
- BARRIE, ONTARIO 


THE LUFKIN RULE COMPANY @ 
132-130 LAFAYETTE ST., NEW YORK CITY 
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WHAT’S NEW 





@ For more information on these products and services 
use free post card on page 187. 


(Continued from page 13) 


chip-proof and scrubable. May be 
brushed or sprayed. As an intro- 
ductory offer, metal merchandiser 
is available at no extra cost. Oc- 
cupies 44% sq ft of floor space. 
Kyanize Paints, Inc. 

For more data circle No. 9 on postcard, p. 187 


Electric Heating Pads 


New line of electric heating pads 
includes the MHandi-Pad  (illus- 
trated) with three-speed warmth, 
finger-touch control and washable 
cover. Comes in Dresden blue in a 
“hot-water bottle” size. Suggested 
retail price is $4.95. A larger model, 
PS9A5, in flamingo red, has a sug- 
gested retail price of $5.95. A com- 
pletely waterproof model with col- 
ored pushbutton control is 12x15 
in., comes in garden green. Sug- 
gested retail price is $7.95. Deluxe 
illuminated pushbutton model, com- 
pletely waterproof with a zippered 


terry cloth cover, 12x15 in., is avail- 
able in Dresden blue, flamingo red 
and turquoise. Suggested retail 
price is $8.95. General Electric Co. 


For more data circle No. 10 on postcard, p. 187 


Fishing Line 

Fishing line has now been added 
to company’s reel and tackle box 
wares. Included are baitcasting, 
trolling, spinning, fly fishing, and 
squidding lines made of processed 


Dacron, braided nylon, nylon mono- 
filament and linen. Ocean City Mfg. 
Co. 


For more data circle No. 11 on postcard, p. 187 


Twisted Nylon Cord 


New twisted nylon cord is more 
than four times stronger than cot- 
ton mason’s line. Cord is easy to 
keep clean, doesn’t absorb moisture, 
dirt, mortar or mud. Sizes 18 and 
21 on 100 ft spools packed in coun- 
ter display boxes. Size 18 and 21 
also supplied in %4, %, and 1 lb 
tubes. King Cotton Cordage. 

For more data circle No. 12 on postcard, p. 187 


Picnic Jug Lines 


Two new lines of vermiculite-in- 
sulated picnic jugs are the Carni- 
val, top line, and custom Bonnie, 
lower line. Carnival line consists of 
one and two-gal jugs with faucet, 
and a one-gal jug with pour spout. 
Bonnie line consists of three jugs 
with same capacity as Carnival 


line, but with a green plaid design 
and forest green trim. Bonnie jugs 
have white porcelain enamel liners. 
Columbian Enameling and Stamp- 
ing Co. 


For more data circle No, 13 on postcard, p. 187 


Wood Finish Line 


New line of wood finishes is 
available in naturalwood, frost- 
wood, peachwood, limewood, san- 
dalwood, redwood, blondewood, and 
driftwood shades. Excellent for 
use on floors, cabinets, furniture, 
woodwork and wall paneling. May 
be used on all types of wood, ply- 
wood and veneers. Paint Products 
Corp. 


For more data circle No. 14 on postcard, p. 187 


Electric Outdoor Candles 


No. 620 Outdoor Candles are 44 
in. overall height, and are com- 
pletely weatherproof. Molded white 


bases and red candles are topped 
with a wax-like drip and orange 
flame-shaped bulb. List price $11 
a pair. Royal Electric Co., Inc. 

For more data circle No. 15 on postcard, p. 187 


Automatic Lawn Sprinkler 
sprinkler, the 
Kees Krawler, equipped with two 
nozzles, creeps along the lawn un- 
der its own power, using the hose 
as a track. Can be set to throw 


Automatic lawn 
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ndles 


“| Gingle Bore’ 


Heres why: 


, 
easy to install i @ Installs in minutes—there’s only one hole to 


bore. , 
easy on your pocketbook 
Strike mounts on surface of door jamb—no 
mortise required. 


CAT. No. 1100 ; Door edge easily planed after installation 
WITH STRAIGHT because there is no protruding latch bolt 
SHANK . 

SEAMLESS 
KNOB 





“Soft touch” yielding strike, locks door 
securely. 





» topped 3 ' 
orange : - | Specially suited for use with door closer. 


ice $11 0 eh ; 
vice 9 Exterior parts are solid brass. 
, 180. CAT. No. 1101 WS 


WITH FRENCH SHANK KNOB— 


4 j 
rard, p. 187 ; . ial : ‘nee 
ALSO AVAILABLE IN | t\ Interior parts steel—no die castings. 

ue 








ANODIZED ALUMINUM 


rinkler Locks securely from inside at touch of a 

ler, the fingertip. 

wae 6h DEXTER LOCK COMPANY 

awn un- @ Fits doors 54” to 134” thick with no adjustment. 
the hose GRAND RAPIDS * MICHIGAN 

o throw A SUBSIDIARY OF NATIONAL BRASS COMPANY @ Dexter Single Bore is Lifetime Guaranteed. 


In Canada. Dexter Lock Canada Lid., Guelph, Ontario 
1 1954 In Mexico: Dexter Locks, Plata Elegante, S A. de -C. V., Monterrey, Nuevo Leon 
. MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS 








WHAT'S NEW 














either a fine spray or a heavier 
stream of water. Standard model 
will cover’ an area 40 to 50 ft in 
diameter; heavy duty model, 50 to 
60 ft. Either model can be set to 
travel at a fast speed of 40 ft per 
hour or a slow speed of 20 ft per 
hour. Each sprinkler, individually 
boxed, is completely assembled ex- 
cept for nozzle arms. Wrench for 
assembling arms and for changing 
nozzles is included in package, with 
an extra set of nozzles. Available 
as optional equipment is an auto- 
matic shut-off which turns off 
sprinkler at any desired spot. F. D. 
Kees Mfg. Co. 


For more data circle No. 16 on postcard, p. 187 


Boilmaster Trav-ler Kit 


Ameco Boilmaster Trav-ler Kit 
provides the necessary equipment 
to prepare quick, hot, instant 
meals. Fitted into the water-repel- 
lent, scotch plaid zipper bag is the 
Boilmaster, which heats, cooks or 
boils foods in a few seconds; cups 
and saucers; spoons; instant coffee, 
and instant soup. The Boilmaster 
has thermos - type construction 
which keeps contents hot, is made 





186 


of polished aluminum, has a four- 
cup capacity, and has automatic 
cut-off. Kit retails for $14.95 com- 
plete; Boilmaster without kit re- 
tails for $9.95. American Electrical 
Appliances Corp. 


For more data circle No. 17 on postcard, p. 187 


21 Inch Reel Lawn Mower 


This 21 in. de luxe, five-blade 
reel lawn mower is one of the 19 
models in the new Penn Acco line. 
Has redesigned positive action 
clutch and a safety chain and belt 
guard which permit easy inspec- 





tion and lubrication. Also has an 
integral carburetor and gas tank, 
and a rewind starter that’s easy to 
use. Other models in the new line 
include three new rotary mowers: 
an 18 in. and a 20 in. gasoline unit, 
and an 18 in. electric unit. Penn- 
sylvania Lawn Mower Div., Ameri- 
can Chain & Cable Co. 


For more data circle No. 18 on posteard, p. 187 


Insecticide Sprayer 

New insecticide sprayer, Sprayer 
Kane, covers all parts of a plant 
from ground level to 10 ft high. 
Right angle turn at tip of wand 
enables operator to spray the un- 
derside of leaves without stooping. 
Transparent plastic tube holds %% 
gal of spray solution, enough for 
most flower or vegetable gardens. 
Weight of sprayer rests on the 
ground when spraying. Pump is at 
bottom of tube with its piston shaft 
protruding from lower end. Spray- 
er handles insecticides, fungicides, 
liquid fertilizer for foliar feeding, 
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SPRAYER KANE 





weed killers, or any other type of 
spray. Cores packed four to a dis- 


play carton. Donaldson Co. 
For more data circle No. 19 on postcard, p. 187 


Lineman's Plier 

New lineman’s plier is designed 
especially for easy cutting of in- 
sulated and hard drawn bare wire. 
High leverage is provided without 
extra hinging, thereby eliminating 
the need for widespread width of 
the handles. Tool also serves as a 
regular side-cutting plier. Plier 
measures about 9 in. overall and 
opens to accommodate #2 weather- 
proof hand-drawn solid copper wire. 
It will also cut A.C.S.R. Forged of 


high-grade tool steel, plier comes 
in standard model. No. 213-9 (il- 
lustrated), and No. 213-9NE, with 
streamlined head. Mathias Klein & 


Sons. 
For more data circle No. 20 on postcard, p. 187 


Hockey Skates 

Line of men’s hockey skates fea- 
tures Sheffield steel hockey blades. 
They are spring tempered to with- 
stand rugged use, nickel plated and 
brightly polished. No. 0500 hockey 
skate (illustrated) is made from 
black top grain elk tanned leather 

(Continued on page 190) 


11, 1954 











{|| 





Plec 


Box 





r type of 
to a dis- 
0. 

feard, p. 187 


designed 
gy of in- 
ire wire. 
without 
ninating 
vidth of 
ves as a 
r. Plier 
rall and 
veather- 
er wire. 
rged of 


= 
i 


comes 
-9 (il- 
1, With 
lein & 


d, p. 187 







































































































































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 





















































-——_———- - 4 








aa Pos,card v 
|] 

1 2 

16 17 

31 32 

46 47 

61 62 

76 77 


71 


92 





alid ® 
Wid 





CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 























BUSINESS REPLY CARD 
No postage necessary if mailed jn the United State 
POSTAGE WiLL BE PAID BY 
HARDWARE AGE 
Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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@ Each issue brings you dozens of descriptions of new products, new dis- 


@ When you want more free information on any of these products, simply 


@ Drop the post card in the mail box. No postage is needed. You will 


@ Be sure to give your full name and address on the post card. Print or type i 


Here is Your Quick Check Card 


What it is... How it works 


plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


mark a circle around the same number on the post card as appears I | 
under the individual item description. ! 





quickly receive, free, complete details on the product from the manufac- | i |] 
turer. You may circle as many items as you wish. Separate information 1 | 


will be sent you on each item. 
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| SLIDING DOOR HARDWARE 


Exclusively for interiors 


In the home, when precious slumber should be undisturbed, 
you can be assured of hushed quiet in the operation of sliding 
closet doors equipped with this hardware. This innovation 
in swift, quiet and efficient sliding door action is the most 
advanced step in modern hardware design for the office or 

















factory as well as the home. 






Your trade will appreciate the many exclusive features of 
these new products. Hangers are made in single and tandem 
wheel styles with special adjustment features and fit every 







thickness of door. 
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No. 182 Sliding Door Hanger No. 185 Sliding Door Hanger 



















sm Large Nylon wheels 1% inches in diameter carry the door-load 
eran INNEH 
I mel with ease and fewer revolutions in operation. Wheels have solid 
UU i rivet axle and all hardware is zinc plated. Track is 16-gauge Steel 
eine Hot Galvanized and fits all doors, regardless of thickness. Furn- 
ished in 44, 56, 60 and 68 inch lengths. 


ORDER YOUR SUPPLY NOW—THE DEMAND IS SENSATIONAL! 
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,..t0 sell 


ANCHOR 
snaps! 


Why? Look at the market you have! 
Hardly a customer comes into your 
store who hasn't some use for ANCHOR 
SNAPS. They’re handy wherever 
rope, leather, or chain needs a quick- 
hitching device. Hundreds of uses 
on farms, ranches, on boats, and in 
the home. They even use ’em as 
belt attachments for key chains! 


Display Box No. 1 contains the most 
popular swivel and open-eye sizes. 
Just give them a prominent spot 
on your counter, and your selling job 
is done. Order from your jobber today. 


Display Box No. 1 contains: 


2 doz., ¥"’, No. 5037 Open Swivel Eye Snaps 
2 doz., Ya’, No. 437 Swivel Eye Snaps 

1 doz., 48", No. 221 Open Eye Snaps 

1 doz., Ye’, No. 225 Swivel Eye Snaps 


NORTH & JUDD 


MANUFACTURING COMPANY 


NEW BRITAIN CONNECTICUT 
El), 


Ang: 
MAKERS CF ANCHOR BRAND HARDWARE PRODUCTS 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 187. 


(Continued from page 186) 





tan 


with strap, facings, tip and 


| patch. Has steel arch supporting 
| shanks, hard box toe, felt padded 


tongue reinforced web instep, felt 
sock lining and strong supporting 
strap. Also in line is the No. 800 
professional style hockey skate 
with tendon guard, elk tanned 
leather shoes, rubber padded Form- 
fit tongue and steel shanks. Boston 
Athletic Shoe Co. 


For more data circle No. 21 on postcard, p. 187 


Lawn Sprinklers 


Allenco 


1955 sprinkler line in- 
cludes the Parkside (illustrated) 
with complete adjustment for 


stream to mist, large to small circle, 
odd-shaped pattern square. 
Round base, which facilitates mov- 
ing from any direction without 
turning off sprinkler or marking 
lawn, is part of all sprinklers in 
line. Other models are the Subur- 
ban, listing at $9.95; the Cloak- 
rack; and the Anaconda, a three- 
arm unit listing at $3.50. W. D. 
Allen Mfg. Co. 


For more data circle No. 22 on postcard, p. 187 


or 
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Electric Paint Remover 
Improved electric paint removing 
tool utilizes metal enclosed hot heat 
tube element which heats tool in 
90 seconds. Super Powermat model 
also has new scraping blade at the 
front end, eliminating the black 
blade used in previous models. Op- 
erating on any 110-120 volt AC or 
DC outlet, the tool softens paint in 





seconds and removes up to 12 lay- 
ers of old paint or enamel. De 
signed for use on interior or ex- 
terior woodwork, unit lists at 
$11.95. Shepherd Machine & Die 
Co. 


For more data circle No. 23 on postcard, p. 187 


Serrated Slicing Blade 

Serrated blade is now available 
with home food slicing machine 
Increases cutting efficiency 
of slicers up to 75 per cent using 
plain edged blades and 
never needs sharpening. Machines 
will now be available with serrated 
blade or conventional blades. Ser- 
rated blade lists for $1.00 addi- 
tional. National Food Slicing Ma- 
chine Co. 


line. 


circular 


For more data circle No. 24 on postcard, p. 187 


Steel Root Fence 

No-See root fence bars shrub, 
tree, hedge and vine roots from 
robbing flower beds and gardens of 
valuable plant food and moisture. 
Forms an impenetrable 12-in. deep 
steel barrier between shrub roots 
and cultivated areas. Can be in- 
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Meet your new saleswoman 























She’s working for you in 


2 ne ) 
Vick led 


SoMETHING NEw, entirely new in Christmas merchan- 
dising ideas is ready to help you pile up extra sales this 
Christmas season! 

It’s Rid-Jid’s unique ‘“‘Approved by Mrs. SantaClaus’”’ 
campaign featuring the bright, 4-color sticker shown 
above (actual size: 9” x 12”) plus smartly planned adver- 
tising in leading national magazines that will reach your 
best customers just at the time they’re in the mood to 
shop for Christmas gifts. 

Women the country over have indicated their over- 
whelming preference for the Rid-Jid Knee Room table. 
You can be sure they'll be casting plenty of hints just 
before Christmas to make sure this haridsome table pops 
up under the tree complete with a Rid-Jid Air-Flow pad 
and cover set. With Mrs. Santa Claus working on your 
sales force, the 1954 season should see you selling more 
Rid-Jid Knee Rooms and Air-Flow pad and cover sets 


They all want 
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MY IRONING 
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THE J. R. CLARK COMPANY 


SPRING PARK, MINNESOTA 
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Another wonderful gift idea... 


Ridjid ALUMINUM 
STEP STOOL 





; 
} 
Handymen as well as housewives will appreciate ; 
this one! Featherweight aluminum construction. Dozens 
 Koom 
| Kite RONING TABLE of household uses. Sturdy side rails for extra safety 
i ystABLe ALL sTEeet ! t ... plus rubber feet. Folds compactly. Individually 
{ ape. * : packed in fast-selling display carton. 
| } 
— ~ e | 
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Koop ahead of competition! 





SELL 


the complete line of 


Maa 


GAS HEATERS 










8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 


23 Unvented Heaters 
10,000 BTU to 50,000 BTU 
All AGA approved for 
natural, liquefied and 






manufactured qases. 











Write your jobber or direct ~ 
for complete catalog. -+; Over 
{ 49 years 
stove 
experience 









Due to 
REDUCED the wholesale prices on two of our leading 
Alumafold table models Now, in time for pre-Christmas 


increased production and demand we have 


selling. Same big profits plus bigger volume potential 
with ‘'‘lower-than-competition retail prices! 

MODEL A — (24 «60 ) — NOW $20.95 S ggestec Retai! 
MODEL E — (30 «60 —_ NOW $24.95 Suggested Reta 


Extra Value Means Extra Sales! 


ALSO... AMERICA’S LARGEST 
Prices reduced on all 3 & MOST COMPLETE 
TRELL-LOCK aluminum LINE OF ALUMINUM 
garden trellis models FOLDING TABLES. 


ALUMAFOLD the original folding aluminum table 


P. B. R. manufacturing co. 
H & LUZERNE STREETS + PHILA. 24, PA. 








WHAT’S NEW 








stalled when shrubs are planted or 
after they have atttained full 
growth. Fence is made of hot- 
dipped galvanized, corrugated steel 
that lasts a lifetime. Corrugated 
design permits the material to ex- 
pand and contract with soil freez- 
ing and thawing. Fence is packed 
50 ft in self-service display carton. 
Package of 25 sections (50 ft) lists 
for $19.95; 2-ft section lists or 89¢. 


Keelor Steel, Inc. 
For more data circle No. 25 on postcard, p. 187 


Initialed Hand Saw 
Christmas gift suggestion is a 
D-95 hand saw on which the re- 
cipient’s initials are engraved free. 
Saw is individually packaged in a 





cellophane-wrapped, wood-grained 
box, complete with Christmas gift 
tag. Henry Disston & Sons, Inc. 


For more data circle No. 26 on postcard, p. 187 


Fishing Tackle Line 


Fishing tackle line for 1955 in- 
cludes new line of glass rods with 
65 models. Six salt water spinning 
rods have been added. Prices range 
from $3.95 for an American En- 
sign solid glass casting rod to $60 
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WHAT'S NEW 





for an Executive tubular glass fly 
rod. New reel line consists of 10 
models for spinning, casting, fly 
fishing, trolling and surf casting. 
Prices range between $4.95 and 
$14.95. Dealers are offered a spe- 
cial package which includes 20 
rods, a display stand, free sales 
helps kit, and special advertising 
allowance plan. Also available is 
Catalog No. 5854 which describes 
the 1955 line. True Temper Corp. 


For more data circle No. 27 on postcard, p. 187 


Reel Power Mower 


Lawn Patrol reel power mower 
features streamlined deck design, 
single micro-screw cutter bar ad- 
justment, laminated steel pinion 
and case hardened ring gear, dual 
clutch control, enclosed chain guard, 





and all-steel, rigid box frame con- 
struction. Both the 18-in. and 21-in. 
models have four-cycle engines with 
recoil starters. Johnston Lawn 


Mower Corp. 
For more data circle No. 28 on postcard, p. 187 


Transfer Patterns 


New transfer patterns, the first 
of their kind, may be applied to 
wood, plastic or metal with a 
household iron. Issued by McCall’s 
Magazine, each pattern will include 
a guide, with illustrated instruc- 
tions on how to lay out the pattern, 
cutting directions and assembling 
and finishing details. New line, 
which will later include printed 
patterns and decorative color trans- 
fers, consists of original contem- 
porary designs for indoor and out- 
door home accessories. For use 
with hand or power tools, most 
patterns will be priced at from 40 
to 75¢. Ten each of the first 12 
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Hardware Dealers Find Sensational 
new DISPOSABLE Mouse Trap 
guarantees REPEAT SALES 





| / 
\ / 
\ \/ 





Sanitary, DISPOSABLE, Plastic Mouse Trap 





a new trap 
...2 Mew Sale 
for every 
mouse 








Mouse can’t re- 
sist prebaited trap. 


He's dead! 
Just pick up the 


plastic tube and throw 
& in trash, 


Leading retailers and whole- 
salers picked up this item as soon as it hit national headlines on TV, 
radio, newspapers. They found it a ready seller and good repeater. 
Now SANITRAP heads for national distribution. - It’s the perfect 
mouse trap. Safe... clean . . . no moving parts. 

Sure, quick death. No odor. Prebaited. No 
need to touch the mouse. Just show it . . . and 
sell it... again and again. e 





Order from your wholesaler or write direct 


SANITRAP CORP. BRIDGETON. N. J. 


MFRS. AGENTS ... A few choice territories still available. Wire for details. 
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For Over 30 Years... 


; % EAGLE has made quality products. Whether 
it is a receptacle, switch, wall plate or fuse 


~ ++. you have them all in the EAGLE line of 
3 1400 items. 














NOT ALL FUSES ARE ALIKE! 


ave 








surprised what we b 


id be 
You wou ‘ase a manufacturing them-—— 


learned in 20 ye 
* Nevers loose shell. 
*% Always a perfect soldered joint. 


*% Completely uniform because of 


CURRENT TAPS - 
PERFECTED automatic machinery. 


* Accurate Calibration. 


THE ONLY FUSE THAT TELLS 





or THE WHOLE STORY 
"Speaks for Itself” 
CONNECTORS 





¢ 
BAD ey) 


“OK.” VANISHES 








IT SAYS “OK” 
EAGLE "O.K.” GLASS PLUG FUSE 
Cat. No. 690 
Listed by Underwriters’ Leboratories 
COST NO MORE THAN 
ORDINARY GLASS PLUG FUSES 


J 


wer 








PLASHERS = EAGLE means an organization of trained engineers, 
production experts and experienced factory em- 
ployees, quality-conscious. All EAGLE products are 
sturdily built—attractively boxed. Prices are kept 
. low by 3 modern plants that basically produce all 


materials whether plastic, screw shells or screws. 


SOLD THROUGH 
WHOLESALERS 
ONLY 









- 


EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1} NEW YORK 


(2 uot au réecideatl 


‘Perfection 


194 





| expandable 





WHAT'S NEW 








patterns with a choice of one or 
two self-service display units will 
be offered for $50. Displays are 
circular counter unit (illustrated), 
23 in. high by 17% in. wide, and 
wall unit. McCall's 
Pattern Div. 

For more data circle No. 29 on postcard, p. 187 


Axe Finish . 


New Jet Wing axe finish com- 
bines black, gold and red colors 
with polished metal. Black sharp 


| bevels contrast with the polished 
| blade. 


Handle is mahogany red. 


=" * 


Labels on head and handle have 
gold background with black and 
red lettering. All bevelled pat- 
terns are available in the new fin- 
ish. Fayette R. Plumb, Inc. 


For more data circle No. 30 on postcard, p. 187 


Folding Leg Hinge 

Folding leg hinge is easy to at- 
tach to any table, requiring only a 
drill and hand-saw to do the job. 
Threaded holes and jam nuts on 
the hinge bolts assure permanent 
adjustment without loosening. 
Hinge locks itself into place when 
legs unfold, holding legs securely 
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America’s Most Complete Line of 


LAWN EQUIPMENT 


— BIG YEAR’ROUND SALES 
— FOR BIG YEAR-END PROFITS 





"fA Power Mower 
for Every Lawn’ -q | 


XP-160 
20” Self-Propelled 
JK-50 P Trimmer 
Gas 














Lawn Scout 53 
18” Gas 







‘8: (\ 
| 

4 Botha 
A Leaf Mulcher is Available E ry as 
for Every HOMKO Rotary Mower 1a = 


as an Accessory 
LP-230 


20” Gas 
LP-430 
24” Gas 












5” Hand 
Trimmer 
Electric RC-120 





Us —" - | 
18” Trimmer 20” Remote Control ; C—o 


Electric Electric 
LS-200 20” Accessory: Sweeper Hitch (Hitch only— to be used 


with Lawn Sweeper Model LS-240) 
— 


= ~~ =_ 
sx Lawn Sweeper ——— = ™ | 
LS-240 24” ( i io ({ 7 wf 






Lawn Sweeper 






Accessory: 
Accessory: 
Cart 


Seeder and 
Spreader 





Accessory: 
Dual Wheels 


@ 


Get Complete Information on HOMKO LAWN EQUIPMENT from your Jobber Today or Write for Catalog 


Manufactured by WESTERN TOOL & STAMPING co. 


2725 SECOND AVENUE « DEPT. 13 * DES MOINES 13, IOWA 


SP-100 . 
18” Snow Plow Accessory: RR-140 30” Riding Mower 
Roller Gas 
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offering a brand in 
EVERY PRICE BRACKET 
for every need! 





AMERICA’S NO. 1 LINE—FOR OIL 
STOVES, RANGES AND HEATERS 


how p 
«7 want to tell y y+ Glaswik 


thrilled ao wit 

indler 

-_ couldn 
eren 


nge, ane 
rang eur 


REORDER the brands 
your trade demands! 


GLASWIK 
World's finest spun giass wireless wick. 


FLAMEMASTER 
The asbestos leader —more eil-carrying strands. 


BESWIK 
New solid-weave asbestos wick, competitive price. 
OTHER ASBESTOS WICKS 
Fastheat + Superheat + Thrif-t 
Tripleneat (3-wire)—new low price 
Top Notch—for Perfection stoves, heaters 


ALSO METAL-BACK RANGE BURNER SETS IN 
GLASWIK, FLAMEMASTER & THRIF-T BRANDS 


Sold Only Through Distributors 


ATLAS isco. 


NORTH WALES 7, PA. 
Mirs. of Asbestos Textiles Since 1922 

















WHAT’S NEW 








ata 7° angle. Side flanges on hinge 
give maximum support at all stress 
points. Latch is permanently riv- 
eted at the joint, and catch forms 
an integral part of the steel plate. 
This construction eliminates sway- 
ing and wobbling. Retail price is 
$5.45 for a box of four hinges and 
all screws necessary for _ installa- 
tion. Bostrom Mfg. Co. 


For more data circle No, 31 on postcard, p. 187 


AluminumTreatedTarpaulin 

New Eagle Tarpaulin is treated 
with aluminum and Elastiseal, a 
new treatment for water and rot 
resistancy. Another feature is Rope- 
In-Hem which takes strain off the 
canvas and prevents grommets from 
pulling out. H. Wenzel Tent & Duck 
Co. 


For more data circle No. 32 on postcard, p. 187 


Y4 In. Steel Tape Rule 

New |, in. steel tape rule is slim 
and light but has a scale as long, 
precise and durable as conventional 
% in. tape rules. Known as the 
Monitor Verithin 206W(6 ft) or 


208W(8 ft), the item is carded 





under a tight-fitting plastic blister 
and lists for $1.50 and $1.75, de- 
pending on length of rule. Case is 
a flush-edge heavy-chrome finished 
steel disc; markings are baked 
black on white; and a sturdy half- 
pierced tip has liberal over-hang 
for easy hook measurement. Mastey 
Rule Mfg. Co. 


For more data circle No. 33 on postcard, p. 187 


Room Air Conditioner 


New deluxe room air conditioner, 
part included in 1955 line, is de- 
signed to permit three positions of 
room projection, and may be flush 
mounted. Has ozone lamp which 
removes stale odors and sweetens 
the air; push button controls; 





fresh air intake and exhaust; lou- 
vers for draft free comfort; elec- 
trostatic dust magnet filter and 
heater for use on chilly days. All 
exterior parts are galvanized rust 
resistant metal. Gibson Refrigera- 
tor Co. 


For more data circle No. 34 on postcard, p. 187 


Self-Propelled Mower 


Self-propelled rotary lawn 
mower, with 20-in. cutting width, 
has rear-wheel drive, finger-tip 
clutch action, and a leaf-mulching 
attachment at no extra charge. 
Mower has 2 hp. lightweight 
Briggs & Stratton retrievable- 
starter four-cycle engine with ver- 
tical shaft, giving a ground speed 
of 3 m.p.h. Placement of wheels 
permits close mowing to obstruc- 
tions. There are three cutting 
heights. Steel deck has ag _ rear 
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POST 





The bandwagon’s rolling... 
better jump on now! 


Tie in today with this great 
new campaign for FIBERGLAS 
DUST-STOP AIR FILTERS. 


The profit-parade’s started! Don't let 
it pass you by! Right now our big new 
advertising campaign is telling your 
customers: 
“Throw away those dirt-clogged fur- 
nace filters! For more heat, replace 
today with new FIBERGLAS* DUST- 
STOP* FILTERS. . . the filters used 
by most furnace manufacturers!” 


This campaign is already going strong 
. in leading consumer magazines and 
on Dave Garroway’s NBC-TV show 


“TODAY.” So act fast!—get your share 
of these profits by hitching your cash 
register to this profit-wagon right now ! 
Call your Fiberglas Dust-Stop filter dis- 
tributor and order your free supply of 
money-making sales helps—window ban- 
ners, sales letters, newspaper ad mats, 
envelope stuffers, radio and TV commer- 
cials, and other material. Particularly 
important is the Jiminy Filter display 
that’s featured in all of our advertising. 
Set it up in a prominent place—he'll 
remind your customers that here's the 
place to buy. 

Remember . . . with cold weather just 
around the corner, millions of folks will 
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soon be needing new filters. Get ready 
to share these special profits today... 
before somebody else grabs them first! 


Owens-Corning Fiberglas Corp. Toledo 1, Ohio. 


OWENS-CORNING 


FIBERGLAS 





AIR FILTERS 


Fiberglas and Dust-Stop cre trade-marks (Reg U.S. Pat 
on { Owens-Corning Fiberglas Corporation for products 
made of or with fibers of glass 





A sure sign of sales to come 











Plumbing Supplies-— Pipes, valves, elbows and lots 
of other fittings are needed to install every Myers water 
system. Sold as natural tie-in items, these extra sales bring 
extra profits. By promoting water system sales, you auto- 
matically boost sales in other departments. 


Fixtures— Your Myers water system customer may be in 
the market for fixtures, too. Find out if he plans to use the 
extra Capacity in his new pump for an additional bathroom 
or remodeled kitchen. It will be easy to sell him the sinks, 
faucets and other equipment he'll need for his home improve- 
ment project. 


Appliances—Backed by consistent national advertising, 
Myers water systems are known for quality and preferred by 
brand-conscious buyers. These same consumers are your best 
prospects for other nationally known big-ticket items. Auto- 
matic washers, hot water heaters, dishwashers—all will op- 
erate at top efficiency where there is a dependable Myers 
pump to deliver plenty of water with plenty of pressure. 


KEEP IN TOUCH WITH YOUR 
MYERS DISTRIBUTOR 


Count on him for advice as well as 
service. His experience can help 
you in planning an effective related 
item sales program. He is a good 
man to know. 











For full line quality Mote Buyers Buy Myers! 
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Myers 


Ashland, Ohio 








'WATER SYSTEMS 


i WATER SOFTENERS AND SPRAYERS 


THE F. E. MYERS & BRO. CO, 


WHAT'S WEW 





@ For more information 
on these products and 
services use free post 
card on page 187. 


| 


a gull 





chute for safe ejection of grass. 
Worcester Lawn Mower Co., Div. 
of Savage Arms Corp. 


For more data circle No. 35 on postcard, p. 187 


Plastic Mouse Trap 


This new sanitary plastic mouse 
trap provides quick and sanitary 
disposal of mice. Mouse enters 
through opening, attracted by bait. 
Once inside it cannot get out be- 





cause of jagged edges on inside of 
opening. Transparent plastic al- 
lows easy vision. Trap is used once 
then thrown away. Has no odor 
even if unattended for several 


weeks. Sanitary Plastic Trap Co. 
For more data circle No. 36 on postcard, p. 187 


Garden Wheelbarrow 


This new garden type wheelbar- 
row is finished in oven baked, 
weather resisting enamel. Tray and 
wheel are fire engine red and the 
undergear is forest green. Has 
semi-pneumatic puncture proof, flat 





tread tire. The one piece pressed 
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S08 ANNOUNCES 3 NEW 
ADDITIONS TO ITS FAMILY 
World’s Largest Selling 


E | 
Ww! me Mothproofer Now 


QA os ADDS ANOTHER 
a 4 Ope METHOD OF 


~ ie ’ MOTH PROTECTION 
| ey 


ye for Woolens that 
are stored away... 



























— 







New Larvex Para Moth Crystals, Nuggets and Vaporizer 
effectively protect against moth damage. Yet they leave no 
strong odor. Protect woolens, furs, blankets and rugs from 
damage by moths and carpet beetles. 





Available as follows: 


LARVEX Para Moth 
Crystals 1 pound 

LARVEX Para Moth 
Nuggets ........1 pound 
sons 22 pounds 


LARVEX Para Moth 
Vaporizer .._ 14 ounces 


oun 


(Vaporizer Refills 
also available) 











Attractively packaged for good display. Priced right. Now 
you get the sales push of the famous LARVEX name for this 
complete line of anti-moth products. 


ZONITE PRODUCTS CORPORATION 


500 JERSEY AVENUE, NEW BRUNSWICK, N. J. 


? —a complete line of anti-moth products under 


the most famous name in moth protection 
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cutting curves at a 90 degree angle, 
Attachment also facilitates cutting 


inside curves in large boards and Qu 


can make curve cuts up to 214 in 
in depth and perform such addi- 
tional chores as cross-cutting and MANCO ¢€ 
ripping without a fence. Delta | levels of p 


Power Tool Div., Rockwell Mfq. Co. and specif 





For more data circle No. 39 on postcard, p. 187 Compet 
regular grt 
material ci 

Six New Pocket Knives COPPER-LI 

Six knives have been added to ee) the 
steel tray has a three cubic ft ca- Camillus 2-digit line. Come in “eu 
pacity and a ‘4 in. roll insuring easel-backed display box with yrerd sy 
freedom against sharp edges. Christmas motif. Each knife is 
United Specialties Co. 

For more data circle No. 37 on postcard, p. 187 
Flashlight Assortment sTAR- LURE 
No. 819 flashlight and battery 
merchandiser assortment consists 
of 2 cell flashlights in different 
price ranges, 48 No. 10M batteries 
and a free rack merchandiser. Mer- 
chandiser is furnished at no extra 
GALVA-LINE 


SERVICE AND PARTS EVE®@YWHERE— 
twice as many service stations as last year wrapped in a transparent sleeve 
box identified by number and pre- 
priced. Retail price range from 
$2.00 to $2.75; dealer price $10.35 
per unit. Camillus Cutlery Co. 

For more data circle No. 40 on postcard, p. 187 


and still growing fast! 


MORE HAPPY DEALERS (like yourself 

dealers who sold far more Lauson-powered Garden Tractor 
mowers and tractors than ever before (vo COPPER-LIME 
Riding garden tractor comes in 


3 and 5 hp models. Has full-geared 


and to customers who enjoyed the quick- 
starting trouble-free dependability of 
Lauson Engines! 


differential and lever-selected gear- 
A KY OM , ; , shift transmission: 6 forward 
cost with assortment which lists 


for $10.61. Bright Star Industries. 
WORLD'S FIRST SMALL For more data circle No. 38 on postcard, p. 187 


4-CYCLE GASOLINE ENGINES 


Mode by Curve-Cutting Attachment 


THE LAUSON CO., NEW HOLSTEIN, WIS 
DIVISION HART-CARTER COMPANY New detachable curve-cutting at- 


tachment—first of its kind featur- 
ing a tilting blade with the work 
table always level—fits all Delta 
8 in. tilting arbor saws and tilting 
arbor saw-jointer combinations, as 
well as on the Deltashop four-in- 
one combination tool. Curve cut- 
ting blade tilts when the arbor 
tilts, enabling the operator to do 
bevel curve-cutting as easily as 
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MANCO COLOR PROOF OF QUALITY. 


STAR-LINE — Competitive price. Non-toxic. Produced 
from specially compounded virgin repro- 
cessed 100% polyethylene material. No 
better quality material for the price, but 
permits only the color black. 


GALVA-LINE — Non-toxic. Produced from 100% virgin 
standard specification polyethylene to 
the equivalent of the best quality in the 
industry, permitting the galvanized color. 


COPPER-LINE — Non-toxic. Produced 100% from the 
finest available specification virgin poly- 
ethylene direct from the raw material 
manufacturer and first ruf directly and 
only into this product, permitting the 
copper color. 
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NOW you can 
€ and 
Qualities of Plastic Pipe 


MANCO enables you and your customers to recognize and specify quality 
levels of polyethylene pipe by name and color just as you recognize 
and specify qualities of steel pipe or copper tubing. 

Competitive reprocessed raw material grades can only produce the black 
regular grade of plastic pipe. Only the purest basic first-run polyethylene 
material can be used to produce the copper color of MANCO 
COPPER-LINE pipe. Lesser amounts of the best-grade polyethylene 
permit the galvanized color of MANCO GALVA-LINE. 

Now — Just say MANCO and name by color the quality level of 
plastic pipe you require —and know that you get it, too, by 











The better and best quality of plastic 
pipe manufactured by MANCO is prov 
able by ability to match the colors of 
galvanized pipe and copper tubing 


MANCO polyethylene pipe is guaranteed 
forever against rust, rot and electrolytic 
corrosion. . 


Ail MANCO pipe is measured and marked 
at one foot intervals for easy installa- 
tion. 


It pays to specify MANCO Copper-Line, 
since the cost of the best available pipe 
is such a small part of the investment in 
time and labor of installation. 


MANUFACTURERS CORPORATION OF OHIO - MANSFIELD, OHIO 
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scl Sacnish 


WOLD 
WOOD CHISELS 


ond 4. tmpotted Swed te 


ae | 


FREE DISPLAY BOARD 


3 color ee ig | board stands on counter 
on the wall. 





Bushman Swedish 
Bow Saws 





Complete line of famous Gensco 
Bushman Swedish bow saws. 24", 
30", 36", 42” and 48” lengths... 
Rigid frames, adjustable frames 
tension levers, tapered frames and 
extended handles. Also replace- 
ment blades for all bow and buck 
saws. Write for literature and prices. 


WwoOoD 


3% Hand-honed Swedish Steel Blades! 


Holds set of 11 chisels sizes from 
Y%," to 2". Yours free with the purchase of one set 
plus 5 extra of popular sizes (total of 16). 


FAMOUS SWEDISH MADE HARDWARE 


Swedish 
CHISELS 


Machine Turned Tenite |i Plastic Handles! 


% Shipped with Plastic Strip-off Coating 
on Each Blade! 


Ask your craftsman customers what they 
want in quality wood chisels and 
they’re bound to describe a Gensco 
Swedish wood chisel. Here's the 
finest Swedish steel blade that 
takes a razor edge and holds it 

... plus a Tenite II handle 
that’s practically indestruct- 

ible. Write for catalog 

sheet and prices today. 


or hangs 


Chisel Rolls 


Swedish 
heavy vinyl coated canvas rolls with 


Gensco wood chisels_ in 
clear vinyl pockéts. Set 300-6 with 
six chisel assortment shown. Also in 


four and eleven chisel assortments. 





speeds plus reverse 
ranges. Steering is 
turning rear wheels. Tractor im- 
plements are cradle-mounted for 
full visibility. Both front and rear 
hitches are quick-change types for 
switching from implement to im- 
plement and job to job. Midland 
Co. 
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in 2 speed 
handled by 


Water Heater 

This water heater is de- 
signed to heat small quantities of 
water almost instantly. For hot 
water anywhere plug Miti-Mite 
in any size water container and 
plug it in. Heater is made of rust- 


new 
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Swedish Mora 
Hunting Knives 


Inlaid Swedish steel 
blades, curly birch han- 
dles, plated brass bol- 
sters, guards and butts. 
Top grain leather sheaths 
with metal reinforcing. 
Free display 
with seven 
knife assort- 


ment. Write 
for catalog 
sheet. 


SEE YOUR JOBBER 













Wood Screws & 
Machine Screws 


Gensco Crown Brand slotted 
head wood screws in Bright or 
Blued steel, Brass and Nickel 
plate in round, flat and oval 
heads. Also Bright steel Ma- 
chine Screws in complete 
sizes, round or 
flat head with 
square or hex 
nuts. 


WRITE FOR PRICES 


GEnNSCO Teor 


A DIVISION OF 


GENERAL STEEL WAREHOUSE CO., 


1802 


NORTH KOSTNER AVENUE, CHICAGO 39, 


INC. 
ILLINOIS 





WAY 





proof aluminum alloy. All parts 
are replaceable. Produces 1300- 
watts and operates on 110 volts AC 
or DC current. Unit is 5 in. in 
diameter and comes equipped with 
6 ft cord. Rhinehart Mfg. Co. 


For more data circle No. 42 on postcard, p. 187 


Belt-Disc Sander 

Darra - James belt -dise sander, 
with 6 x 48 in. belt and 9 in. disc, 
operates in vertical or horizontal 
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THEY BOTH GO FOR and BUY! 
Gland 


ALL-PURPOSE 


POLISHER - SCRUBBER 





THE 
ELECTRIC 







f <n 
©" Guaranteed by ™ 
Good Housekeeping 
* @, * 
<i “er sup ee 


You can take the word of these suc- 
cessful promoters of this versatile 
best-seller! 


onD** on 
fhe Shetland All-Purpose . names 


Polisher - Scrubber - Buffer STRAUS 
- Waxer - Sander - Driller - ABRAHAM . 

does the work of a dozen Sho ually Stow 
different household, ga- 

rage and hobby-shop tools GIMBELS 


—and for a low price that 
stops window, store, news- 
paper ad and radio-tele- 


Coleen 








vision shoppers right in 

their Misa ers them Wechts 
heading toward Shetland- GOLDSMITH BROS. 
stocked stores. Is yours one? and others 
IT’S A FLOOR POLISHER! 

SCRUBBER! WAXER! 

FURNITURE BUFFER! CAR POLISHER! 
SANDER! DRILLER! WAX INCLUDED! 


Want to get started? See your jobber — or write 
THE SHETLAND COMPANY, INC., LYNN, MASS. 


HARDWARE AGE, NOVEMBER 11, 1954 

















Amazed at the PRICE? 
(You should be!) 


oy, 
rhe 


PY PATENTED 


Yet more 


amazing is the QUALITY of 


BEST-BORE 
POWER WOOD BITS 


eight piece set 

boring range 4" to 1” 

ruff ‘n tuff tempered blades | 
blades and shanks replaceable 


bere end grain 
chrome lustre shank mT 


impulse packed display 
package 
SNELL DIVISION, 
PARKER 
MANUFACTURING CO. 


WORCESTER 1, MASS. © U.S.A. 


Leading jobbers find 
“Best - Bore” Bits hard to 
stock — they sell so fast. 
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“KIMBALL “ode 
PRICE MARKING 29° 
TAPE ROLL DISPENSER’ 


ssh The fastest method of price 
marking — and the lowest in 
cost. Just sheer off the PRICED 
LABEL desired and apply to 
merchandise . . no printing... 
no moistening. Clear, bold fig- 
ures of all popular prices. 


No. 500 Dispenser, which 
can be moved to mer- 
chandise, holds 12 rolls 
of different PRICE- 
MARKED labels, varied 
to your needs. 









Stop errors, speed check- 
out of self selection sales. 
We pay shipping charge. 
ORDER NOW. 


COMPLETE UNIT 
NO. 500 DISPENSER 


WITH 24 DIFFERENT 
ROLLS OF PRICE- 
MARKING TAPES 


' (approx. 48,000 labels) 


\ $3329 cas. 


——— 








tape, 
numerals. 





White cellulose 


black 


By the makers of Midget 
Price Marking Labeling 
suace Ws Systems, 
Circular or demonstration upon request. 


A. KIMBALL COMPANY. 
307 West Broadway, New York 13, N. Y. 


BRANCHES IN PRINCIPAL CITIES 





BUCKLES & 


CAVE: Are you selling 


PURITAN SASH CORD 
only for window cord ? 


2. You 
y CAN 
SELL 

4 OUT OF S 
HANKS 

FOR 

OTHER 


USES! 





—s- 
—_— 


clothesline ¢ trunk lashing * boating °¢ 
guide lines * farm utility cord ¢ 
do-it- 


scouting °¢ 


camping ° 
trellis 


tourist utility cord ¢ 
yourself furniture ° 





at 





/ e PURITAN 
/ e SOUTHGATE 
eKENDALE 














:— 





LOUISVILLE, KENTUCKY 
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PURITAN CORDAGE MILLS, Ync. 


| 


WHAT’S NEW 


position. Tilting table with gradu- 
ated miter gage can be used against 
disc or against belt. Belt stop-fence 
is adjustable. Made of cast iron, 
Model No. 335 weighs 50 lb and is 
191%4 x 27 in. Has large tension- 
tracking knobs. Toolkraft Corp. 


For more data circle No. 43 on postcard, p. 187 


50 Ft White Tape Measure 


This new white line 50 ft tape 
has Epon white coating with black 





| markings, hook handle, and detach- 


| 
| 


able blade. Welded copper plated 





steel case is covered with a heavy 
vinyl. Comes display packaged. 


Justus Roe & Sons, Inc. 
For more data circle No. 44 on postcard, p. 187 


Decorative Plastic 


New line of decorative plastic 
surfacing includes 46 patterns and 
colors. Line is available in Conso- 
weld 10, designed for the do-it- 
yourself market; and Consoweld 6, 
designed for both amateur and pro- 
fessional craftsmen and _fabri- 
cators. No. 10 can be applied on 
both vertical and horizontal sur- 
faces and over plaster walls, gyp- 


| sum lath, sheathing grade plywood, 


HARDWARE AGE, NOVEMBER !1, 


or even over cinder blocks and ce- 
ment. No. 6 is for use on furniture, 
doors, fixtures, cabinets, and other 
equipment for both horizontal and 


vertical surfaces. Consoweld Corp. 
For more data circle No. 45 on postcard, p. 187 


Mason's Kit 


Do-It-Yourself mason’s kit pro- 
vides tools and instructions on all 
phases of home masonry work. In- 
cluded in kit are cement edger, ce- 
ment groover, plastering trowel, 
professional level, pointing trowel, 
bricklaying trowel, wood float, 50 


1954 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2155 SCRANTON ROAD e 


\ 
: 









“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished ets head cap screws — 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined.. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


— 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin q 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve by adjusting screws — 
Hexa ead style — to blue ~~ 
specifications—hexagon head 
polished if specified — threads pn | 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. - -y in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Steel in- 
sert — ‘aro cover Finish: plain, 
zinc plated, cadmium plated. Size 

9/16", 3/4",15/16 Sesece tho lets. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 



































[ 
i 
r 
i 
: 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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STANDARDS 
carried by 
LEADING 

DISTRIBUTORS 


















SPECIALS 
furnished to 
BLUE PRINT 

SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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BEAUTIFIES 
WINDOWS 
WITH AIR 
CONDITIONERS 


And TFC Windo-Grilie is 
so versatile! Other uses 
include flower box, win- 
dow shutters, window bal- 
cony and elsewhere. 





@eeeeeeveeveveeeeeeeee eee @ 
eevee eeereveeeerneeeer re ee 





(Dealer markup 66-2/3%) 


e Attractive oak leaf design beauti- 
fies any window 

e Made of special tough alloy alumi- 
num to withstand any weather 


e Easy to install—all bolts and 
screws furnished 


Finished in white enamel, ready 
for installation 


e Adjustable to fit any window 


Order from your jobber today, 





or write 
eeeee? @¢ e@eeeee#e 
. . 
2 a 
° . 
. 
*- 
° . 
“ TENNESSEE FABRICATING COMPANY . 
e America’s Foremost Ornamental Iron Plant « 
* 1452 Grimes St., Memphis 6, Tenn. °* 
a * 
eeeseev ee eeeeeeer*, veneer 
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ft. chalk line and a complete step- 
by-step instruction booklet. Kit 
comes in a sturdy, self-display car- 
ton. Milescraft Mfg. Co. 


For more data circle No. 46 on postcard, p. 187 


Aluminum Sheet Designs 


Six new sheet designs have been 
added to do-it-yourself aluminum 
line. These are: square embossed, 
wood grain embossed, union jack 
perforated, lincane perforated, 


santos 
<8. 








round hole perforated, and clover- 
leaf perforated which is also stucco 
embossed. Applications include the 
making of radiator covers, maga- 
zine racks, trays, waste baskets, 
etc. Reynolds Metals Co. 


For more data circle No. 47 on postcard, p. 187 





Aluminum Coating 

Gaco N-700 liquid Neoprene 
maintenance coating is now avail- 
| able in aluminum color. Ideal for 
| roofs, cornices, flashings, and gut- 
| ters. Coating is thermo-setting and 
| will not soften, run or crack under 


eT 


@ For more information on these products and services 
use free post card on page 187. 


the heat of the sun. Maintains its 
flexibility and tensile strength, 
Applied by brush, roller, dip or 
spray, it is sold in quart, gallon, 
and five-gallon cans and 50-gallon 
drums. Gates Engineering Co. 


For more data circle No. 48 on postcard, p. 18? 


Home Fire Extinguisher 
New P-K fire’ extinguisher 
throws a 12 to 18 ft spray of non- 
deteriorating carbon tetrachloride, 
A.L. approved, which will extin- 
guish fuel oil, gasoline, rubbish, 
excelsior or electrical fire quickly 





and efficiently. Has cut-off type 
valve permitting use until fluid is 
exhausted. Extinguisher requires 
no refilling or periodic inspection 
and its fluid is harmless even to 
delicate fabrics. Comes in 12-02 
size. Lists for $1.69. Plasti-Kote. 


For more data circle No. 49 on postcard, p. 187 


Rubber Stair Tread, Mats 


Rubber stair tread and a com- 
panion rubber mat come in Sure- 
Grip design which features small 
squares. Another new mat design, 
Duo-All, is a diamond pattern. 
Stair tread comes in widths of 
18, 24 and 36 in.; companion mat 
in 18x30 and 30x30 in. sizes. Duo- 
All mat is 13x22 in., available in 
beige, green, gray and wine. All- 
rubber throw rug with a rag rug 
appearance is called Ripple-Weev. 
It has a corrugated under side t 
make it non-skid and lie flat. Size 
is 20x36 in. Comes in yellow, red, 


0 
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When Building or Remodeling 


/ 


you'll find isfullof = / 
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1344 WEST WASHINGTON BLVD., LOS ANGELES 7, CALIF. 


HALL-MACK COMPANY iii iiss svcswe curron, new Jersey 
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Cut a big slice of profit with the 
NEW R. MURPHY 


a f. Waster m 


TRADEMARK 


FLOATING SPORTSMAN'S KNIFE 


Every customer who fishes, hunts, works 
outdoors will want a ‘“Float-Master’’ Sheath 
Knife! Big, comfortable cork handle floats 
knife when dropped in the water. Four-inch 
blade of special tempered stainless steel takes 
and holds keenest cutting edge, can’t possibly 
rust. Fish-scaler, moisture-sealed handle. Gen- 
uine top-grain steerhide sheath, with water- 
proof finish. Everything every outdoorsman 
wants in a knife—at an easy-to-sell price! 


Order your R. Murphy 
“Float-Master™ Floating 
Knives from your Wholesaler 


TODAY! 
INDIVIDUALLY BOXED 














as advertised in.. 
and guaranteed by 


GOOD HOUSEKEEPING 


aunt OF ARFUND o> 


Guaranteed by 
Good Housekeeping 


AS aoveatist® wens 


. Will not bind, 
stick or warp 


2. beautiful, natural 
finish 


3. water and rust-proof, 
requires no paint 


HA-11-11-54 


4. complete with working Cuyahoga Falls, Ohio 





cr ‘ 
| | 
aguerGee Packed single, weight 3/2, Ib.; or 6 to carton 20 Ibs. 
5. corrugated bottom... | 
lock catch Name | 
‘ | Address | 
Cit 
MAIL THIS COUPON TODAY | i print name ond address plainly. 
208 








WHAT’S NEW 


—_m, 








gray, blue, green and cocoa mot- 


tled colors. Crown Rubber Co. 
For more data circle No. 50 on postcard, p. 187 


New Croquet Line 


New Croquet line consists of 13 
models offered in six and eight 
player sets. Three features high. 
light new line: carrying rack with 
wheels, enabling small children to 


bring the set into yard; new 





grooved mallet head and handle for 
better grip, and an improved form 
of arch which has an offset to per- 
mit easy insertion and automatic 
depth in the ground. South Bend 
Toy Mfg. Co. 


For more data circle No. 51 en postcard, p. 187 


Rotary Power Mowers 


Line of 1955 rotary power mowers 
features a new device, the Dial-a- 


Matic cutting height adjustor, 
which permits operator to change 
ae 
ok * 








cutting height of mower instantly 
without use of tools. A small handle 
on each of the front wheels is moved 
to any of five different positions, 
raising and lowering the mower to 
cutting heights from 1 to 3 in. II- 
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® 
with the complete Behr-Cat 
masking tape line 
oom: nd 4 rewen 
SOMES ors titan 
NEW “WIDE” ROLLS 30’ ROLLS 
This 1/2” wide BEHR-CAT Masking Tape, favor- Popular size for “week-end decorators.” 
ite with professionals, now available for “do-it- Each roll box gives suggested uses. Display No. 30 
yourself” customers. Display No. 300 contains 12 contains 12 rolls %4” x 30°. Suggested retail per 
rolls, 1/2” x 300”. Suggested retail per roll 59¢. roll 35¢. 
M Oe ta { 
hr "Cat masxinc Tape 
é r ee ‘ Jie” & 
SMALL ECONOMY ROLLS 
Display No. 25 with 12 rolls of 4” x 300°. 
’ 

90 ROLLS ; i Spee Suggested retail per roll 29¢. 
wind No. 90 — 2 rolls of %4” x 90’. Behr-Manning Corp., Troy, N. Y. 
uggested retail per ro 89¢. In Canada: Behr-Manning (Canada) Ltd, Brantford 

For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N Y., U.S.A 

Yd A OATETL ABRA VES 
EHR-MIANNING *0 2 
A PRE RE EN VE TAPE 
4-3 ; ae of NORTON Company 
A complete line of abrasives and tapes for every professional and Do-it-yourself need 
209 


HARDWARE AGE, NOVEMBER I1, 1954 
















DO-IT-YOURSELF 
CHRISTMAS... the 
biggest power tool 
selling season in 
history! And MALL is 
at the top of every- 
body's list. ORDER 
NOW! 


FOR BIGGEST PROFITS 


You give your customers better 
values...and you make bigger 
profits. WHY? Because MALL 
TOOLS are sold FACTORY-TO- 
YOU. What’s more—MALL gives 
you the most complete line of 
power tools and attachments. And 
that means lots of repeat sales. 


HERE’S A MAN 
YOU SHOULD KNOW 





He’s one of hundreds of traveling 
MALL salesmen whose mobile tool 
“warehouses” are at your service. 
Phone or write our Chicago home 
office or the nearest of the 40 coast-to- 
coast MALL service warehouses. The 
MALL representative will be only too 
glad to help you make your store DO- 
IT-YOURSELF HEADQUARTERS 
for your area. 

COMPANY 
MALL TOOL PORTABLE POWER TOOLS 
Gasoline © Electric ¢ Alr 

7702 $. Chicago Ave., Chicago 19, Illinois 


Please have one of your traveling 
MALL salesmen call on me. 


Name 





Firm 


Address 








- 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
15 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 187. 


lustration shows the Constellation 
self-propelled 21l-in. rotary power 
mower with Dial-a-Matic height ad- 
justor. Moto-Mower Co. 

For more data circle No. 52 on postcard, p. 187 


Rotisserie 

Finished in polished aluminum 
and shaped as a half-cylinder, new 
rotisserie has a capacity to broil 
a 12-lb turkey or two 3'%-lb tur- 
keys. Can be used to cook a com- 





plete meal, by placing potatoes and 
a vegetable in the inset pan while 
a roast or other meat is 
broiled. Designed for use 
roaster oven, retailing as a unit at 
$73.90, it can also be purchased 
separately for $29.95, or with 
roaster inset pan only, along with 
wrought iron wire stand, for 
$39.95. Party Cart is available as 
an accessory for $19.95 retail. 


Westinghouse Electric Corp. 
For more data circle No. 53 on postcard, p. 187 


being 
with a 


Mantle Lantern 


Insta-Lite Mantle Lantern oper- 
ates on pressure fuel, packaged in 
throw-away containers. Lantern 
produces brilliant, steady, odorless 
illumination on single fuel 
tridge, with peak brightness about 
that of a 100-watt incandescent 
lamp. Has handle for carrying or 
hanging. Not affected by rain or 
wind, and the Corning pyrex heat- 
resistant chimney rough 
handling, cracking and checking. 
Lantern with one pressure fuel re- 


car- 


resists 


HARDWARE AGE, NOVEMBER II, 





fill lists for $7.95. Additional re- 
fills 49¢. Pressure Cap Corp. 
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Ice Cream Freezer 

Queen cream 
freezer is a laminated cylindrical 
tub with no wire hoops. This new 
design prevents pre-swelling of tub, 


Snow electric ice 





permits faster and more even freez- 
ing of cream. There are no houps to 
rust or become loose and drop off. 
Freezer has blue-green background 
with snow flake design. Richmond 
Cedar Works Mfg. Corp. 


For more data circle No. 55 on postcard, p. 187 


Oscillating Sprinkler 
Swingin’ Spray No. 550 has been 
added to oscillating sprinkler line. 
Adjusts to rectangular areas up to 
1710 sq ft and has link adjustment 
for watering half areas. Contains 
sealed motor unit which is separate 
from water intake system. Unit is 


made of non-corrosive metals and 


1954 
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You ean’t afford not to sell 


PITTSBURGH BRUSHES! 


HTere’s why: You probably don’t realize how often your customers 
have blamed you for the poor quality paint brushes they bought! Here's 
your best insurance against comebacks: Pittsburgh Red Stripe Brushes! For 
one thing, when Pittsburgh labels a brush “100% hogs’ bristle’ you know 
it’s not only true, but it’s also the finest bristle obtainable on today's mar- 
ket. Secondly, the Red Stripe trademark is your customers’ assurance of 
brushes made to the top standards of the industry...in one of the world’s 
most modern brushmaking plants . . . by experienced, expert brush- 
makers. No other brush today can equal Red Stripe. . stock it and sell it! 


Maintenance, 
power-driven and 
paint brushes for 
every home and 
industrial use. 


For address of your nearest Pittsburgh supplier, write: PrrtsBURGH PLAT! 
Gtass Co., Brush Div., Dept. A11, 3221 Frederick Ave., Baltimore 29, Md 


PITTSBURGH 


Rad Stipe BRUSHES 


GRUSHES © PAINTS ® GLASS © CHEMICALS © PLASTICS * FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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sure-fire... 


aireacy a BEST SELLER 


@ Bold Two-Color 
Display 







uses ow vous rum a 






@ Occupies less 
than 1 sq. ft. 











hous phase brand 


@ 4 Popular sizes 


@ Cello-Wrapped 
No lost glides 


@ Sparkling two- 
color package 


ous pare 


er —_— 
r, : BRAND 


FURNITURE GLIDE 


SELF-SERVICE SALES UNIT 


Here, for the first time, is a REAL SALES-BUILDING 
Glide Display . . . ready to go to work for you the 
moment you remove the wrapper. Brilliant Yellow 
and Green two-color printing. Top quality, highly 
polished, super-hard, nickel plated glides. 


8 glides to a block, full cello-wrapped. 48 blocks 
to the carton. Popular sizes 2”, 4%”, %”, A”. 
Available also for replacement or counter bin dis- 
play. Order now from your jobber or write us. 


THE MATTATUCK MANUFACTURING COMPANY 
2010 East Main Street Waterbury 20, Connecticut 


Also be sure to ask about 


NEW STAINLESS STEEL GLIDES 


similarly packaged and merchandized. 








| (LEAT 
| 
| 





cannot rust or corrode, never needs 
oiling. Lists for $8.95. Metal Prod- 
ucts Co. 


For more data circle No. 56 on postcard, p. 18T 


Portable Saw 

This new portable saw cuts wood, 
plastics, soft or hard metals—'* in, 
steel for example—and many other 


| materials. Can be used for making 
| straight or curved cuts. Saw has 








built-in motor and made of cast 


| aluminum. Cuts can be made to 


the center of pieces 24 in. wide, 
any length. Tote-Saw lists for 
$39.95 complete with wood-cutting 
blade. Other blades available at 
$1.50 each. Burgess Vibrocrafters. 


For more data circle No. 57 on postcard, p. 187 


Outdoor Metal Furniture 


Thirteen items are included in 
1955 Arvin line of outdoor metal 
furniture. Four aluminum num- 
bers are featured, including an ad- 
justable, contour-type chaise, an 
all-purpose arm chair and _ two 
leisure chairs. All others are steel 
pieces and include, besides a new 
leisure chair and a folding Gad- 
about chair, re-styled versions of 
firm’s contour-type chaise, yacht 
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WHAT’S NEW 


———— 





@ For more information 
on these products and 
services use free post 
card on page 187. 


chair and rocker, all-metal chair, 
and cocktail table. New 
decorator colors and a variety of 
patterns have been used through- 
out line. Illustrated is aluminum 
all-purpose chair. Arvin Industries, 
Ine. 


rocker 


For more data circle No. 58 on postcard, p. 187 


New Color System 
New color system offers hun- 
dreds of new colors in.five different 
finishes: flat, semi-gloss and glass, 
latex and house paint. Also new 
is crystal clear varnish, made with 
new resin. Will not alter the color 
of the lightest woods or blond 
stains and will not turn yellow 
with age. Recommended for in- 
door or outdoor use, varnish is 
quick drying, easy to apply, and 
cleans readily with a damp mop. 
Combination floor and counter dis- 
play, including an end-use panel, 
available free with a small order. 
Enterprise Paint Mfg. Co. 


For more data circle No. 59 on postcard, p. 187 


Hedge Clipper Attachment 

All-purpose hedge clipper attach- 
ment may be used with standard 
¥% in. electric drill. Cuts all shrub- 
bery, hedges and vines easily and 
economically. Has simple assem- 
bly: electric drill is slipped into 
chuck and one screw is tightened 
on the adjustable strap which fits 
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MOLY aky that tell are labels that sell 
FLETCHERWARE-—the only enamelware 


line featuring brand-NEW, 4 color 
sales-tested Labels! 











TITANIUM added 


for longer wear and 
whiter-white 


SERVICE PA 


New! — Fletcherware — this fast selling 
enamelware line — offers you more than 
merchandise alone! It gives you extra 
selling power too. Because each piece 
carries its own special receipt label — 
in 4 colors — with illustrations — and 
“selling-words” that will attract attention, 
hold interest, stimulate sales.— And at 
popular piitennn ail why you must 
stock Fletcherware—Have the right 
enamelware to get you higher sales 
and profits. 


labels that tell—are labels that SELL! 


Save on freight—It’s smart to Buy 
the Complete Fletcher Line. 





ENAMEL COMPANY: DUNBAR, W.VA. 





200 Fifth Ave., New York 10, N. Y. Merchandise Mart, Chicago 54, lilineis 
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DEALERS WANTED 





RED HEAD 


LAWN TRIMMER 


Electric lawn trimmers are gaining popu- 


larity every day — it won't be long until 
hand grass trimming is a thing of the 
past. You can get a BIG share of this 
business selling the new RED HEAD 
trimmer! Manufactured by one of the 
midwest’s leading metalworking firms, a 
firm with a reputation for producing only 
the best, the RED HEAD trimmer /Jooks 
quality and /s quality. Look at these 
features: 


4/ Aluminum construction with beautiful, 
eye-catching anodized finish 

“/ Safe soft iron blade that resists chipping 

4/ Top quality 8000 rpm electric motor 

a/ Weighs only 3% pounds 

“/ Retails at only $19.95! 








Here's a combination that's a sure 
sales winner — 


* the right product at 
* the right price 
Write for full details today! 


The CINCINNATI 
VENTILATING Co. 


THIRD & MADISON, COVINGTON, KY. 
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around the body of the drill. Wil- 
Du Products. 


For more data circle No. 60 on postcard, p. 187 


Wrought Iron Stand 


Carleo all-purpose wrought iron 
Fernery consists of a sturdy black 
wrought iron stand with three 31% 
in. white pots that can be used for 


‘4 








flowers, plants, etc. Stand is 2914 
in. high, with adjustable legs that 
adjust to any position in a 360 
arc. Made of heavy-duty 1% in. 
tempered wire, all-welded construc- 
tion. Carlisle Mfg. Co., Inc. 


For more data circle No. 61 on postcard, p. 187 


Oil Lamp Adapters 

Solid brass burners have replaced 
brass-plated steel burners in the 
complete line of oil lamp adapters, 
including Rayo and Nutmeg sizes, 
as well as the more common 1, 2 and 
3 sizes. The new all-brass burners 


HARDWARE 


@ For more information on these products and services 
use free post card on page 187. 


will not tarnish or discolor. Old oi] 
lamps can be converted easily to 





with 
North American Electric Lamp Co. 


For more data circle No. 62 on postcard, p. 187 


electricity these adapters. 


Flexible Door Stop 

No. 41 Spring-Eze 3-in. flexible 
door stop eliminates stubbed toes 
and allows cleaning and sweeping 
under the door stop. Stem is made 










Hpegehebeecererecterer 


senses " es 
Tut Watery reer 


UAL ewan 


of fine spring steel. Base is cast 
of virgin Zamak No. 5; tip of 
white vinyl plastic. Packed 3 doz. 
to a box and 3 gross to a carton. 
Ajax Hardware Mfg. Corp. 


For more data circle No. 63 on postcard, p. 187 


Hookboard Package 
Spasaver 
16x18x% 


Masonite 


package contains one 
in. perforated tempered 
Duolux panel, which is 
unpainted. Packed individually in 
a polyethylene envelope with 10 as- 
hooks and mounting 


sorted hard- 
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ARE YOU DISPLAYING GREAT 








NECK’S PLANE LINE? — ator 


G-1 BLOCK PLANE — 6” 








ices End and side screw 
adjustments allow exact 
regulation from coarse _ 
rr. Old oil to fine work. _ 


easily to 







be . . e J 

Precision workmanship goes into the construction of 6 sizes: 

: every Great Neck Plane Made to the finest specifica- Y%” to 6” — 
4-wheel cutters 


tions of tool technology, reliable precision settings are 
accomplished in seconds! The cutters are one solid piece 
of rust-free chrome alloy tool steel, fully tempered, 
ground and honed for consistent cuts. Assembly parts 
are made of the finest steels for excellent results. Avail- 
able in a full price range for discriminating craftsmen. 
: Have you also inquired about our competitive line of 
— fine Corsair Planes? 


to 4” 





G-2 
BLOCK PLANE — 7” 
Popular type plane not 
requiring frequent adjust- 
ment. 


adapters. 
amp Co. 


card, p. 187 













G-3 AND G-4 
SMOOTH PLANES — 
flexible 8” AND 9” 


ved toes 
Fully adjustable to mect 
: all requirements. Avail- 
is made able with smooth or 
corrugated bottoms. 


weeping 


Sell “more pipe cuts 
with less work 


G-5 
JACK PLANE — : Suitable for the roughest ° —_ 
14” work. Sturdily pen with a na | x l > “ 








ted to do a man Rikatb 


sized job. Smooth Once your customers have Tohiam Catt 
or corrugated put a RiteatD> Cutter on a wang Sewer 















es hahha Ad 
bottoms. pipe and seen how easily and, (qq With rolls, fast 
cleanly it rolls through the t easy cuts, any 
metal, they won’t want any tubing or thin 
other kind. Smartly balanced wall conduit. 
G-6 FORE PLANE — 18” for easy action. Tracks per- 
ae fectly —and special malleable 
For finishing uneven E 
Techacides anil tes, dieoee housing, guaranteed warp- 
edges for a flush proof, keeps it that way. High @ 
—" fit before joining alloy thin-blade or heavy- 10 
gigs or gluing. duty cutter wheels, practi- ‘“, / 
tip of Smooth or cally no burr. It pays you to . 
1 3 doz. gg stock and sell RitatD’s “fast 3 Sizes for Ve” 
carton. — cutting with least effort” to 2%" tubing 
WRITE FOR CATALOG OF TOOLS AND KITS FOR EVERYONE order today! 
ard, p. 187 "Engineered Quality Tools Since 1919” THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U.S.A 
ins one 
mpered 7 
neh i z Great Neck 
ally in a . oir ¢ 
age ee ZN SAW MANUFACTURERS, INC .-Saver Pipe Toc 
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STOCK ’EM... 
DISPLAY EM... 
AND YOU'LL SELL ’EM! 


There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman...to 
do-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 
All Klein pliers are 
made of finest tool steel 
—precision fitted— 
individually tested. 
Tops in quality “since 
1857.’ Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 
Write for wpe @ 
ainda 
No. 203 Kieia 4 & * & D.. 
Tool Guide 
Today! 











DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


cry KLEIN. & ss 


7MiCK ROAD © CHICAGO 45, iL 
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WHAT’S NEW 





—— 


seam To 


ware, package retails for $1.49. 
John H. Graham & Co. 


For more data circle No. 64 on postcard, p. 187 


Water Pipe Insulation 


Do-it-yourself kit 
new method of pipe 
which stops cold water pipe drip- 
ping, keeps hot water pipes hot 
and protects pipes from freezing. 
Method consists of one layer of 
fiberglas material followed by an 
overwrap of aluminum foil. Called 
Fibro Dri-Pipe Wrap, kit covers 
about 17 ft of % in. pipe. Lists 
for $1.00. Fibleco Illinois Corp. 


incorporates 
protection 


For more data circle No. 65 on postcard, p. 187 | 


Product Information 





New free catalogs, envelope 
stuffers, giveaways, etc., for 
use in your store 


Latch for Heavier Doors 
catalog 

magnetic 

doors. 


two - color 
new 


Two - page, 
sheet describes 
power latch for heavier 
Illustrated are eight home _ uses, 
self - aligning installation, pivot - 
cushion action special display car- 
ton and latch itself. Latch lists for 
49¢. Heppner Sales Co. 


For more data circle No. 66 on postcard, p. 187 


Cabinet Hardware Line 
New line of cabinet hardware is 
described in 12-page catalog, F-100 
Line includes modern designs in 
solid brass or aluminum, tradi- 
tional designs in black or antique 


HARDWARE 


BLACK & SILVER 
PUTTY KNIVES 
AND SCRAPERS 








NEW FREE NO. 22 
STEP-UP SALES 
MERCHANDISER 


Speed up profitable, putty 
knife and scraper sales with 
this new, beautiful all wood 
merchandiser which 
prices each tool on display. 
The No. 22 stops the eye and 
starts the sale. Free with deal- 
er $28.89 tool assortment. 


sales 


WRITE FOR CATALOG SHEET 


MANUFACTURING CO. 
SOUTHBRIDGE 
MASS. U. S. A. 











SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 






ALL-WELDED CONSTRUC- 
TION. Use any 2 x 4s for legs 
and crossbar ...set up or knock- 

. ed down instantly. 

a Each package is a 
| colorful counter dis- 
| play. 12 Sets to a 
carton. Dealer helps 
FREE, 


advertised 
rom your 


Nationall 
—order 
wholesaler, or direct if 
be cannot supply you. 





| GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH 
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TACKERS 





THOUSANDS OF DO-IT-YOURSELF 
HOMEOWNERS ARE ASKING US! 
WHO sells them.. WHERE can I buy them? 


These questions are typical of the unprecedented windfall 
of inquiries pouring in since the opening of ARROW's 
National Advertising Campaign reaching MILLIONS in 
LIFE 
SATURDAY EVENING POST 
POPULAR SCIENCE 
POPULAR MECHANICS 
BETTER HOMES & GARDENS 
—plus over 35 Industrial 
and Specialty magazines 












These “red hot prospects” 
are being referred to you, Mr. Dealer. Countless others 
will come direct to your -store. This is your opportu- 
nity to cash in on a ready-to-buy market for ARROW 
AUTOMATIC TACKERS in do-it-yourself and industry. 


Hure / Their need 
® may be urgent! 
GET YOUR ORDER IN TODAY! 


IF YOUR JOBBER CANNOT SUPPLY 
YOU, WRITE TO US AND WE WILL 
FOLLOW THROUGH FOR YOU. 


ARROW SELLS ONLY THROUGH THE TRADE 











Merrow fAasrener [0../NC. 


N.Y 


ONE JUNIUS STREET, BROOKLYN 12 
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Sell More 


Star Blades 


e STAR Merchandising Material 











































The Profit-Building 


STAR HEY MUK” ° 


Hardware dealers from coast to coast 
are cashing in on hacksaw blade sales 
with this Star “Flex-Pak"” Display. 
There are good reasons why: It puts 
hacksaw blades where your 
customers can see them—and 
seeing means selling. It helps 
you sell Star “Molyflex” High 
Speed blades —at 4 times the 
profit for you. It simplifies 
by giving you a balanced stock 
pbreakable Special Flexible 
“Molyflex” High Speed (cop- 
des. It costs nothing extra 


ae. 


The §$ 


DISPLAY CARE 
Copper, green and bla 
card, 10” x 131”. Blad 
per finished. Facsimile 
printed on the card to p 
appearance as you ma 
Contains 10 blades — 10” 
18- and 24-tooth. 


Attractive 2-color display card ho 


blades — a fast-selling, all-purpose 
Famous 
STAR NO. 20 


HACK SAW 
FRAME 


Complete with unbreak- 
able Special Flexible 
blade, packed in attractive 
box. Each box contains a 
practical wall chart with 
helpful suggestions on selection, use and ca 
frames. Reverse side of chart can be used to 
into a sales-getting counter display, as illustr: 


G& 1019 


SY 


Handy TINY TIM 


oem 


Indispensable for close- 
thin tubing, heavy wire, 
and other materials withi 
Frame is bright nickel finis 
Year After Year, Star Blades Lead 
Sold Only Through Recognized 


CLEMSON BRO 


MIDDLETOWN, N. Y., U.S. 
Makers of Hand and Power Hack Saw Bla 
Metal Cutting Band Saw Blades and Clemson La 
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ENGINEERED 
FOR SAFETY 


U-W hardwood 
and oval steel 
shell manila rope 
tackle blocks have 
flattened steel hooks which give 
them rated working loads 
higher than usual—at no extra cost! 


UPSON- 
WALTON 


tackle blocks 


You can fill all your require- 
ments for tackle blocks— 
turnbucklesand fittings too 
— from Upson- Walton's 
complete line of fine qual- 
ity products. Sold nation- 
wide through selected 
distributors. Write for 
free catalog today. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND II, OHIO 





New York ¢ Chicago °* Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S LONG 
EXPERIENCE — ESTABLISHED 1871 
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copper, plus different numbers such 
as Ranch Craft, all style lines 
offered in a variety of materials 
and popular finishes. Also listed 
are for modern cabinets 
where the doors completely overlap 
the frame. Stanley Works. 


hinges 


For more data circle No. 67 on postcard, p. 187 


Kitchen Booklet 
Do-it-yourself booklet shows con- 
install their own 
Youngstown kitchen. Offered 
free to customers, the 16-page book- 
let gives do’s and don’ts, tips and 
time-saving tricks for a profession- 
al job. Each step is briefly explained 


<umers how to 


steel 


and fully illustrated. For planning | 
| 
manual 


decorating ideas, the 
their 


and 
refers customers to dealers. 
Mullins Mfg. Corp. 


For more data circle No. 68 on postcard, p. 187 


Cylindrical Locksets 

Ten-page 
scribes new series 5300 Yale cylin- 
Illustrated and dis- 
locksets, 
Yale 


catalog in color de- 
drical locksets. 
are the 
their construction 


cussed various 


and 


uses. 


| & Towne Mfg. Co. 





For more data circle No. 69 on posteard, p. 187 


Do-It-Yourself Hints 

New do-it-yourself book by Stuart 
S. Tate lists information on 
proper use of tools for specific jobs. 
Hints are given on how to get a 
started, planning, cost 
mating, materials, purchasing, and 
proper procedures. Book describes 
attic finishing, built-in 
add-a-room, recreation 
chen remodeling, summer 
and farm projects. Copy costs 25¢. 
Boice-Crane Co. 


job esti- 


cabinets, 
kit- 


cottage 


room, 
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Wood and Aluminum Levels 

New bulletin describes 
Columbian level line. Included are 
carpenters’ and masons’ wood lev- 
els, general purpose 
and aluminum torpedo levels, alu- 
minum levels, line and surface lev- 
els and pocket levels. Special em- 
phasis is placed on new No. 339 
aluminum torpedo level and brass 
bound carpenters’ and masons’ 
levels. Columbian Vise & Mfg. Co. 


For more data circle No. 71 on postcard, p. 187 
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| HOLD EVERYTHING! | 


senew 


VN6 Hons 


Scru-Tite Screw Anchors Will 
Anchor Any Material to Any Solid 
Surface with Littie Effort and 
Lifetime Durability 
SCRU-TITES quickly accepted and used 
by Home Owners, Building Trades, Com- 
munications, Manufacturers, Municipall- 
tles, Aircraft and many others. 
SCRU-TITE ANCHORS made from 
TENITE are tougher than ordinary an- 
chors. 
Declers and wholesalers repeat orders 
prove easy sales and liberal profits. 
UNDERWRITERS LABORATORY APPROVED 
New expansion anchors available soon 
Additional information upon request. 
Inquire about Mastercraft's new Vyni 
arden Soaker Hose. 


MASTERCRAFT PLASTICS CO. 


95-01 150TH ST., JAMAICA 35, N. Y. 











Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space 
limited, this stock simplfies pipe threadng 
close to walls, in corners and wherever oper: 
ating room is restricted. With adjustable dies 
(cut exact, over or under size threads) it i 
an ideal where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
of special Vanadium Tool Steel, have “backed- 
off” teeth, correct cutting angle, ample chip 
clearance and correct throat 
. angle. They start and cut easily, 

hold their sharpness and “spin” 
off pipe without jamming °F 


fw for 
Coteleg tearing threads. 


ARMSTRONG BROS. TOOL CO. 


The Teel Holder Peoepie 
6214 W ARMSTRONG AVENUE + CHICAGO 30, Itt 
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READY al 1: 


L — | 
woop oo saiacaeemenndeiel a: 20 ei ——9 | 


ie MAROON 
ie ae? — e@ Buyers look to Warwood for 
tools of correct design, accurate 
forging, scientific heat treatment | 
| 


High Quality and finest finish. For nearly 100 


years, the name WARWOOD 


Polished has stood for the best in forged 
‘ tools. Most attractive in appear- 
Hickory Handles | ance with blue heads and clear 


white handles. Here are the kind 


of tools it pays to sell 


DOUBLE FACE ictal oe] | 


. . wai rts 7 <x, me FF + | 
ss onesie — TOOLS FOR: 
| General Construction 
Agriculture and Gardening I RWo 
Mining and Industry a a 
| Railroad Track Maintenance SINCE as } 


+ 
WARWOOD TOOL COMPANY »* Wheeling, W. Va. 





MILESCRAFT IS FIRST AGAIN! 


Field tested for any home owner to get professional results — every time. 








Kit includes: 
ONE CEMENT EDGER 

ONE CEMENT GROOVER 
ONE PLASTERING TROWEL 
ONE PROFESSIONAL LEVEL 
ONE POINTING TROWEL 
ONE BRICKLAYING TROWEL 
ONE WOOD FLOAT 

FIFTY FT. OF CHALK LINE 
ONE INSTRUCTION BOOKLET 





Order from your favorite wholesaler or write direct. 





Sells-on-sight, display THE MILESCRAFT MANUFACTURING CO. 
on counter or window. AMERICA'S MOST COMPLETE LINE OF CEMENT AND PLASTER HAND TOOLS AND LEVELS 
10409 MEECH AVE. CLEVELAND 5, OHIO 
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Battery operated — 
otherwise a perfect 
reproduction of a genu- 
ine DIETZ Lantern. A 
twist of the “wick 
handle” lights the 
bulb. Attractive fire- 
engine red finish. Just 
81,” tall. Finely made. 
Attractive as home- 
decoration for rumpus 
foom, den, or porch. 
A useful portable light. 
Uses standard batteries 
and bulb — obtainable 
everywhere. 





Better than a toy for 
the girl and boy—and 
it gives ‘‘matchless”’ 
safety. A bright com- 
panion for adult use, 


too. 

Complete dealer helps 
and cooperation. 
Packed in Individual 
Display Box. 14 dozen 
to the carton. Ask your 
Jobber. 


$300 suggested 


SINCE retail price 


1840 ~ ™ é 
R. E. DIETZ CO., SYRACUSE 1, N. Y. 














BENNETT - IRELAND IN 


eee 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for --------: 


catalog and full profit details... 
Bennett-ireland Inc. 
Norwich, N. Y. Dept. 1154 North Street 


send me catalog and information ox 
Flexscreen. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


| . Was 





(Continued from page 13) 





third in price from the regular 
$1.75 to $1.17 in pre-Christmas 
promotion. Designed in red and 
blue, display measures 31 in. wide, 
11% in. deep, and 20 in. high. As- 
sortment consists of 54 pieces, in- 
cluding six each of the specially 
priced turners and forks, with a 
total value of $116.88. Promotion 
date for retailers is from Nov. 15 
to Dee. 15. Ekco Products Co. 


For more data circle No. 72 on postcard, p. 187 


Chimney Sweep Display 
New Chimney Sweep motion dis- 

play features a moving arrow which 

is driven by a small battery-driven 





motor. Printed in full color, display 
measures 14x18 in. G. N. Coughlan 
Co. 


For more data circle No. 73 on postcard, p. 187 


Wrench Set Display Card 
Display card features six pocket 
hex key wrench sets individually 
fitted into plastic pocket kit in a 
variety of colors. Each set consists 
of seven of the most popular size 





NATION’S 
NUMBER ONE 
CHAIN SAW 


BRUSH-CUT 
ATTACHMENT 


Write for details on 















\/ 
YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 









To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 


HI 


Iron Picket Fence 







SOMME MMS 


Stewart Iron Railing 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 





Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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Everyone with a 
Lawn or Garden Will 

















s TURDY 
CORRUGATED STEEL S TRIPS 


* Keeps lawn edges neat all year long. = ape 











i) * Eliminates most hand-edging and trimming. 
y * Used along paths and driveways— around trees, 


Self- Selling —— Used long paths ond d 
Package. nis Free Sales Aids! | oa sa . “A PAINTED STRIP! 


Colorful illustrations on package tell the whole story. . .contains PAINTED, BONDERIZED, GALVANIZED —for longer life. Painted green on 

30’ of strip, enough for average lawn and _—— nq Dealer grass side, earth color on the soil side. 

Folders, Newspeper Mats, Display Cords, tc., availabe. NO TOOLS OR EXTRA PARTS NEEDED —4’’ x 25’ strips join into long 
ASK YOUR WHOLESALER OR WRITE MFR. lengths by bending self-locking tabs. Strips buried—no supports needed. 





Distributor Inquiries Invited 











CAREY-McFALL CO., Dept. B, 2156 E. Dauphin St., Phila. 25, Pa> 














...to sell it faster. DISPLAY IT BETTER 


eutth > DISPLAY FIXTURES and ACCESSORIES 


Sales rise and your profits with them when you display your 
merchandise the M&D way! Maximum flexibility in this equip- 
ment is tailor-made for the store with complete or partial self- 
service. M&D pre-built sectional equipment can be assembled 
quickly by store employees, thereby reducing installation costs. 
M&D Fixtures require less maintenance and permit easier 
stocking of merchandise. And, because of their compactness, 
they permit greater traffic through your store. 


TO STANDARDIZE 
GOOD REASONS ON M&D STORE FIXTURES 





dware store gift ware sec ® Low -cost installation — greater accommodate clip-on hangers. 
preeayr en shows typical hor a ead ba odaptable ‘ flexibility. © Departmentalization with econ- 
Owner says the M & D wa dise and that they Easy - to - keep - clean — baked omy of space. 
tion. f all types of merchan enamel finish. ® Standardization of fixture width, 
to the display of 9 f his gift items. ® Perforated metal shelving for length and height. 
have doubled the sale o fast, flexible binning. ® Fast, economical store moderni- 
® Perforated metal backing to zation. 


Write for illustrated catalog No. 100. 
M & D Displays are nationally repre- 
sented by the largest wholesale hard- 
ware houses. 








MeD DISPLAY COMPANY 


E, SUUPOEN io) ‘CAMBRIDGE CITY, + 715 SOUTH PALM AVENUE, ALHAMBRA, CALIFORNIA 


MODERN STORE EQUIPMENT THAT STOPS THE CUSTOMER—STARTS THE SALE 
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Boring Set Merchandiser 
New merchandising carton con- 

tains six plastic packages of Time 

University of 


TO HELP YOU SELL 





Saver boring tools. 





in a new sales unit, which consists 
of six individually 
pillows all 
marked, 


packaged air 
packed in a 
heavy 
with a display card. 


clearly- 


cardboard carton 


NEW! SUPERIOR NEW! | 
HEX KEY POCKET WRENCH SET 


SERVICEMAN o90 Each air pil- 


50 


ayant 


CLEVELAND 3 OHIO 


WOME MECHANIC 






low is packaged in a tubular con- 


tainer with a metal screw top, 


a which can be conveniently carried 
in pocket or equipment box. Dis- 
play card, measuring 5°,x5 in., has 
a cut-out to hold an individual air 
pillow container for counter dis- 
play. Hodgman Rubber Co. 





Illinois test results are printed on 
front of carton, offering impartial 
testimony as to 
Davrus Corp. 


: For more data circle No. 75 on posteard, p. 187 
superior TOOL CO. sit I re 


tools’ efficiency. 
wrenches, .050 to 3/16 in., fitted in 
a steel case like pocket knife blades. 
Kach wrench size can be used inde- 
pendently in any position best suit- 
ed for the job. Superior Tool Co. 


For more data circle No. 74 on postcard, p. 187 


For more data circle No. 76 on postcard, p. 187 


Christmas Spray Kit 

For Christmas decorations, this 
do-it-yourself spray kit 
three cans of bright gold, cherry 
red and bright silver in 6-0z. Spra- 
tainers. 


contains 


Air Pillow Sales Unit 


No. 555 air pillow is now offered 





Paint sprays easily, dries 


Lowest-priced, completely adjustable 


Pe all-metal ironing table... 














WITH LOTS OF KNEE ROOM plus infinite 
height adjustment between 24” and 36’ 


No limiting of Lady Arvin’s height adjustment by 
slots, holes, “‘catches’’ or “‘pins’’! Finger-tip touch 
adjusts surface up or down anywhere between 24" and 
36”. Release of touch locks it firmly. Safety lock 
prevents lowering below 24”. All the room any knees 
need and maximum comfort, standing or sitting, for 
women of every size. Folds flat. Priced to retail for 
several dollars less than any similar-type ironing table. 


See ORDER NOW FOR PROMPT SHIPMENT 


Nationally advertised . . . One-unit delivery 











ARVIN STANDARD All-time promotional leader 
Style 1200. Lowest-priced, largest selling nationally adver- 
tised all-metal “standard” ironing table on the market. Y 
Indispensable in any ironing table promotion. 





SOO tir 
. 0 o; 





ce teas 5 
> Guarameed by ”\ | 
Good Housekeeping y 
Y ty o 


ao > ay 
= Guaranteed by ” u 
Good Housekeeping 
6 ~ 











Manutactured by 


ARVIN INDUSTRIES, Inc., Columbus, Indiana 


as wat 
aon _— Aovranstd 








Two beautifully stvied models, identical except 
as to finish. No. 1700 “De luxe’’ model com- \ 
bines chrome legs and feet with a distinctive 
charcoal enamel top. The lower-priced No. 

1600 is finished throughout in cool-looking 
Azure Blue enamel. 


ee a 


1107 BROADWAY, NEW YORK CiTY 10 - 


AMERICAN FURNITURE MART, CHICAGO TI WESTERN MERCHANDISE MART, SAN raawcisco 9 / 











@ METAL OIMETTE SETS 
@ ALL METAL (ROMING TABLES 
@ METAL OUTOOOR FuRMITURE 


Send for catalog and price list 
Free mat service and layouts on request 
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TO HELP YOU SELL 











in minutes and leaves no mess to 
clean up. Kit retails for $2.79. 
Krylon, Inc. 


For more data circle No. 77 on postcard, p. 187 


5 Ib Charcoal Briquet Bag 
New 5 lb bag of charcoal bri- 
quets is packed six to a bale. Bri- 
quets are excellent for fireplace fuel. 
They burn uniformly and are eco- 
nomical and clean to use, leaving 


less than 3 per cent ash. Dealer 
price is 3714 cents per 5 lb bag. 
Kingsford Chemical Co. 


For more data circle No. 78 on postcard, p. 187 


Wall Tile Packaging 

Wall tile line is now packaged in 
new red and white cartons designed 
in a tile motif with red and white 
squares and criss-crossing grout 








lines. New packaging program ap- 
plies to regular tile (414x4!4 in.) 
and all trims. Miraplas Tile Co 


For more data circle No. 79 on postcard, p. 18 


Roller Skate Package 
Red, white and _ blue 
roller skate package display has 
perforated top which folds back to 


striped 





show skates. Also has pricing spot. 

No 5 roller skates will be among 

the models packed in the new d 

play. Union Hardware Ca. 

For more data circle No. 80 on postcard, p. 187 
(Resume reading on page 14) 



















Port Chester, N. Y. 





All your brushes from one dependable source 


EMPIRE BRUSHES, INC. 


COMPLETE BRUSH DEPT. 
IN 5 SQ. FT. OF SPACE! 


FREE Self-selling Attractive Hardwood Display Case 


More sales in less space — it sells a complete line of the 19 most 
wanted household brushes. Makes self-selection easy. Keeps reserve 
stock at your finger-tips. Made of handsomely lacquered hardwood — 
a permanent display that's a credit to your store. The best salesman 


on your floor! 


#5287 brush assortment includes 19 brush styles — a total of 


36 dozen brushes. 
Total Retail 


$307.08 


Your Price (including hardwood display case) $204.72 


Your Profit 






ok Gl 





Guaranteed by © 

Good Housekeeping 
* . 
oo, ww 





45 anvranysto 


Easier to sell when 


they see this Seal. 


In Canada: Empco Brushes, Inc., Montreal 


$102.36 


(Refill stock 40% off list prices) 











HARDWARE AGE, NOVEMBER 11, 


1954 


223 








KKK KKK 


Read it in 


HARDWARE 


NEWS OF 





————e 


HARDWARE AGE For 





FTC Upholds Refusal of Hardware 
Wholesaler To Sell to Discount Houses 


The right of Masback, 
Inc., a New York hardware 
wholesaler, to refuse to sell 
to discount houses has been 
upheld by the Federal Trade 
Commission. 

Earlier this year, Masback 
established a policy of re- 
fusing to sell to known dis- 
count houses (See HA, April 
1, 1954, page 14). Shortly 
thereafter the National Assn. 
of Discount Merchants com- 
plained to the FTC that Mas- 


back’s actions represented 
restraint of trade under the 
Federal Trade Commission 
Act. 

Now, however, the FTC 


has advised the discount 
house association that Mas- 
back was apparently exer- 
cising its proper legal rights 
to choose its customers. The 
information submitted by the 
discount house group did not 
provide a reason for action 
by FTC against Masback. 

The decision of FTC is 
understood to have been 
based on a Supreme Court 
ruling that stated, in gen- 
eral, that a seller can choose 
his customers as he wishes, 
so long as he is acting alone 
and not in combination or 
agreement with others. 

E. R. Masback, Jr., presi- 
dent of Masback, Inc., in 
commenting on the FTC de- 
cision said, “We have con- 

(Continued on page 236) 





A. Miller Retires From 
Janney Sales Staff 


A. J. Miller, of the country 
sales department of Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler, has retired 
under the Janney pension 
plan. 

For many years Mr. Mil- 
ler represented the firm in 
Northern Wisconsin and 
parts of the Michigan penin- 
sula. He later was associated 
with the printing department 


224 


in’ compiling a new catalog. 
More recently he was a mem- 
ber of the County Sales De- 
partment. 

C. W. Brooks, who has 
been a member of the Janney 
Dealer Service Department, 
has been assigned to a sales 
territory with headquarters 
at Sauk Center, Minn. 


W. D. Wallace Elected 
Camillus President 
William D. Wallace has 
been elected president of the 
Camillus Cutlery Co., Camil- 
lus, N. Y., succeeding Brig- 





WILLIAM D. WALLACE 


adier General Ralph H. Tate, 
who retired in August of this 
year. 

Mr. Wallace joined Camil- 
lus in 1917 in an executive 
capacity. His responsibilities 
have included engineering, 
research, and administration. 
He is also president of the 
Camillus Bank. 





Schelly & Bro. Starts 
Dealer Advertising Plan 


C. Y. Schelly & Bro., Inc., 
Allentown, Pa., hardware 
wholesalers, recently started 
a cooperative advertising 
campaign with 12 dealers in 
and around that city partici- 


pating. A seven-column in- 
sertion in orange and black 
appeared in the Sept. 15 is- 
sue of the Morning Call and 
Evening Chronicle. Allen- 
town newspapers, including 
the names and addresses of 
the 12 cooperating dealers. 

The Sept. 15 ad featured 
Fall Value Days merchan- 
dise, with sale prices effective 
until Oct. 1. 

A half-page ad in the Oct. 
6 issues of the two papers 
featured do-it-yourself items, 
special prices being good 
until Oct. 15. 

Participating dealers con- 
tribute to the cost of the ads 
in ratio to the size of their 
trading area as compared to 
circulation of the two papers. 
A larger number of dealers 
are expected to cooperate in 
subsequent group advertise- 
ments. The size and fre- 
quency of future ads will be 
determined at a later date. 





Dealer Briefs: 





Louis Kahn Joins 
Supplee-Biddle-Steltz 


Louis Kahn has joined the 
sales staff of Supplee-Biddle- 
Steltz Co., Philadelphia 
wholesalers. He will travel 
in New York City and parts 
of Long Island. 

Previous to joining Sup- 
plee-Biddle-Steltz, Mr. Kahn 
represented the Blumberg 
Hardware Co. for 12 years. 
Prior to that he had his own 
business. 





Chicago Retailers Set 
Thanksgiving Party Date 


The Chicago Retail Hard- 
ware Association will hold 
its 20th Annual Thanksgiv- 
ing Party November 17, at 
the American Furniture 
Mart, Chicago. 

The $5.75 per person ad- 
mission charge includes din- 
ner, at 8 p. m., prizes, enter- 
tainment and dancing. 


Do-It-Yourself Shopping Center Opens In 
White Plains, N. Y.; New Aubuchon Store 


Greenburgh, N. Y.—The 
Do It Yourself Center has 
opened at the White Plains 
Shopping Center, Tarrytown 
Rd. and Fulton Ave. The 
store, under the managership 
of W. J. Leeder, has 15,000 
sq. ft. in a street level floor 
and a basement. 

The store plans to cater to 
all phases of the do it your- 
self idea. In addition to hand 
tools, paint, electrical sun- 
dries, power tools, etc., the 
store also features a model 
kitchen, a fabrics department 
for upholstering, a rug de- 
partment, a sewing machine 
department, ete. 

The store is owned by DIY, 
Ine. 


Fitchburg, Mass.—The W. 
E. Aubuchon Co., Ine., retail 
hardware chain, now has five 
branch stores in New Hamp- 


HARDWARE 


shire, having opened its latest 
unit, Sept. 29, at 6 North St., 
Claremont. One of the larger 
stores in the Aubuchon chain 
was opened at 38 Irving Sq.. 
Framingham, Mass., July 15. 


Baylis, Ill—After 53 years 
in business at the same loca- 
tion, R. I. Ogle has retired 
from the hardware field. He 
recently sold his stock and 
fixtures to L. B. Beatty and 
Harold Tindle of the Auburn 
Implement Co., Auburn, III. 

Mr. Ogle said ill health 
had forced him to sell the 
business. He started work in 
the hardware store at the age 
of 13, and eventually bought 
it. 

Eau Claire, Wis.—Schlieve 
3ros. Hardware Co., 120 W 
Grand Ave., the city’s oldest 

(Continued on page 240) 
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Browa-Camp Stock Is 
Acquired by Hibbard 


Purchase of the common 
and preferred stock of 
Brown-Camp Hardware Co., 
Des Moines, Iowa, by Hib- 


bard, Spencer, Bartlett Co. 
of Evanston, Ill, has been 
announced by O. W. Ahi, 


president of Hibbards. 
It is understood that an 
offer for a controlling inter- 


sin, 


est in the outstanding stock 


of Brown-Camp was made 
about a month ago. 
Brown-Camp was. estab- 


lished in 1851. The company 
has been traveling about 27 
salesmen in Iowa, parts of 
Illinois, Minnesota, Wiscon- 
the Dakotas and Mis- 
souri. It also operated a 
branch warehouse in Daven- 
port. 


Shields & iin Hold Annual Dealer Show; 
John C. Stine, Jr., Named Sales Manager 


Shields & Bro., hardware 
wholesalers, held its annual 
hardware chow at company 
headquarters at 121-123 Mar- 
ket St., in Philadelphia, Oct. 
26-28, the second annual 
show of its type to be held 
at the present quarters. It 
was also a 1955 merchandise 
preview. 

More than 350 dealers and 
their employees attended the 
show, at which there were 
representatives of more than 
40 manufacturers whose lines 
are distributed by Shields. 
Many new and_ improved 
items were exhibited to the 
visiting dealers during the 
three-day event. Refresh- 





JOHN C. STINE, JR. 


ments were served each da) 
of the show. 
The company 


also an- 


Ace Reports Volume Gain at Fall Show; 
Introduces Monthly Promotional Ad Program 


nounced the appointment of 


John C. Stine, Jr., as sales 
manager. Mr. Stine started 
with the compuny in 1908 as 
a stock boy and later traveled 
central and Penn 
sylvania. 
His father 
veling salesman 
for 


southern 


had been a tra 
for Shields 


13 years. 


Fasco Industries Names 
District Manager 
F. W. has 
named by Industries, 
Inc., Rochester, N. Y., as dis- 
trict manager for the Ala- 
bama, Georgia and Tennessee 
territories. Mr. Warner will 
be assisted by Garry Morgan 
in sales of the company’s line 
of ventilating exhaust fan: 
and air circulating fans. 


Warner been 


I asco 


Messrs Warner and Mor- 
gan will make their head 
quarters in Decatur, Ga. 


Prior to his new appointment 
Mr. Warner was a membe? 
of the sales department with 
headquarters at the main 
office. 





At the recently concluded 
I’all Show and Exhibit of the 
Ace Hardware Corp., 2355 S 
Blue Island Ave., Chicago 8, 
Richard Hesse, president, an 
that the company’s 
is considerably over 


nounced 
volume 
1953 business. 

The company has added 20 


new stores since the first of 
the year, bringing up the 
total number of hardwars 


At 


stores toa few under 200. 
the convention, the Ace ad 
vertising department intro 
duced a promotional cam 
paign for 1955 that will con 
sist of a series of month! 
promotions, three 48 - page 
booklets and a comprehensive 
mat service. 

Exhibits at the show were 
devoted mainly to fishing 
tackle and Spring merchar 
for 1955. There wer: 


some samples of the 
stock of 


dise 
also 
back-up 
Christmas. 

More than 400 
dealers attended the two-day 
convention. All of the store 
now have the standard Ace 
Hardware sign which ties in 
with the company’s advertis- 


toys fu 


hardware 


ing promotions. 





Richard Hesse, president, Ace Hardware Corp., addressing the 
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company’s dealers during its Fall Convention. 
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New Tool Items: 


. 






Soidering Gun 


No other soldering tool combines the 
practical features, professional quality 
and attractive price of this new soldering gun 


Compact, shorter, lightweight design. 


| News of the Trade 


Ability to Handle Trade-Ins Seen As 





More efficient handling of 
| trade-ins, without sacrifice 
|of margins, combined with 
| more intensive local adver- 
tising, is the key to better 
| profits in the gasoline power 
|chain saw market, according 
| to William P. Gillespie, sales 
manager of the hardware 
and power tool divisions of 
| Henry Disston & Sons, Ince., 
| Philadelphia. 

Mr. Gillespie pointed out 
that advanced improvements 
in engineering, combined with 
the lower consumer prices on 
present gear driven units, are 
enlarging the chain saw mar- 
ket, especially to the small 
farmer, wood lot owner and 
occasional cutter. 

lor a dealer to get his 
share of this $20,000,000 mar- 
ket for new units and re- 
placement parts, a dealer 
must recognize the growing 
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importance of trade-ins and 
must be prepared to handle 


a larger number of such 
deals, Mr. Gillespie said. 

The importance of these 
elements in selling power 


saws is indicated by the new 
Disston sales program for 
1954-55 season. This pro- 
gram, as described by Mr. 
Gillespie, is based on the 
long range view that success- 
ful selling of chain saws re- 
quires more effective han- 
dling of trade-ins. The Diss- 
ton program features a built- 
in trade allowance on each 
unit and a_ self-supporting 
consumer advertising pro- 
gram. 

The trade-in feature of the 
program makes it possible 
for a dealer to handle a 
trade-in sale without loss of 
his normal margin. 

The advertising feature in 
the program provides the dis- 
tributor with an advertising 
allowance, based on the num- 
ber and type of units han- 
dled. This allowance must be 
used for consumer promotion 
and does nt require contri- 
butions by either dealer or 
distributor. 

In appraising the market 
potential of chain saws, Mr. 
Gillespie said that it is ne- 
cessary to recognize that the 
modern engineering of the 
models on the market today 
give lower maintenance and 
operating costs than ever be- 





Easton, Pa. 
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fore. This, plus the reduced 
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| Key to Greater Power Chain Saw Sales 


or Christmas © 


prices due to mass produe- 
tion methods, ed to 
substantially enlarge the 
chain saws. 


has serv 
market for 


Samson Cordage Elects 
Three Vice-Presidents 

The following officers of 
Samson Cordage Works, of 
Boston, Mass., were elected 
at a recent meeting of the 
board: 


William R. Dewey, Jr., ex- 
ecutive vice-president and 
treasurer; Walter G. Wood- 





WALTER G. WOODWORTH 
worth, vice-president, sales; 
Arthur F. Chace, Jr., vice- 
president, manufacturing. 
Neil S. McKenna was ap- 
pointed sales manager by the 
executive committee, the title 
held formerly by Mr. Wood- 
worth. 
Alfred L. 
appointed 
manager. 


dr... 


assistant 


was 
sales 


Low, 


Arvin Industries Name 
Marketing Director 


Gordon T. Ritter has been 
appointed to head the 
newly established marketing 
and product research depart- 
ment of Arvin Industries, 
Inc., Columbus, Ind. He has 
been for several years direc- 
tor of sales of the company’s 
electric housewares and car 
heater division. 


Sall, Builders Hardware 

Division Sales Manager 
Howard Brown has been 

appointed sales manager of 


the Builder Contract Hard- 
ware Division, Harry Sall & 


Co., 802-4 W. Girard Ave., 
Philadelphia. 
AGE, NOVEMBER l11, 1954 
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” _____————_ News of the Trade — 


Ragen Stores Marks 85th Anniversary | 


w Sales With Promotion Program and Open House | 


$s produe- 
served to 
_rge the 
WS, 


The 85th anniversary of 
the Rugen Stores in Glen- 
view, lll., was celebrated re- 
cently with an extensive pro- 
motion program and an open 


celebration, a number of full 
page ads were used in local 
newspapers. The store of- 
fered prizes and 


and held guessing contests. 


Elects house. Photos and other mementos 
dents The celebration encom- Of earlier days were exhib- 
ficers of passed all the Rugen stores, ited throughout the stores. 
Vorks, of These stores consist of a gro- During the celebration, a 
e elected cery, soft goods and hard- full page ad congratulating 
g of the ware, all located in the same the Rugen stores on their 

building and all connecting Service to the community was 
» Jv. with one another. published in a local paper 
fo * sy GA- 


lent and 
7. W ood- 





The first Rugen store was 
opened 85 years ago by Her- 
man Rugen who had earlier 
emigrated from Germany. 
Started in what was then 
Northfield Township, — this 
first store was actually a liv- 
ing room in the Rugen home, 
and much of the early busi- 
ness Was done on a barter 
basis. 

In the early days the Ru- 
gen store was a general store 
and slowly evolved into the 
present series of stores, sepa- 
rate but connected, which 
still strive to maintain the 
Rugen reputation for friend- 





over the signatures of 42 
merchants. 

A highlight of the celebra- 
tion was an open house held 
for the store’s customers and 
suppliers. About 2000 guests 
attended the open house and 
took in the “Guided Tour of 
the Famous Rugen Base- 
ment.” An additional 1000 
children visited the store in 
the afternoons to share in 
souvenirs, ice cream, etc. 

The “Guided Tour” idea 
arose from frequent requests 
from customers to see the 
basement where, it was re- 
puted, you could find every- 


souvenirs | 
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and car Immediate Delivery! Wire ACTION 
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t Hard- | 
, Sall & Members of the staff of the Rugen hardware store at the Open GAs iiemee) iz 
d Ave. Ouse celebration. Left to right, Bro Preis, Dave Rugen, 802 Pocker Street 
Frank Rugen who is manager of hardware department, Ray Secten, a 
Long and Jack Krueger. Sn 
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News of the Trade ————___ 


Wolff-Ace Hardware Marks 50th Year; 
Founder Still Active in Management 


Wolff-Ace Hardware, Wil- 
mette, Ill., one of the earliest 
hardware firms in the North 
Shore suburb of Chicago, is 
celebrating its 50th anniver- 
sary. 

A. C. Wolff, president and 





A. C. WOLFF 


founder of the company, still 
actively manages the busi- 
ness along with his son, Ar- 
thur C. Wolff, who is vice 
president and treasurer. 

Another son, Robert Wolff, 
resigned from the company 
two years ago to accept a 
position with a Chicago 
wholesaler. 

Mr. Wolff’s business ca- 
reer began at the age of 13 
when he helped on the family 
pickle farm near Deerfield, 
Ill. His first venture in the 
hardware field was in 1901 
when he obtained a job ina 





ARTHUR C. WOLFF 


hardware and tin shop in 
Wilmette. He bought out the 
store in 1904. 

Mr. Wolff gradually en- 
larged the business and in 
1925 purchased a_half-in- 
terest in Griffis Hardware 
Store. He constructed a new 
building, present site of 


HARDWARE 


Wolff-Ace, to house his new 
enterprise. 

In the 
became 


1930’s, Mr. Wolf 
affiliated with the 
Ace Hardware Group. He 
bought out the remaining 
half of the business in 1946 
from Frank L. Watt, who 
had acauired the Griffis in- 
terest in 1934. 

A number of full-page ads 
were placed in local papers 
to celebrate the 50th anni- 
versary of the company. 
Jack Malugen To Head 
Service Tools Institute 

Jack C. Malugen, presi- 
dent of J. H. Williams & Co., 
Buffalo, was elected presi- 
dent of the Service Tools In- 





JACK C. MALUGEN 


stitute for the 1954-1955 
year at the STI’s annual 
meeting held at the Black- 
stone Hotel, Chicago. 

Mr. Malugen joined the 
Williams company in 1952, 
as assistant to the president. 
He was elected president at 
the beginning of this year. 

Mr. Malugen has also been 
associated with the Diversey 
Corp. and Chicago-Latrobe. 


Gift Firm Appoints 
Sales Executive 


Western Woods, Inc., Port- 
land, Ore., manufacturer of 
wooden housewares and gifts, 
has appointed Curt Frisbey 
vice-president in charge of 
sales. The company is 
launching an expansion pro- 
gram with new products 
in the housewares and gift 
fields. 

Mr. Frisbey will also direct 
the company’s national and 
cooperatvie advertising pro- 
vrams. 
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(PAT PEND ) 
Spinning action guarantees 
sure closing—a positive seat 
always—because it revolves 
on flushing and seats in a 
different position every time. 
IT’S EXCLUSIVE WITH 
REICHERT. Fits all standard 
tanks. Made of live rubber 
for long, satisfactory service. 
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The Rite Seat* 


A new, positive-closing, 
live rubber tank bali that 
fits all standard tanks. 


ET 












Attractiuely 
D. 

in individual boxes, and in 

dozen-lot counter display 


cartons. Come six dozen to a 
master shipping carton. 


ATTENTION WHOLESALERS! 
Phone, wire or write today 
for details of attractive 
proposition. 





*TRADEMARK 
REGISTERED 


“REICHERT SOLDERLESS, HEAVY COPPER FLOATS — 


provide strength where needed, makes them the 
| world’s strongest and most serviceable. Every 
Reichert Float is thoroughly inspected and tested. 


Guaranteed Leak- Proof! | 
THE REICHERT FLOAT & MFG. CO. 


“The Quality Name in the Plumbing Industry” 


2243 SMEAD AVENUE ° TOLEDO 6, OHIO 
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Escutcheon Pins 





STANDARD O° 


For many years Star Brand Brass 

Escutcheon Pins have been recognized as 

standard by the trade. They are uniform 

in quality with sharp points, ahd are regularly 

packed one pound net in the package shown above. 
They are available in plain or nickel plated brass. 
168 standard sizes ranging in lengths from 3/16” to 2”. 
Contact your supply house or write direct to 

The Turner & Seymour Mfg. Co. 


Torrington, Connecticut 


Rubber insulated 
silent type glide 


Three prong glide 
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IN FURNITURE GLIDES 


Single prong glide 
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DRAMATIC DEMO-DISPLAY 
SURE-FIRE SALES GETTER! 


230 


Makes every sale 
a double one! 





Here’s one product... for everyone! No matter 
what your customers come in to buy — 

pliers, lawn mower, door chimes 
else they also need: fire proctection. And you 
can offer it to them, with the new, low cost, easily 
installed Edwards home fire alarm system. 


- there’s something 


EDWARDS home fire 
alarm... only $19.95 list 


Demonstrate it! Make sure they realize that it stands 
guard 24 hours a day, permanently — that it 

can save a life! Explain that detectors set off a loud 
alarm at 140°F. Have them hold a match under 
detector and hear alarm bell. Have them press test 
button. Explain that system needs no servicing 

or adjustment, is completely automatic, electric. 


Order your demonstrator-display now! 








So sensitive a lighted 


5 2F-200. Complete signal unit, alarm 
match sets off alarm a 


bell, transformer, test button, 5''x 7”’ 


cluminum plate, 2 detectors. $19.95 
F-100. Flush model for home 
builders $19.95 


Customers can install it themselves! Run wire along 
wall, screw detectors onto ceiling, signal unit onto wall. 
Connect detectors, plug in. That's all. 


Order from your wholesaler or write for details. 


WARDS NORWALK, CONNECTICUT 


In Canada: Owen Sound, Ontario 
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| 
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—News of the Trade——___— 


——— 


P&C Hand Forged Tool Co. Elects B. McClain 
President; J. E. Jones Board Chairman 


B. H. 


McClain was ad- 
vanced to the presidency of in 1941. 


Mr. McClain joined P & ¢ 
He was appointed 


the P & C Hand Forged Tool treasurer, and in 1950 vice. 


Co., of Milwaukee, Oregon, 





B. H. McCLAIN 
at a recent meeting of the 
board. At the same time J. 


Earl Jones was elected chair- 
man of the board. 

Carl W. 
pointed treasurer and elected 
to the board. Mr. Geist joined 
P & C in 1944 and has been 
personnel director, auditor 
and purchasing agent. 


Geist was ap- 


president. 

Mr. Jones was president 
for 20 years and will serve 
the company in an advisory 
and counseling capacity. 

J. H. Perry continues as 
vice-president and sales man- 
ager. His headquarters are 
in Chicago. M. B. Pendleton, 





J. EARL JONES 


H. C. Baumgartner and ©, W. 
Coslow continue as vice-presi- 
dents. 


Stratton & Terstegge Honors Anniversary 
Of Wilton H. Terstegge as Firm President 


Stratton & Terstegge Co., 
wholesaler in Louisville, Ky., 
has been celebrating the 35th 
anniversary of the election of 
Wilton H. Terstegge as pres- 
ident of the company on Nov. 
6, 1919. 

The entire staff joined with 
the sales and buying depart- 





WILTON H. TERSTEGGE 


ments to honor the anniver- 
sary during the company’s 
eleventh period. Stratton & 
Terstegge operates on a 13- 
period year rather than the 
12 month basis. The sales 


HARDWARE 


campaign for the period was 
termed a most successful on 

Mr. Terstegge joined the 
company in 1913 and was a 
buyer until 1919 except fo: 
15 months that he 
service during World War | 


was in 


When he became president 
in 1919 he was the third man 
to hold that office since the 
company was incorporated in 
1903. Previously the company 
had operated as a _ partner- 


ship. Henry Terstegge was 
president until he died in 
July, 1913. Frank M. Stutz 


was the second president. 
The company has grown 
steadily during Mr. Ter- 
stegge’s administration. One 
of its latest advancements 
was the recently opened 5- 
story building for a shipping 
department, warehouse, en- 
closed truck loading dock, 
offices and merchandise dis- 
play floor. A description of 
the plant and its operating 


methods was published in 
HARDWARE AGE, June 10, 
1954, issue, beginning on 


page 78. 
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WHAT'S BOOSTING 








1, DEPENDABLE QUALITY 
2. GENEROUS MARKUPS 
3. REASONABLE RETAIL PRICES 
¢. STRONG NATIONAL ADVERTISING | 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 







EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
steel blades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up 


POULTRY SHEARS 


Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 





and meat with equal ease. Fast- 


moving gift item. 








3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 342” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.’ 





POCKET KNIVES 


Sell them once and you'll never | 
Carry another brand! Fine steel and | 
fine looks in patterns to suit every 
taste. 


The Saturday Evening 


POST 


nized 
Recog Value 


Stee|. Pakkawood handies; serrated est. 1037 


cutting edge. Women buy them on 
sight. BOKER 
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STEAK SET 
Hollow-ground blades of stainless 





Ask your jobber 't how 


H. BOKER & CO., INC. 


101 Duane oe 


New York 7,N.Y 
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More New 
Sales-Powered Features in 


Selmout 


Deluxe 


PORCELAINWARE 


Smart, Efficient, New Design 
HANDLES 


New Scoop Handles 

easy to get hold of, easy 
to clean, now available 
on the Belmont Deluxe 
lines, white and “Black 


Beauty”. 


Beimont Deluxe White Ware 


New comfort-grip 
hollow long handles 
cool, efficient, good look- 
ing, now available on Bel- 


Belmont Deluxe mont Deluxe Ware. 


“Black Beauty” Ware 





This new Belmont Deluxe ware is proving right in 
stores that housewives want quality porcelainware. 
Orders, especially re-orders, have had the Belmont 
plant working extra shifts since July. New modern 
design, new finer craftsmanship, including smooth 
rolled under beads, new quality weight, new plastic 
knobs, and now smart new handles—these are some 
of the reasons for Belmont’s soaring popularity that 
can mean really worthwhile volume and profits for 
you. Ask your Wholesaler — write for this 4-page 
catalog of new items today! 


Celmout 


Company 


100 Belmont Street - New Philadelphia, Ohio 
Division of The Ridge Tool Company 








| —— -— News of the Trade DISPLA 


dealer dru 


make it ea 


Tracy-Wells Contest for the trip which also in- They help 


° cluded tickets to the Broad- more profi 
Winners Announced way Play, “Seven Year chain busi 


Winners of the Grand [ftch.” 
| Prize in the Tracy-Wells Several hundred dealers 
sales contest were announced attended the gift and house- 
| at the firm’s Columbus, O., wares show which included 
| wholesaler’s recent Gift and a display of Tracy-Wells’ 








P . F | Housewares Show. line of appliances and house- 
this Christmas The winners, Mr. and Mrs. wares, hardware, sporting 
ad Paul Baldridge and Mr. and goods and toys. 


Mrs. George Morelock, were In addition, 35 manufac- 


] given an all expense paid turers’ representatives were 
e | weekend trip by air to New on hand to display and 


York City, where they were demonstrate their products 
guests at the Waldorf-As- to dealers. The day before 
toria Hotel. the show opened Tracy- 
. By winning, Mr. Bald- Wells salesmen were briefed 
Sometime during the coming Christmas season, i, ih r. Baid- Wells salesmen were bricie 

ridge, a retailer, qualified by the various manufactur- 
the ONE MILLIONTH Justrite Yellow Flash 8 Mr. Morelock, his Tracy- ers’ representatives on all 
will be sold. Wells sales representative, new products. 





































In the 4 years since its introduction, $3,950,- 
000.00 will have entered dealer cash registers 
because of Yellow Flash 8 sales — this is nearly 
$1,000,000.00 a year — a total dealer profit 
of $1,500,000.00. 


There is a definite reason for this tremendous 
volume in so short a time. 1,000,000 customers 
can't be wrong. 


The reason is GIFT APPEAL. The Yellow Flash 8 
is The Most Powerful Flashlight Made. That, 
Grand prize winners at the Tracy-Wells recent Gift and 


together with its handsome appearance, Housewares Show taking flight to New York City are, 


rugged const tion. fyl 3 right: Mr. and Mrs. Paul Baldridge, and Mr. and Mrs 
99 construction, useful features and :re George Morelock. Mr. Baldridge is a retailer; Mr. More- 


markably low price ($3.95 less batteries) make lock a Tracy-Wells sales representative 


James S. Begg to Head He was district sales man- 
Minnesota Paint Sales ager at Minnesota’s factory 


at Fort Wayne, Ind., and in 
Minnesota Paints, Inc., has 1952 was appointed general 


it a wonderful gift for a sportsman — and 
especially at gift-giving Christmastime. 


DISPLAYED IN YOUR STORE, THE YELLOW appointed James S. Begg sales manager. 
FLASH 8 WILL CATCH THE CHRISTMAS SHOP- — in charge of ee 
PER’S EYE—AND HIS CHRISTMAS GIFT DOLLAR! Mr. Begg was with Sher- Association Man Joins 





rj Jilliams 0. 5 ° 
win - Williams Co for 15 McCall's Magazine 
McCall's magazine al- 


Deal yourself in on this million dollar a year 
nounces that Jerry Mulvihill, 


volume. Order a stock of Yellow Flash 8 whe was with the New Es 
Handlights, for Christmas. Why not do it gland Retail Hardware As- 


sociation, has joined its staff 


to merchandise McCall's “do- 
it-yourself” program, work- 


“THE BRIGHTEST NAME IN LIGHTS” ing under the corporate name 


of Jerry Marshall. 


ee wil He was manager of a re- 
‘ . tail hardware store before 
joining the New England as- 


sociation. As head of the as- 
MANUFACTURING COMPANY sociation’s dealer merchan- CG 


right now! 











dising services he has been 

setting up “do-it-yourself” 

2061 North Southport Avenue, Chicago 14 years before joining Minne- shows in major New England ‘ A 
sota Paints. trading areas. 


JAMES 8S. BEGG 
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DISPLAY CM Chain in eye-catching 
dealer drums. They attract customers... 

make it easier for you to serve them. 
They help you build a bigger, 
more profitable 
chain business. 






The name that 


RINGS UP 
SALES 





A well-known name and a busy cash register go hand 
in hand. CM Chain has the name—long-established... 
highly regarded...constantly promoted through regu- 
lar advertising. Put that name to work for you. Carry 
CM Chain for your trade. There’s a type and size, in- 
cluding specialties and attachments, for every pur- 
pose. Next time you order chain, do it by name... 
specify CM Chain with the distinctive “Inswell” weld. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
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_ POWER LAWN MOWERS 


Built For Those Who Want The Best 


ites, Ortats engineering 
design and precision 
manufacturing tech- 

nique combine to provide 

finest possible perform- 

ance, long life, handling ease, 


operating simplicity and econo- 
j my never before equalled in any 
f power lawn mower. 























hy ONLY “KLIPPER” mowers 
oy ” pF ef provide ALL of these extra fea- 
18 and 20 tures Fully enclosed oversize 


Diamond chain drive. Oversize 


| CUTTING 


enclosed Timken reel bearings 
with automatic takeup. Tubular 
WIDTHS Stamdup steel handle, Patented, 
positive action, non-wearing 


clutch - simple, powerful, 
self locking. Extra strong, 
zinc die cast alloy frame 
Zine die cast alloy pinions 
with hardened steel in- 
serts. Patented ‘‘Quick- 
set’’ height adjustment 
with a range o* 4°" to 29"° 
Iriges & Stratton 4-cycle 
engines (rope er _ recoil 
starters), Power driven 
weed clipper and reverse 
belt for self-sharpening - 
optional equipment 


The Cooper “‘Cyclo-Mo” Trim- 
mer Type Rotary Power 
Mower - an instant “hit” when 
introduced in '53 - now sets a 
new high in design and per- 
formance. 

Improved design provides light- 
er weight, maximum safety, 
closer trim ard contour cut 
with NO SCALPING. Adjust- 
able front grass chute elimin- 
ates WINDROWING or 
BUNCHING. Simple height ad- 
justment from 11%" to 314" per- 
mits the cutting of high grass 
or tough weeds. Tubular type 
stee] handle with large rubber 
grips stands up for easy and 
compact storage. Briggs & 
Stratton 4-cycle engines (rope 
or recoil starters) transmit full 
power of the engines to the 
cutting knife. “Cyclo-Mulch” 
leaf mulchers available as op- 
tional equipment. 


’ 
Nationally Advertised in S55 

a eae SON I rea 

o make your job of selling Cooper Power Mowers easier - they will 

again be Nationally Advertised in °55 to more than 40 MILLION 
potential prospects. 
More “‘Klipper’’ and “Cyclo-Mo” power mowers were sold in ‘54 than 
in any other ycar in the history of the company. Every year - more 
and more home owners realize that only Cooper gives them the 
added years of trouble-free satisfactory performance so much to be 
desired - and again dramatically emphasizing the old adage ‘That 
there is not and never will be - any substitute for QUALITY.” 
Write, wire or "phone TODAY for literature, prices and name of 
nearest distributor. Learn why it is more profitable to SELL Cooper 
- than to sell AGAINST it. 





FIRST CH¢ E OF TH i ri Ww 


COOPER MANUFACTURING COMPANY 


701-702 South First Avenue ® Marshalltown, Iowa 
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Stacked with Sales Appeal! 


New Inner-Seal Queen B and B Paks attract attention 
. make impulse sales! They're packaged in the exact 
lengths customers ask for . . . and each pak contains 
complete instructions on how to weather-strip! 
INNER-SEAL Queen B and B Paks are compact... 
easy to stack and easy to stock, easy to display and sell! 
Cash in on these profitable salesmakers. Order your 
stock of INNER-SEAL, the top-quality 
weather strip, today! 
QUEEN B PAK-17 feet 
Suggested Retail Price $1.98 
B PAK-10 feet 
Suggested Retail Price $1.19 
FLEXIBLE ADJUSTABLE RIP-PROOF 
EXCLUSIVE PATENTED CONSTRUCTION 
(Spring Steel Molded In Live Sponge Rubber) 
DURABLE — NEOPRENE COATED 
Over 600 Million Feet Sold! 
Nationally advertised 





For complete information, write today to Dept. HA-11 


BRIDGEPORT FABRICS, INC. 


BRIDGEPORT 1, CONNECTICUT 
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Theme of Looboyle, 


Display and merchandise 
housewares as a group rather 
than as individual lines or 
items was the theme of a 
housewares clinic conducted 
recently by Looboyle, Inc., 
wholesaler at Tulsa, Okla., 
for its sales staff and dealers. 

Such merchandising has a 
greater appeal for women 
buyers, those attending the 
clinic were told. Merchandis- 
ing to capitalize on the trend 
to glamorize the kitchen was 
stressed also. 


Houseware dealers were 
urged to let their jobber 
salesman do their buying, 

| especially dealers ordering 





initial stocks. Jobber sales- 
men, it was pointed out, 
would select items that will 
sell, for the salesman’s con- 
tinuing success depends on 
his dealers selling their 
stocks and then reordering. 

The clinic was promoted 
with a two-letter campaign 
to dealers. One letter, from 
Looboyle, was an invitation 
plus an outline of the clinic 
and asked dealers to make a 
reservation. The other letter 


was a_ personal invitation 
from the wholesaler sales- 
man. 

The clinic was held in a 


Tulsa hotel. Classes were 5% 
minutes long . 

The classroom method, as 
against holding a show be- 


— News of the Trade 


Queen of -_ ale. | Merchandising Housewares As A Group 


Inc. Dealer Clinic 


fore one large audience, cre- 
ated an informal atmosphere, 
Looboyle officials state, and 
resulted in many questions 
being asked of the manufac- 
turer representatives who 
conducted the sessions. 

A briefing session was held 
for manufacturer representa- 
tives on the evening before 
the clinic. 

The first day of the clinic 
was for sales and office per- 
sonnel of Looboyle. 

The second day was for 
dealers. Manufacturer rep- 
resentatives conducted the 
sessions, and Looboyle sales- 
men functioned as guides. A 


luncheon was held on the 
second day. 
Representatives from the 


following manufacturers at- 
tended the clinic: 
Aluminum Goods Mfg. Co., 
Boonton Molding Co., Borg- 
Erickson Corp., Club Alumi- 
num Products Co., Cookin’ 
Tools, Inc., Dazey Mfg. Co., 
Ekco Products Co., Griswold 
Mfg. Co., Hasty-Bake Mfg. 
Co., Inland Glass Works, In- 
ternational Molded Plastics, 
Inc., Kromex, Inc., Markt & 
Hammacher, May Nut 
Cracker Co., Munising Wood 
Products Co., Poloron Prod- 
ucts, Inc., Revere Copper & 
Brass, Inc., Teamakers, Inc., 
and Wooster Rubber Co. 





Tumbler set features are pointed out to Mr. & Mrs. Virgil 


Lawson, Lawson Hardware 


Glass, of Kromex, while George Packard, 


Looboyle looks on. 


& Supply Co., Tulsa, by Sid 
on left, of 
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SELF-ALIGNING 
THROUGH-BOLT LOCK SETS 









the clinic 
office per- 


—" E-Zier to sell... 
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« Aaa E-Zier to install 
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CYLINDER-IN-KNOB 
ENTRANCE SFIS... 


BUTTON-IN-KNOB 
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AND BATH SETS 
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Stock the bar that — 
captures more sales 
+..returns more profit 


KIMBLE GLASS BARS 
with tear-drop fittings 


Here’s THE Bar that’s designed to give the 
maximum of consumer value . . . priced to cap- 


ture more sales and give you a high profit margin. 





Available 
in both 18° 
and 24” lengths 














Fittings are bright, streamlined, nickel-finished. 
Rod is sparkling-clear glass. It’s a combination that makes 
Kimble Glass Towel Bars a natural, self-service item. 

Don’t delay, place your order today with your wholesaler 
or write for one nearest you. Address Kimble Glass Bar 
Division, Owens-Illinois, Toledo 1, Ohio. 


Kimble Glass Bars are Manufactured by Kimble Glass Company, subsidiary of Owens-Iliin 








KIMBLE GLASS BARS Owens-ILLINoIs 





Virgil 

by Sid 

eft, of AN (@) PRODUCT GENERAL OFFICES +« TOLEDO 1, OHIO 
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ARDWARE AGE, NOVEMBER 11, 1954 235 





THE LINE THAT 


SELLS ITSELF 


Write, wire or phone for proof 
of our claims. 


FALLS PRODUCTS INC. e GENOA, ILLINOIS 
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__—— News of the Trade- 


New Revere Ware 
Sales Executives 

Harry J. McCormick has 
been appointed general sales 
manager of the Utensil De- 
partment of Revere Copper 
& Brass, Inc., Rome, N. Y. 
Associated with Revere since 
1946, he will direct sales ac- 


HARRY J. McCORMICK 


tivities of Revere Ware, 
copper -clad stainless steel 
cooking utensils, and of the 
company’s institutional line 
introduced last May. 
Announcement was made 
at the same time of the ap- 
pointment of Paul L. Wake- 
field as sales manager of the 
cooking utensils line and of 


PAUL L. WAKEFIELD 


Marshall L. Land as sales 
manager of institutional 
ware sales. 

Mr. Wakefield had previ- 
ously been assistant sales 
manager of the utensil de- 
partment. 

Paul G. Fuller has been 
named general sales manager 
of the forging and welded 
steel tube departments of 


| Revere’s Rome Mfg. Co. Di- 


| 
| 
| 


vision. 


Sales Manager Post to 
Donald E. Livingston 


Donald E. Livingston has 
been named sales manager of 
The American Thermos Bot- 


HARDWARE 


tle Co., Norwich, Conn., ae- 
cording to an announcement 


DONALD E. LIVINGSTON 


by Irving K. Fearn, vice- 
president in charge of sales. 


Hardware Boosters Set 
Christmas Party Date 


The annual stag Christmas 
Party of the Hardware 
Boosters will be held the eve- 
ning of Wednesday, Dec. 15, 
at the Hotel Roosevelt, New 
York City. Tickets at $12 
per person may be obtained 
from I. Fischman, 3145 Cres- 
cent St., Astoria, Long Is- 
land, N. Y. 


Correction 


In the Oct. 
HARDWARE AGE, William H. 
Terstegge, president, Strat- 
ton & Terstegge Co., Louis- 
ville, Ky., who delivered a 
talk on “Decimal Packaging 
and Net Pricing” at the re- 
cent National Hardware Con- 
vention in Atlantic City, 
N. J., was incorrectly quoted 
as having said, in comment- 
ing upon chain, “The chair 
industry has just changed to 
selling by feet.” This should 
have read, “The chain indus- 
try has just changed to sell- 
ing by feet.” 


FTC Upholds 
Wholesaler 
(Continued from page 224) 


sistently fought and _ shall 
continue to fight for Fair- 
Trade and all other construc- 
tive programs designed to 
promote our customers’ best 
interests. 

“We are dedicated,” Mr. 
Masback said, “to the 
vice of legitimate independ- 
ent retail hardware and 
housewares merchants—sell- 
ing to and through them. We 
are confident that mutual 
cooperation will assure ulti- 
mate victory over destruc- 
tive competitive forces.” 


14 issue of 


ser- 
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CARLON 
Plastic Pipe 


What makes a selling winner? In 
the case of CARLON plastic pipe, it's 
dependability. There is _ infinitely 
more to plastic pipe than promises 
and claims . . . there's the matter 
of know-how. 


Today, CARLON pipe is first choice 
across the nation. Because CARLON 
is leader in research . . . leader in 
development . . . leader in quality 
... it is only natural that CARLON 
is leader in SALES. 


Only CARLON is identified with a 
stripe, and so when you specify 
plastic pipe... 


CARLON PRODUCTS CORPORATION 


10300 Meech Avenue ¢ Cleveland 5, Ohio 


Manufacturing plants in Ohio, Colorado, N. Carolina, Oregon, Texas and Ontario 


More Sates... Wore Profits 


WITH A STYLE 12 


Woodford Freezeless Wall Faucet 


Made By Specialists in Freezeless Valves Since 1929 


ASSURE CUSTOMER SATISFACTION 
WITH THIS MODERN CONVENIENCE 


STYLE 12 












CHOICE OF INLETS 


* REGULARLY FURNISHED WITH LEVER 
HANDLE which provides more finger clear- 
ance but can be furnished with wheel 
handle when specified. The lever and whee! 
handles are interchangeable and either can 
be used as a loose key. 

* CAN BE USED IN FREEZING TEMPERA- 
en pipe drains out after each 
closing. 

* SHUT-OFF THREADS ARE INSIDE BUILDING—Will not stict 
“ith frost or chatter as is possible in frost proof faucets with 
shut-off threads in the outside head. 

* QUICK OPENING AND CLOSING—Designed for long trouble 


free service. 





See your wholesaler or write for information about 
our complete lime of freezeless wall faucets. 


WOODFORD HYDRANT CO. 


DES MOINES 17, IOWA 
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GEYER 


Quality Line of Farm and 





Garden Tools 


For BETTER 
GARDEN TOOL SALES 


The Geyer Line is manufactured to high 
standards which have made Geyer known 
for quality steel goods. 

e All tools of scientific tempered steel. 

e Selected—perfect finish Ash handles. 


e Includes a complete Floral Line finished in bril- 
liant red and gold colors for extra appeal. 


e Beautiful display stand on rollers now available 


to fit any store location. 


Write for Catalog 


GEYER MANUFACTURING COMPANY 
ROCK FALLS, ILLINOIS 
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<Womd>18" SH 1172 
Suggested 


2 HP. Retail Price 


EXTRA PROFITS 
EXTRA SALES 


ATTACHMENTS 


1. Grass Mower 

2. Rotary Tiller 

3. Disston Chain Saw 
4. Carborundum Grinder 


Make Extra Sales 
AND TWO 
Self-Propelled 


WHIZ POWER SAWS 


20” — 22 h.p. General Purpose. 
26” —5 h.p. Heavy Duty. 









These big power units are sales builders all year around 
with WHIZ matched Attachments — Cordwood Saws, 
Disston Chain Saws, Carborundum Grinding Wheel, Rotary 
Tiller Hoe, Grass and Brush Mower, Post Hole Auger. 


— Built Right to Sell Right — Nationally Advertised 


For complete information and prices contact your jobber or 
write direct. Distributor franchises available. 


{ole} | MANUFACTURING CO., INC. 


127 East Eleventh St. Baxter Springs, Kansas 


| 














Moline Wire Stretchers are made 
with Malleable Iron Parts 














How are you fixed 
on Wire Stretchers ? 


When good customers come rushing in at the last) 
minute for supplies—such as a wire stretcher—be 
ready to send them back to the job with a strong 
effective Moline Wire Stretcher. Why not have a 
few on hand? Order Now! 


MOLINE IRON WORKS 


MOLINE, ILLINOIS, U. S. A. 


We'll gladly supply you with these 
other agricultural and industrial 
items, too: Tackle Blocks, Hay 
Tools, Load Binders, Rope Hoists, 
Wire Rope Clips, Clevises. 
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—__—_—_— News of the Trade—— 


NEWS OF 


MANUFACTURERS’ AGENTS 





W. F. Ball to Become 
Manufacturer's Agent 


William F. Ball will enter 
business as a manufacturers’ 
agent with headquarters at 
503 Ivy St. in Elmira, N. Y., 
following his retirement 
of the end of the year as a 
district sales manager for 
Wood Shovel & Tool Co., 


as 





WILLIAM F. BALL 


Piqua, Ohio. He is seeking 
hardware and industrial sup- 
ply lines to sell to hardware 
wholesalers and_ industrial 
supplies distributors in 
Pennsylvania and New York, 
excepting Philadelphia and 
New York City. 

He has been associated 
with Wood Shovel & Tool Co. 
for 10 years. His previous 
affiliations had been with the 
former American Fork & 
Hoe Co., and in sales and 
managerial capacities with 
several wholesale hardware 
houses. 


Four State Area to 
Hunter Michaels Co. 


Hunter Michaels Co., Dal- 
las, Tex., has been appoint- 
ed by Master Metal Products, 
Inc., Buffalo, N. Y., to han- 
dle its line of step-on cans, 
barbecue grills, tools, and 
utility cash and bond boxes 
in Texas, Oklahoma, Arkan- 
sas and Louisiana. 


Three Firms To Handle 
Bridgeport Copperware 


Agents in the New Eng- 
land and Middle Atlantic 
area have been appointed by 
Bridgeport Brass Co., 


HARDWARE 


Bridgeport, Conn., to handle 
its line of copperware. 

The Donovan Co., Bosto 
will cover Maine, New Hamp. 
shire, Vermont, Massachv- 
setts, Rhode Island and 
Connecticut; T. H. Skinne 
Co., New York, will cover 
New York State and North- 
ern New Jersey, and the 
Corrigan-Gane Co., Philadel- 
phia, will cover _ eastern 
Pennsylvania, Southern New 
Jersey, Maryland, District 
of Columbia, Delaware and 
Virginia. 


Three Agents Added 
By Clinton Machine 


The Lawson Abbott Co., 
Dallas, Tex.; Lawson-Calkins 
Co., Kansas City; and the 
Lawson-Abbott-Remm Co, 
Jackson, Miss., have been 
named exclusive sales agents 
for the Chief Brand line of 
air cooled outboard motors 
and chain saws of Clinton 
Machine Co., Clinton, Mich. 

The firms will cover Texas, 
Oklahoma, Arkansas, Louisi- 
ana, Tennessee, Mississippi, 
Kentucky, Missouri, Kansas, 
Iowa and Nebraska. 


Morris Joseph Named 
Sterling Paint Agent 


Morris Joseph, recently 
established manufacturers’ 
representative of Elizabeth, 
N. J., has been appointed by 
Sterling Paint & Varnish 
Co., Malden, Mass., to sell its 
line of putty, caulking com- 
pounds, paint and _ varnish 
removers, and other related 
items, in New Jersey and 
Staten Island. 

Mr. Joseph formerly had 
an interest in Pioneer Sales 
Co., Red Bank, N. J. 


Hyde Mfg. Appoints 
Bert J. Clark Agent 


The Hyde Mfg. Co., South- 
bridge, Mass., manufactur- 
ers of home repair tools, 
painting and decorating 
items, and specialty prod- 
ucts, has appointed Bert J. 
Clark and associates as sales 
representatives to serve the 
Kansas City marketing area. 
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it you have been planning 
to purchase an Automatic 
Glass Cutting Machine 


Mr. Dealer: 

Glass sales are now beginning 
to increase. There is excellent 
profit for you in glass providing 
you can hold your breakage to 
the minimum. 











This you can do if you have a 
FLETCHER Automatic Class Cutting Machine installed in 
your store. Any clerk, man or woman, can successfully cut 
glass to your customer's exact requirements with this 
simple, easily operated machine. Ask your jobber for full 
particulars but, DO IT NOW. Don't wait until the season 
is nearly over. 


THE FLETCHER-TERRY COMPANY 


733 SOUTH STREET FORESTVILLE, CONN. 








RUN UP YOUR PROFITS WITH ,. | 








PRICE PROTECTED ... NATIONALLY ADVERTISED 
... POPULAR IN THE HOME AND WORKSHOP 


To insure that you make your full profit, ag: « 
Rogers Gorilla Grip Glue is price pro- ° 
tected . . . is sold only through local 

hardware stores like your own. 








To keep your market wide awake, Rogers 
Glue is advertised continuously in lead- 
ing national publications such as Popular 
Science, Popular Mechanics and Popular 
Homecraft. You're dollars ahead when 
you sell popular Rogers Glue. 


Cash in on this fast moving item. Rogers users 
are satisfied customers that 
keep coming back for more. 
Rogers Glue is easier to 
work . . . makes a stronger, 
more solid joint or mend. 


Order today through your 
jobber or write direct to: 











ROGERS. 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. | 


! 
Over 3,885 Ibs. Shearing 
Strength per Square Inch 
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K-V Drawer Slide, 
K-Venience Pan Rack 


K-Venience Towel Rack, 


K-V #80 Standards 

J} and #180 Brackets 
| are ideal for 

| adjustable open 

book, storage and 

window garden 

shelving. 











New K-V #1300 Drawer Slide is economical, 
easily installed, has noiseless nylon rollers. 







For cabinet 
adjustable 
shelving use K-V #255 
Standards and #256 
Shelf Supports. 





Space saving kitchen K-Veniences include Towel Racks, 
Pan Racks and Cup Racks — sell them with confidence. 


WROTE wh 


Grand Rapids, Michigan 
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Bike Industry Appeals 
For Public Support 

The American bicycle in- 
dustry which has been hit 
hard by foreign competition 
through lowering of the 
tariff is taking its case to the 
public in a booklet entitled 
“Crisis in the American Bike 
Industry.” 

The Bicycle Institute of 
America in issuing the book- 
let states that even if Ameri- 
can manufacturers sold their 
product without a profit they 
could not compete on price. 
Foreign makers have an in- 
vincible position, it is pointed 
out, with lower wage scales 
and devalued currency. 

The booklet urges Ameri- 
cans to write to congressional 
representatives and the Pres- 
ident, and for civic, labor 
and business groups to adopt 
resolutions backing the Amer- 
ican bike industry. 


(Continued from page 224) 


hardware store, has been 
purchased by Joseph Fried 
and! Darrell Woodington. 

Al G. Schlieve, senior mem- 
ber of the firm, will retire 
after more than 50 years in 


the hardware business. Mr. 
Schlieve’s brother, Paul G. 
Schlieve, associate in the 


company, will also retire. 


Irwin, Pa.—Lohr’s Hard- 
ware recently held a week- 
long celebration highlighted 
by sales and an open house 
to commemorate its 50th an- 
niversary and the completion 
of an extensive remodeling 
program. 

Souvenirs and door prizes 
were awarded on the closing 
night of the celebration. 


Hernando, Miss. E. C. 
Droke will soon open a retail 
hardware and building sup- 
plies business at the location 
formerly occupied by Leigh 
Pharmacy. 

Mr. Droke, who was with 
Banks & Co. for more than 
25 years, will carry as com- 
plete a line as possible of 
plumbing supplies, paints, 
wallpaper, and small appli- 
ances. In addition, the store 
will have a complete stock of 
baby furniture. 
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News of the Trade 


Hardware Trade Association Honors Past Presidents 





Fourteen past presidents were honored guests at the Oct. 19 meeting of the Hardware 


Trade Association, held at the Railroad-Machinery Club, 30 Church St., New York 


City. August C. 


In the photo are, 


Flamman, legal counsel for the club, presented engraved plaques 
te each past president in attendance. 


David C. Stagg, Patterson 


Bros., president, and Arnold Martin, Fayette R. Plumb, secretary-treasurer. Front row, 
left to right: Merle Langel, Osborn Mfg. Co.; M. C. Harriman, American Steel & Wire 
Co.; Robert Doti, Igoe Bros.; W. Earle Clapp, Hansen & Yorke Co. of New Jersey; 
W. W. Edwards, Hansen & Yorke Co., and H. F. Gilliam, Wood Shovel & Tool Co. 
Standing, left to right: Mr. Martin; Gus Fischer, Black & Decker Mfg. Co.; James 
Bosted, H. W. Mills Co.; Joseph C. Walker, Buffalo Bolt Co.; John Ryan, Joseph C. 
Ryan & Sons, Inc.; Roy C. Schmidt, Stanley Tools; Sydney H. Atkinson, R. J. Atkinson, 
Inc.; Harold Usher, retired; Edward Dugan, Thomas W. Kiley & Co., Inc. and Mr. Stagg. 


DEALER BRIEFS 


Independence, Mo.—Dickey 
Hardware Store at 208 W. 
Maple held a grand opening 
recently to celebrate the com- 


plete remodeling of the store. 


Prizes and coffee and cookies 
were offered to customers. 
Four hundred feet of floor 
space have been added to the 
rear of the store and the 
walls and ceiling have been 
redecorated. A whole line of 
do-it-yourself tools has been 
added to the regular stock. 


Millheim, Pa.—L. E. Sto- 
ver celebrated his 60th anni- 
versary in business by hold- 
ing a weekend of special sale 
values and offering free gifts. 

Mr. Stover started the bus- 
iness in 1894 with the late 
F. O. Hosterman. Mr. Stover 
purchased Mr. Hosterman’s 
interest in 1928. 


East Point Ga.— Austin 
Hardware and Appliance Co. 
held its grand opening re- 
cently. Door Prizes and one 
cash award were given away. 

Dorris Austin is owner of 
the new store. He will be 
assisted by Raymond Brooks. 


Jefferson, Iowa.—H. W. 
Reading has sold the Reading 
Hardware Co. to Dick Sea- 
man. 


Mr. Reading was associ- 
ated with the store since 
1903. He is retiring from 
business. 


Columbus, O.—Robert Phil- 
lips has opened a new store, 
Phillips Hardware, at 1125 
E. Main St. Mr. Phillips has 
been in the hardware busi- 
ness since 1948 as manager 


OBITU 


Arthur I. Platt 


Arthur I. Platt, 72, Fair- 
field, Conn., former sales 
manager of the Bridgeport 
Hardware Co., Bridgeport, 
Conn., and retired owner of 
the Arthur I. Platt Mfg. Co., 
died September 12. 

Mr. Platt founded the 
company which bears his 
name about 20 years ago. It 
manufactures hardware 
items including a tool holder 
which he invented. Mr. Platt 


sold the business some six 

months ago. 

Arthur E. Reedholm 
Arthur E. Reedholm, 69, 


owner and operator of the 
Reedholm Hardware Store, 


HARDWARE 


of Superior Hardware and 
Appliance Co. 
Port Tampa City, Fla— 


New owners of the Interbay 
Hardware Store at 6115 In- 
terbay Ave. are Mr. and 
Mrs. Herbert M. Colmer who 
came here recently from St. 
Cloud, Fla. 


ARIES 


Nevada, Iowa, died Oct. 2. 
He operated the business for 
32 years. 


Mr. Reedholm was a 25 
year member of the Iowa 
Retail Hardware  Associa- 
tion. 

Curt Beste 

Curt Beste, 56, Mirro 
Aluminum representative 
covering Washington, Ore- 


gan, Montana and Idaho died 
October 18. Mr. Beste had 
been with the company for 
almost 33 years. 


Lonnie J. Simmons 


Simmons, 5, 
president of the Bradenton 
Hardware Co., Bradenton, 
Fla., died September 26. 


Lonnie J. 
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G. Greenman To Head 
Prepo Corp. Sales 

Prepo Corp., Edgerton, 
Wis., makers of automatic 
gas torches and picnic stoves, 


has appointed George R. 
Greenman general sales 
manager. 


Mr. Greenman joined Pre- 
po’s sales staff at Skokie, III., 
before the company moved 





GREENMAN 


GEORGE R. 


its offices and 
Edgerton, Wis. 

Although somewhat new 
in the hardware field, Green- 
man has had extensive expe- 
rience in handling sales man- 
agement problems in allied 
fields. 


factory to 


Glolite Corp. Adds 
Seven Service Units 


The Glolite Corp. of 
Chicago, manufacturers of 
Christmas tree light sets and 
decorations, is establishing a 
nation-wide network of ser- 
vice warehouses. Supple- 
menting the company’s five 
year ’round warehouses will 
be seven service units at 
temporary locations. 

The company’s 12 
houses will operate during 
November and December on 
a 24-hour-a-day, seven days 
a week schedule. Same day 
service will be provided 
throughout the Christmas 
season by both the permanent 
and temporary warehouses. 


ware- 


S&W Moulding Now 
Miraplas Tile Co. 


The S & W Moulding Co., 
Columbus, O., has changed 
its name to The Miraplas 
Tile Co., effective October 15. 

The firm remains under 
the same ownership and 
management and the same 
Policies and products will 
continue, 


—News of the Trade- 


Youngstown Kitchens Sales Force Realigned 
By Mallins Mfg. Corp.; Warehouse Enlarged 


Mullins Mfg. Corp., of 
Warren, Ohio, has announced 
a number of sales organiza- 
tion changes on Youngstown 
Kitchens. 

M. L. Ondo has been ap- 
pointed general manager of 
sales. 


Two new positions have 
been created, and six veter- 
erans promoted in staff 
changes. The men, their 
previous position, and new 
posts are: 

J. W. Purvis, assistant 


sales manager and manager 
of dealer sales, to sales man- 
ager of the dealer division. 

Harry F. Howell, New 
York zone manager, to sales 
manager of the builder divi- 
sion. 

D. F. Sembach, Chicago 
zone manager, to new posi- 


tion of director of market- 
ing. 
W. H. Powell, assistant 


sales manager builder sales, 
to new position of manager 
of sales administration. 
The Denver region has a 
new sales manager. He is 
J. M. Linforth, Jr., formerly 
assistant manager of 
the appliance division at the 
Warren, Ohio, factory. The 
territory covers distributors 
in Denver, Salt Lake City, 
and Billings, Montana. 
Arthur Race, Denver re- 


sales 


gional manager, has moved 
to San Francisco to work 
with distributors in San 


Francisco, Fresno, also Reno 
and Las Vegas, Nev. 

H. H. Schryver, former 
San Francisco regional man- 
ager, takes over the north- 
western region of Portland, 
Ore., and Seattle and Spo- 
kane, Wash. 

J. G. MeNicol, of the Port- 
land territory, 
sistant to the product design 


becomes as- 


engineer at the Salem, Ohio, 
plant. 

Additional warehouse 
cilities are being erected at 
the Warren, Ohio, plant, to 
increase storage capacity for 
peak demand periods. The 
addition, to be completed 
early next year, will provide 
105,000 sq ft of extra space, 
and the building and equip- 
ment will cost $750,000. 


fa- 


F. E. Myers Advances 
R. Morr and L. Doyle 


The F. E. Myers & Bro. 
Co., of Ashland, Ohio, has 
appointed Raymond D. Morr 
assistant sales manager, and 
Lorin G. Doyle and 
adjustment manager. 

Mr. Morr joined the com- 
pany in 1934 as a territory 
salesman and has been a dis- 
trict manager in Michigan. 

Mr. Doyle joined the com- 
pany in 1952 and was ap- 
pointed assistant service 
manager last year. 


service 


Johnston Lawn Mower Corp. Holds Sales Meeting 
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A highlight of the annual sales meeting of Johnston Lawn Mower Corporation was a 


demonstration of the new reel and rotary models for 1955. Shown with the new models 
are, left to right: V. H. Rhodes, salesman; L. A. Pitts, salesman; G. W. Taylor, sales- 
man; E. M. Andersen, asst. sales manager; E. G. Nolan, manager, advertising and sales 


promotion; A. B. Allison, salesman; W. J. Lindsay, salesman; and E. A. 


Larsen, 


salesman. Featured on the program for the meeting were O. T. Jacobsen, president of 
Jacobsen Mfg. Co.; Johnston's parent company; Jewell Campbell, new manager for 


Johnston; and E. G. Nolan. 
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$18,000 in Power Tools 


(Continued from page 116) 


and convenience, and where pos- 
sible to employ equipment combin- 
ing two or more tools in a single 
piece of equipment.” 

One of the most popular units 
sold is one at $150—an all-purpose 
unit. Financing is offered under 
an easy pay plan to cover any 
merchandise a customer with a 
good credit rating wishes to buy. 

Advertising in a metropolitan 
daily newspaper offers delivery 
service each day over a wide area, 
and is a big factor in promoting 
power tool Circulars are 
obtained from manufacturers with 
the firm’s imprint for hand distri- 
bution in the 
the store. 


sales. 


area surrounding 

Last year the firm bought the 
first 15 minutes of the 30-minute 
Danny O‘Neill show on a TV in 
Chicago. While the commercials 
featured all departments of the 
three-floor store, particular atten- 
tion given to tools. 


was power 


Commercials were written by Ray 
Seckels, assistant manager, and 
Howard Webb, store manager. 

Power tools were shown dur- 
ing the commercials with the use 
of pictures provided by manufac- 
turers. 

Although greater space is 
needed by the firm’s power tovl 
section, its center-aisle location 
partially offsets this handicap. 

Aisles surround the _ depart- 
ment on four sides. Excepting one 
glass case for showing small, 
portable tools, open display is 
used for the power tool section. 


Stocks Home Project Plans 


A stock of patterns for home 
and yard projects, and blueprints 
for a wide variety of jobs a home- 
workshop fan can do is an extra 
sales producer. The plans are not 
producers of them- 
they do encourage 
more homeworkshop fans to seek 


big volume 
selves, but 


more equipment for more elabo- 
rate projects. 


Annex Appliance Room 
(Continued from page 118 


by types of equipment. This per- 
mits comparison as to prices, qual- 
ity and features. 

L. J. Van Gelderen says of the 
appliance department, “As our 
store is in a resort town we have 
many transient customers, a num- 
ber of whom buy appliances for 
their apartments. Our main store 
major appliance displays catch 
their attention when they make 
their first visit to us.” 

The firm’s outside salesman has 
contributed materially to building 
the company’s present high volume 
in major appliances. A local man, 
he knows the area very well and 
has a wide acquaintance among 
permanent residents. 

The outside salesman works on 
a drawing account based on the 
estimated major appliance volume 
for the year. During the year, he 
receives in regular instalments the 
equivalent of 10 pet of that esti- 
mated volume. 

At the end of the year, the out- 



















several new features 

Extra-long 16-ft. Blade— 
wider, more rigid %4” blade 
has bold jet-black easy-to- 
read numerals on snow- 
white blade...won’t surface 
crack, chip or peel. 

Handy Re-wind Crank 
—for smooth, rapid re- 
winding, without backlash. 


Your customers deserve the best. 
Order this new Carlson rule from your jobber today! ». 


A 
9, 







Carlson & Sullivan, Juc. 





“Ader p 
ents #2089209, #251093% # 
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Means More Sales—More Satisfied Customers 


The new wider, 16-ft. SUPER CHIEF makes one-man measuring easier 
-by far! Designed for accurate, one-man measuring of extended 
horizontal and vertical surfaces, the SUPER CHIEF has all the out- 
standing features that make Carlson the popular leader —plus 


Compact—Fits the Pocket 
—designed into a 212" case; 
weighs only 6% oz. 

Quick Blade-Change 
Feature —change worn or 
damaged blades in seconds. 
Swing-tip—flips conven- 
iently aside for inside or 
butt-end measurements. 
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Rope thats night, ; 
for the job! A 


MANILA AND SISAL CORDAGE 
Coils and Cartons 


SYNTHETIC ROPES 
Nylon - Dacron 


FISHERMAN'S CORDAGE 


OILFIELD CORDAGE 
Catlines - Cables 


WRAPPING TWINES 
Sisal and Jute 


OAKUM AND PACKING f 


WALL ROPE WORKS, INC. 
48 South Street, New York 5, N.Y. 
Factory: Beverly, N. J. 


y f 
MANILA 4 






Branch Stocks: 





Baltimore 
Boston 


’ -« ’ Buffalo 

y Chicago 
Cleveland 
Ellsworth, Me 

Potwarp - Houston 
\ Jacksonville 
Memphis 

\ Mobile, Ala 
4 New Orleans 

Norfolk 
Odessa, Tex 
Philadelphia 
Pittsburgh 
Portland, Me 
San Francisco 
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) ROPE 
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WAVE Positive 
SECURITY With 


Eg this CN-GU, S-all display 


ices, qual- 


vs othe | we@its on customers for you! 








our 

we have 
S, a num- - . . 
ances for This Sargent night latch display does a 
ain store two-way job: 
YS catch ...0ffers a Sar-T-Lock for every pur- 
ey make pose, every purse. 
— ...tells a complete and convincing 
build; ’ sales story to your customers. 

uilding 
h volume In Model 4285, you can offer the only 
cal man, latch on the market with both one hand 
well and operation and dead-bolt protection! 
.—_—— Sargent SaF-T-Locks are quality prod- 
ae ucts throughout. Feature them with 
ip ade, Sargent Chain Door Guards...for those 

ae the extra profits. 
> volume 
year, he See your supplier today for your SarF- 
ents the T-Lock display. Or write us, Dept. 4L. 
hat esti- 

lie calle Sargent & Company 


New York - NEW HAVEN, CONN. - Chicago 


Hardware of Character 





“Sacless” Lavatory 





Spring Pivot-Hinges 


Ball Bearing 
Single or Double Acting 


~CHICAG0)- 





















ep SPRING HINGES | TAPER PINS 
oston 

ad @ Top of Door Complete stock, all sizes 47/0 through #14 
rth she and Stile Flush | in Speciu! sizes to order. 

Duston . eas Milled or Centerless Ground (Precision Type). 
sonville in any position | 

mph TYPE AD7227 YP | Made to accurate tolerances. 

Orleans * * . 

folk Attachments for Application | Also ‘Stanho’ Taper Pins made from selected 

deiphia to Marble or Glass screw stock, Monel, Brass, Aluminum 

nd, Me or other metals. Clean bright finish 

rancisco There is a growing tendency among architects to —prompt shipments. 









specify that the top edge of toilet stall doors shall 
be flush with the top of the hanging stile. Hinges of 


; f 
| this type were used in the New Statler Center in Los yng 


description 


Angeles . . . equipped with Chicago Spring Hinges. and prices. 





“Spring Hinges of Quality" 





Chicago Spring Ninae Co. ae — SIND 


PE _ 1500 CARROLL AVE., CHICAGO 7 ILL. 








ORSE NA/L CORP 
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side salesman receives 10 pct of 
the difference between estimated 
major appliance volume and actual 
sales, when the latter is higher 
than the estimate. 

Mr. Van Gelderen says of the 
outside salesman, “When he was 
employed it was with the under- 
standing that he wceuld get little 
help from the store insofar as 
leads are concerned. We saw no 
point in turning over to anew man 
leads which we could follow up 
ourselves. As a consequence, most 
of the business he brings in is new 
business which we _ prob- 
ably would not have made without 
his aid.” 

At the time the outside man was 
employed Mr. Van Gelderen also 
made arrangements for his head 
hardware salesman to make extra 
money by helping to sell appli- 
ances. When the inside man in- 
terests a hardware customer in 
major appliances, he turns the 
prospect over to Mr. Van Gelderen 
if the owner is in the store. In the 
absence of the manager the inside 
salesman handles the demonstra- 
tion himself. 


sales 


Whether the manager makes the 
sale or the hardware salesman 
completes the transaction, the for- 
mer receives a 4 pct commission on 
the sale. 

The outside salesman obtains his 
leads from two sources—house-to- 
house canvassing and call-backs 
on customers who have already 
purchased some appliances from 
the firm. 


Expands Prospect List 

When the salesman completes a 
sale, he turns the information over 
to the service department. Within 
a month of delivery, the salesman 
back on the customer, to 
“make certain that the appliance 
is working satisfactorily.” In most 
instances the customer needs no 
call-back or advice, but she is im- 
pressed with the salesman’s inter- 
est. Often these call-backs result 
in the salesman receiving names 
and addresses of others who may 
be interested in new appliances. 

The firm uses store demon- 
strations whenever possible, a 
washing machine being ready for 
demonstration at all times. 


calls 








pricing 
left-handed 
screwdrivers ? 





Caters to Women 
(Continued from page 140 


show hundreds of gift items. 

While a check-out system is not 
being used, self selection is being 
encouraged by use of signs on some 
displays reading: “This is a self- 
service counter. Help yourself, 
Check order at wrapping counter, 
Thank you.” 

Special gift-wrap papers are 
used on other gifts priced at $1.50 
or higher. 

Frequent newspaper ads are used 
in cooperation with suppliers. The 
Welcome Wagon Hostess helps new 
families to become acquainted with 
the store. Direct mail material, 
mostly as supplied by manufactur- 
ers, is sent out each month in Rush- 
ville and the surrounding area. 

Mr. Haydon is installing a floor 
audit system including two new 
cash registers to give daily recap 
figures on business in each depart- 
ment. A third register in the of- 
fice will take care of paid-outs, out- 
side accounts receivable and house 
accounts. 
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THE MARKING PENCIL THAT 
WRITES ON EVERYTHING! 


Outside of skyhooks and left-handed wrenches, 
there isn't anything you can't write clearly on 
with a Listo Marking Pencil. Listo is perfect 
for the hardware business, because it writes 
clearly on anything from glass to angle iron, 
Listo is America’s pocket pricing system 
Listo Marking Pencils are inexpensive, al- 
ways handy, easy to use, and they make a 
clear, strong mark on any surface. They 
save you time and.money. Listo leads 

come in six colors... black, red, blue, 





green, yellow and brown. LEADS IN 6 COLORS — 
P.S. It pays you to stock Listo pencils be- to * veuow INTERCHANGEABLE — ADJUSTABLE 


cause everybody uses them. They return UE ¢ GOWN 


a big profit for your small investment, 
In boxes or handy counter cards. 


PEG BOARD BACKS 
Write for catalog No. NH TODAY 


° ‘ | W. C. HELLER & CO. 
LISTO pencil corporation | MONTPELIER, OHIO 


Alameda, California « In Canada: Listo Products, Lid., Vancouver, B.C. — 
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1ufactur- , ~ Because any customer who comes in 

in Rush- Wholesalers! for a 10¢ fuse is ripe to buy a $1.50 

area TUNGSTEN Mini-Breaker. Usually he’s disgusted with the annoy- 
a pt ance of fuses . . . he’s making an emergency replace- 

g a floor ment. You can end his fuse troubles forever by selling 

two new ¥ “silent Salesmen” to boost your W Longer shanks may be added him a Mini-Breaker . . . and pocket 53¢ profit instead 

ily recap sales! Attractive plastic display- to drills 4s” and larger. The of 4¢. 

» deme ors ond handy kite are availabe eg eee inte body of There’s no installation with a Mini-Breaker. It 
; " whet eae. oo simply screws into the usual fuse socket. It never 

| the of- blows like a fuse. It trips and can be reset instantly 

Nuts, out- by pushing the shock-proof, reset button. 





Theve’s no squinting and guessing about which 
circuit has been overloaded . . . the button pops up 
to show a colored ring. Service can be restored in- 
stantly. Even a ten-year-old child can do it, safely. 
There’s no shock hazard: Mini-Breaker is UL Listed, 
the only device of its kind on the market. And—note 

+ this—there’s a chance at a repeat sale for every 
socket in your customer’s fusebox! 


aoa ROCKET CONCRETE DRILL CO. 


P.O. BOX-X, DANA POINT, CALIFORNIA 
Warehouse Stock, 9-South Clinton Street, Chicago 6, Illinois 





Get that extra 1500 per 
cent profit. Ask your 
regular distributor to 
supply you with a dis- 
play case of Mini- 
Breakers. Or drop 
us a note — we'll 
give you the full 
facts, a supply of 
* sales-making _ litera- 
ture and all the plus- 
profit Mini-Breakers 
you need. 



















pronounced ‘MIGHTY'') 


THREAD CUTTING 


AVAILABLE IN 
10, 15, 20, 30 AMPS. 
AC ONLY, 125 VOLTS 
MAXIMUM. 









1 GAL. CANS 1 OT. CANS 1 PT. CANS ‘2 PT. CANS 
3 in @ carton Wine orton 12» o co 


orton 12 in @ carton 
Shpg. Wt. 27 ibs Shpg. Wt 30 Ibs Shpg. Wr. 16 Ibs Shpg Wi. 8 Ibs 


The only device of its kind 
to meet all requirements of 
Underwriters’ Laboratories. 


MINI-BREAKER: 


MECHANICAL PRODUCTS, INC. 
1824 River Street @ Jackson, Michigan 





For hand tools and power pipe machines 






Lithographed cans . . . No paper labels to tear or soil! 
SEE YOUR JOBBER 





sown SUNSHINE CHEMICAL co., inc. 


600-606 W. Lake Street . Chicago 6, Illinois 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


This is an increase of only 0.56 pet. 
There were price declines be- 
tween April 12 and Sept. 27 on 
three of the nine categories of 
lines of merchandise _ studied: 
Housewares, —3.93 pct; plumbing, 
—1.39 pet and builders’ hardware, 

0.63 pet. 

Price advances on the six other 
lines, from April to September, 
were: Paints, oil and glass, 2.61 
pet; small tools, contractors’ sup- 
plies and agricultural implements 


and steel and heavy hardware, 2.12 
pet; machinery, 1.49 pct; cutlery, 
guns, ammunition and accessories, 
athletic equipment, bicycles and 
supplies and fishing tackle, 0.79 
pet; automotive accessories, 0.32 
pet and electrical wiring supplies, 
0.23 pet. 

The sample dealer order studied 
by the Salt Lake wholesale firm is 
a stock of staple items carried by 
the average hardware store. The 
items are representative of volume 
producing items in each of the 





Percentage of Price Changes by Lines 


Percentage of Change 
Sept. 27, 1954 
Compared to 


April 12 = March | 
1954 1942 

TOTAL TEST ORDER +- .56 +67.64 
(420 items) 

DEPT. A 12.12  +80.87 
Small tools, 107 items 
Contractors supplies and agricultural mplements 48 item 
Steel and heavy hardware, 16 items 

DEPT. B .63 +72.41 
Builders’ hordwore, 39 items 

DEPT. C 3.93 + 64.54 
Housewares, 75 

DEPT. D . - 23 440.74 
Elect w 5 ite 

DEPT. E + 1.49 +4877 
Machinery, 7 iter 

DEPT. F 719 +71.58 
Cutlery (exc luding pocket knives), 9 items 
Guns, ammunition and accessories, 10 ms 
Athletic equipment, 6 items 
Bicycles and supplies, 8 item 
Fishing tackle, 13 iter 

DEPT. G a +35.50 
Automotive accessories and sup 19 item 

DEPT. H —1.39 +67.69 
Plumbing, (excluding enamelware) 20 items 

DEPT. P +2.6| +62.21 


Paints, oi! and glass, 18 items 
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Comparative Costs 
Of Test Order 
Yo of 
Change 

Date of Value trom Previ- 

Test Order of Order ous Test 
March |, 1942 $2,872.89 
Sept. 1, 1945 3,039.60 + 5.8 
Nov. |, 1946 3,417.87 +12.44 
Nov. |, 1947 3,692.83 + 8.04 
Jan. 15, 1948 3,753.60 + 1.64 
June 6, 1948 3,913.99 +. 4,27 
Nov. 5, 1948 4,110.36 + 5.01 
April 4, 1949 4,154.07 + 1.06 
Aug. 29, 1949 4,075.67 — 1.88 
April 25, 1950 4,112.91 + 9 
Sept. 22, 1950 4,308.40 + 4.75 
Jan. 2, 1951 4,705.09 + 9.20 
April 30, 1951 4,755.45 + 1.07 
Oct. 1, 1951 4,703.04 — 1.10 
April |, 1952 4,690.61 — .26 
Sept. 22, 1952 4,697.46 + .146 
April 27, 1953 4,746.16 + 1.03 
Sept. 22, 1953 4,787.85 + .88 
April 12, 1954 4,788.82 + .02 
Sept. 27, 1954 4,815.42 + 56 

Percentage of increase March |, 

1942 compared to Sept. 27, 1954, 

+67.64%,. 











principal departments of the whole- 
sale company’s business. 

Only three times since the study 
was started have dealer prices de- 
clined, as shown by the table of 
comparative costs. 


Sproul Confident Of 
No Business Slump 

One of the nation’s leading bank 
authorities says he is doubtful of 
any general business slump and 
notes that recessions no longer 
“feed upon themselves” and snow- 
ball into depressions. 

Allan Sproul, president of the 
Federal Reserve Bank of New 
York, cites the current recession 
as an example of the country’s abil- 
ity to avoid a serious depression. 

“There will be temporary and 
short-run ups and downs and they 
will do some good, testing the in- 
efficient in management and _ in 
labor and responding to the chal- 
lenge of new and better goods and 
services which seek to replace the 
old and less good,” he says. 

“But I believe that we have a 
better chance of avoiding those 
longer-term swings and_ those 
deeper declines which seriously 
interrupt the growth of produc- 
tion and of productivity. ...” 

Mr. Sproul made his statements 
in a talk before the National Assn 
of Food Chains. 
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Now made with 
Stainless Stee! Fronts 


BOMMER SPRING HINGE CO. INC. 


Main Office & Plant: LANDRUM. SOUTH CAROLINA 
Chicago Office: 180 N. Wacker Drive, Chicago 6, III 
Sales Office 

and Warehouse: 263 Classon Ave., Brooklyn 5, N 
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ET WASHERS 


Ball-bearing action ends washer wear! 
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“Easy Does It”’ 


eddi-Moun 


The FREE-WHEELING LOCK 


is the ONLY cylindrical 
lockset of its kind that 


installs as ONE unit 


Free-wheeling knob spins when locked 
Locking push-button in knob 
Pre-assembled 

Always in perfect alignment 

Brass Latch 

5-pin cylinder 

Available with solid brass 

or aluminum trim 

Fully guaranteed 


s VV¥PTV GF 


INTERIOR 


bh) 8) 

with Matching 
Solid Brass 

or Aluminum 
Trim for 
REDDI-MOUNT 


Available for 
Passage, Closet 
Bedroom and 
Bathroom Doors 


J. CHESLER « SONS, INC. 


BROOKLYN 37, N.Y., U.S.A. 








Fair Trade Gains Strength From Supreme Court Action 


High Court Refuses to Review Appeals 
Attacking Constitutionality of State Laws 


3y a decision to refuse to review 
the actions of lower courts in four 
Fair Trade suits, the U.S. Supreme 
Court, on Oct. 23, merely brushed 
away what otherwise might have 
been a calamitous blow to minimum 
price maintenance. 

In denying the appeal of four re- 
tail companies for a review of un- 
favorable decisions made against 
them, the high court was repeating 
a similar action of last year, where 
a retailer had appealed a case won 
against him by a fair trading manu- 
facturer. 

The court was also reiterating a 
stand it had taken in the Old Dear- 
born case, of 1936, in which it had 
upheld the constitutionality of state 
fair trade laws, including the non- 
signer clause. 

Following the long-awaited edict, 
the General Electric Co., which is 
the defendant in a similar action, 
made a follow-up appeal that the 
court also dismiss the action 
brought against it by Masters, Inc., 
New York City discount house. 

Genera] Electric pointed out in 
its appeal that the case brought to 
the Supreme Court against it by 
Masters raised no questions of con- 
stitutionality that weren’t involved 
in the other four cases which the 
court refused to review. 

The validity of the Federal Mc- 
Guire Act was attacked in three of 
the four actions which the court 
declined to review. 

The plaintiffs questioned the con- 
stitutionality of the non-signer 
clause of the Federal fair trade law 
which makes the signing by some 
retailers of fair trade contracts in 
a fair trade state binding at the 
same time on all other retailers in 
that state. 

The court declared, in brief un- 
signed opinions, that no substantial 
Federal! questions were raised in 
the four cases. 

Three of the four cases involved 
the New York state fair trade law. 
The other involved the New Jersey 
law. In one case the retailer bring- 
ing the action against the Lionel 
Corp., operates stores in New York 
City and Newark, N. J. 

“This refusal by the highest 
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court in our land to review the con- 
stitutional status of the fair trade 
laws should serve as a green light 
to manufacturers of fair-traded 
national brands in making fair 
trade work more effectively in the 
marketplace than ever before,” com- 
mented Dr. John W. Dargavel, 
chairman of the Bureau of Educa- 
tion on Fair Trade and executive 
secretary of the National Associa- 
tion of Retail Druggists. 

The action of the court in refus- 
ing to review the lower court deci- 
sions in these cases eliminated the 
reason some fair trading manufac- 
turers may have had for dragging 
their heels in the enforcement of 
their minimum price contracts. 

The court action undoubtedly 
will also stimulate a renewed effort 
on the part of the forces opposing 
fair trade to make another attempt 
to get Congress to repeal, or at 
least emasculate Fair Trade, at its 
next session. 


Factory Hiring Rate 
Rose to Mid-September 

The rate at which factories hired 
workers between mid-August and 
mid-September rose this year for 
the first time since 1948, says the 
Bureau of Labor Statistics. 

However, the September rate of 
35 workers hired per 1,000 em- 
ployed still was the lowest rate for 
that month since 1930. Hiring in 
August of this year ran at a rate 
of 33 per 1,000, while a year ago 
the rate was 40 per 1,000. 

The B. L. S. said increases in 
the latest hiring rate showed up 
in autos, primary metals, lumber, 
chemicals and paper, in contrast to 
declines usually posted during the 
period. 


Mortgage Processing 
Stepped Up by F.H.A. 


The Federal Housing Adminis- 
tration says it will let home build- 
ers go ahead with construction be- 
fore the agency completes process- 
ing their applications for mortgage 
insurance. 

This decision is part of Federal 





Says Business Faces 
Stiffest Competition 

The U. S. economy has set a 
solid base for a continued up- 
swing in business under highly 
competitive conditions, accord- 
ing to Everett D. Reese, presi- 
dent of the American Bankers 
Assn. 

Reese says that six months of 
traveling throughout the nation 
give him “the feeling of real 
optimism.” 

The top banking spokesman 
pointed out that business will 
face its keenest competition in 
years. 











Housing Commissioner Norman 
Mason’s drive to reduce mounting 
backlogs of mortgage insurance 
applications piling up in field 
offices. 

Commissioner Mason states that 
he has instructed field offices across 
the country to give the project 
building a “go-ahead signal pend- 
ing processing of the insurance 
application.” 

Noting that this new procedure 
is designed to give “temporary and 
immediate relief,” he adds that it 
is not a “permanent solution.” 

In some areas, backlogs of up to 
10 weeks had developed in process- 
ing insurance applications, accord- 
ing to the F. H. A. 


Senator Says Too Much 
Government in Business 


Sen. Edward Martin (R., Pa.) 
says that “taxes are entirely too 
high” because the federal govern- 
ment is “too much in business.” 

“The federal government has 
invested in business sbout $30 bil- 
lion,” he adds. “The U. S. govern- 
ment is operating about 100 dif- 
ferent kinds of business enter- 
prises.” 

The senator made the state- 
ments in a speech at the dedica- 
tion of Pennsylvania Power & 
Light Co.’s new power plant at 
Martins Creek, Pa. 

Sen. Martin also believes that 
there are “too many people de- 
pending upon government.” 


HARDWARE AGE, NOVEMBER 11, 1954 





REA 


THE 











~~ 


SS 
SS 
| 
D 


More tha 
have increc 
sow and | 
by featurinc 
spot'’ disp! 
farm, facto 
prospec 
tomer. No 
increase, b 
bearings a 
will also in 


Q 


77 





set a 
d up- 
highly 
ccord- 
presi- 
ankers 


ths of 
nation 
f real 


esman 
s will 
ion in 








Norman 
yunting 
surance 
1 field 


es that 
; across 
project 
| pend- 
surance 


cedure 
iry and 
that it 
id 

f up to 
yrocess- 
accord- 


ach 
ess 
Pa.) 
ely too 
rovern- 
ss.” 
nt has 
530 bil- 
rovern- 
00 dif- 
enter- 


state- 
dedica- 
wer & 
ant at 


is that 
yle de- 


, 1954 


REMOVE SASH PUTTY 


THE Professional Way aoe 






ELECTRIC 
PUTTY 
REMOVER 


No. 488-1A Deluxe Model 


Deluxe models equipped with trigger-switch built into 
plastic handle on aluminum frame. Standard models 
equipped with hard wood handle mounted on alu- | | 
minum frame. 


No. 488-IA Deluxe Model. 





and 6'' heating edge | 

) or 220 volt $15.00 } 
No. 489 ‘‘Junior Deluxe 
Model. 9’ heating edge 
0 volt only $13.50 
No. 388-IA Standard 
Model. |/i'' and 6" heat 
nq edge 110 and 220 
volt $12.00 

No. 392 Junior Standard 

Model. ? heating edge | 
0 volt only $10.50 
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SAW & GRINDING 
MANDRELS for YOU 
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More than 20,000 retailers 

have increased their sales of 
saw and grinding mandrels 
by featuring Chicago ‘'on-the- 
spot" displays. It makes every 
farm, factory and home workshop 
prospective power-tool cus- 
tomer. Not only do mandrel sales 
increase, but sales of belts, pulleys, 
bearings and other power products 


will also increase. ASK YOUR JOBBER. 


fe) 


The No. 70 display fea 
tures the six most popular | 
selling mandrels attractively | 
displayed on this red, white | 
and blue board. 


MFG'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 
CHICAGO 12 ILLINOIS 
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10-ft. Steel Tape 


i STANDS UP STRAIGHT 
, for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33% wider blade 
(full 34") stays straight up without bending 
or buckling. You get a free belt clip and Tenite 
utility case with every tape. Sliding end hook 
for inside or outside measuring and... 











it's marked so you don’t have to figure! 

no other tape is marked this Evans way. 

This Edge — marked in feet and inches with foot markings 
at every inch 





lo} 


TF 














Whichever way you work, in inches or feet and inches, 

you read instantly without having to stop and figure. 
The EVANS King-Size White-Tape Is the Top 10-ft. 

Tape Value ot only $232 RETAIL EVERYWHERE IN U.S.A. 





another ~ 

EVANS Sa a 
value— ; GF 
THE ~ f BieA:, 
ONLY | ORY 

w2-roor Hie j 

POCKET 

WHITE-TAPE 


Standard blade 
Va"' wide ™ 





SS" This L-O-N-G-E-R 
Now, a pocket steel 


tape that measures a iy Pocket White-Tape only $] 89 
full 12 feet — elimi- 
nates the inconve- RETAIL EVERYWHERE IN U.S.A. 
nience and inaccu- 

racy of adding two 

measurements as you do with shorter tapes. Exclusive EVANS double markings 
(same as King-Size above). Chrome plated case is no bigger than cases for 
shorter tapes. Self-adjusting sliding hook for 100% accurate inside or outside 
measurements. Each tape packed in FREE transparent Tenite utility case 


Let us help you sell more tapes. Write for free supply of leaflet 10-HA 


—_— om 


400 Trumbull Street, Elizabeth, N. J., U.S. A. 


' Makers of Evans “Long Tapes’’—25-50-75-100 ft. and Evans6-{t Folding Rules 
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Shaun's 708% 
REFILLABLE | 
FASTENER ASSORTMENT | 


NO. AS 954 


ALUMINUM SCREWS 
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A COMPLETE 
DEPARTMENT IN ITSELF! 

16 sizes of rustless Aluminum 

fasteners including wood screws, 

machine screws, sheet metal 

screws and hex nuts. 

ASK YOUR JOBBER OR WRITE US 


Shanon Gul and Scheu Co 


202.216 PURCHASE ST — BOSTON 10 MASS 








NEW IMPROVED 
EXCLUSIVE DESIGN 


aVINs ma Via" 
— 4 


Safe There are no 


sharp edges to endanger the family or 
cause inconvenience when dusting and 
cleaning cabinets. 


Sdlent 
“HYERLOK” is made of the new won- 
der material, POLYETHYLENE, which is 
non-breakable, pliable and wear resist- 
ant. It is attractive in appearance with- 
out plating or painting. 


S. 





Time for Entering Brand Names Competition 
Extended to Jan. 17; Hardware Men Cite Benefits 


Hardware dealers interested in 
participating in this year’s Brand 
Names Foundation’s annual Re- 
tailer-of-the-Year competition 
have until Jan. 17 to submit their 
entries, the deadline having been 
extended. 

There has already been more 
evidence on the part of retail 
hardware stores, this year, than 
ever before, according to the 
Foundation. A number of state 
and regional retail hardware as- 
sociations are urging their mem- 
bers to make a bid for the five 
awards which will be made in the 
hardware field. 

Each year a panel of merchan- 
dising and advertising experts se- 
lect the five stores in each of 25 
retail fields, which have done the 
outstanding jobs of promoting 
brand name merchandise during 
the preceding year. The top win- 
ner in each field is designated as 
the Brand Names Retailer-of-the- 
Year for his particular field. 

The 125 winners in 25 retail 
fields in this year’s competition 
will receive their honors at the 
national Brand Names Day cele- 
bration which will be held at the 
Waldorf-Astoria Hotel, New York, 
April 13, 1955. 

The value to a hardware store 
of winning one of the B.N.F. 
awards is indicated by a state- 
ment by last year’s winner in the 
hardware field, H. Jackson Clark, 


of the Jackson Hardware (Co. 
Durango, Colo. He said: 

“Winning the Brand Name Re- 
tailer-of-the-Year Award has 
turned a down-swinging sales 
trend into a definite upswing and 
has established our store as one 
of the quality shopping places of 
the area. Also, many manufac- 
turers have offered us valuable 
franchises.” 

Bliss S. Cleveland, of the Cleve- 
land Hardware Store, Austin, 
Minn., one of the four runners-up 
in the 1953 competition, had this 
comment on the benefits of win- 
ning: 

“T don’t know for sure but I feel 
that our Brand Name Retailer-of- 
the-Year publicity was partially 
responsible for our May sales 
being 45 pct ahead of May last 
year. In fact, we had the largest 
sales volume for one month, in 
May (other than December, of 
course) than we ever had.” 

Another Minnesotian who was 
a runner-up, Hardy Rickbeil, Rick- 
beil’s, Worthington, Minn., wrote 
recently: 

“We're really sold on promoting 
our store as the store in this area 
that features top brand names 
Our volume is almost 20 pct ahead 
of last year and we feel that our 
efforts to promote brand names is 
responsible for a lot of this in- 
creased volume. 

“We are doing our best,” Mr. 


Winning Presentation in 1953 Competition 
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Like all Hyer Quality Products... 
meticulous attention has been given to 
every detail of Design and Construction. 
In addition to the exclusive new Spiral- 
locking principle, HYERLOK has “screw- 
grip” holes which’ are “out in front.” 
if your Jobber doesn’t stock write — 
Of naroware mFo. co. 
2832 E. Olympic Bivd.,Los Angeles 23, Calif. 
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The presentation that took top 
honors in the hardware division of 
the Brand Names competition had 
the flavor of the West. The name of 


the Durango, Colo. store was 
branded on the large sheet of pol- 
ished steer hide, which served as the 
front cover. Samples of the store's 
advertising are shown at right. 
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NEW!RICH LADDERS 


with "Can't Break” 
ALUMINUM 


Dowels 


“ATLAS 


PATENT APPLIED FOR 







FULL RODDED AND 
FULL STRENGTH DOUGLAS FIR RAILS 


Improved design and construction that provides greater 
strength and longer life. 
Eliminates warped, rotted, 
Ribbed to prevent slipping. 
Full strength rails because there is practically nothing 
taken out of the rail for the dowel support as is common 
in wood ladders. (In metal ladders, the support is only 
approximately one-eighth inch side wall.) 
There is no conductivity of electricity as in an all metal 
ladder. There is no hazard of hands freezing to rails in 
cold weather. With the use of wood rails any damage 
from fire can readily be detected, which can’t be done 
with a metal ladder. 

Write Today for Folder 


THE RICH LADDER & MFG. CO. 
Formerly Howard B. Rich, Inc. 
Manufacturers of RICH Ladders and Woodenware 
Carrollton, Ky. Telephone: 116 
"Your Sales Climb Higher with RICH LADDERS” 


cracked or broken dowels. 
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LOAD ,|.. USE ..!, SELL! 








With plastic nozzle 
supplied for other guns 


With hole-in-top for 
metal nozzle guns 


A plastic nozzle supplied with each cartridge of 
non-hardening, non-staining CALBAR Caulk 
makes it adaptable to every type gun on 

the market. Compare . . . super-elastic CALBAR 
Caulk is a quality product! Ask your jobber. 


CALBAR PAINT & VARNISH CO. 


Yolalthiclaitla-1a-teh am i-t4alaliadel Mm aageleitlars 


2612-26 N. Martha Street, Phila. 25, Pa. 
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Brick Trowel 


Plastering Trowel 


It’s easy to sell the masonry tools your customers know 
and trust. Goldblatt is the bést-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


WJoldblatt) roo. COMPANY 


1920-D Walnut Street, Kansas City 8, Mo. 
Ist Choice of Trades 












the Trowel 
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Rickbiel continued, “to plug top 
brands and we feel that in spite 
of the damage discount houses 
have done to brand name mer- 
chandising it is still of the utmost 
importance for us to continuously 
keep these brands in front of our 
customers.” 

Retailers interested in submit- 


ting evidence of what they have 
been doing this year in promoting 
nationally known brands of mer- 
chandise may use coupons which 
appeared in recent Brand Name 
Foundation advertisements that 
ran in HARDWARE AGE. These ads 
were in the Sept. 2 issue, p. 129, 
and the Oct. 28 issue, p. 141. 





Homeowners Spending $12 Billion on Repairs; 
Volume May Surpass That for New Housing 


Americans are repairing their 
homes to the tune of $12 billion 
a year, according to Fritz B. Burns, 
chairman of the Build America 
Better Council of the National 
Assn. of Real Estate Boards. 

“Incredible as it may seem,” he 
says, “housing maintenance, repair 
and modernization expenditures 
this year will just about equal or 
even surpass the dollar volume of 
newly-built residential structures. 

“According to Government esti- 
mates, the home-building industry 
in 1954 will put under construction 
about $12 billion worth of new 
dwellings.” 

Mr. Burns states that this “rec- 
ord-breaking upswing in activity 
in housing rehabilitation” reflects 
such key factors as: 

1. More favorable financing for 
improvements. 


Fewer Claims Made 
For Jobless Pay 


New jobless pay claims for work- 
ers covered by state unemployment 
services declined 19,300 to reach 
253,700 in the week ended Oct. 9, 
reports the Labor Dept. One year 
ago, new claims came to 192,719. 

Pennsylvania showed the biggest 
drop in new claims with 5,100. A 
total of 39 states reported declines. 


Retailers Discounting 
Bills at Better Rate 


Retailers were paying their debts 
to suppliers faster in August than 
during the same month of last year, 
says Credit Research Foundation, 
Inc. 

In 27 principal markets, a total 
of 82.2 pct of the retail accounts 
were in the “discounting or prompt” 
category as of Aug. 31, against 81 
pet in May and 80.8 pct a year ago. 
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2. A catering to the “do-it-your- 
self” market by manufacturers of 
tools and materials. 

3. Enforcement of housing 
health, safety and sanitation codes 
by municipal governments. 

4. Elimination of rent ceilings 
which spurred long-delayed mainte- 
nance on rental units. 

5. Desire of the public for high- 
er housing standards. 

Mr. Burns goes ahead to predict 
that “the surface has not even been 
scratched” in the home repair field, 
noting that in every city there 
are older neighborhoods containing 
homes with outdated conveniences, 
as well as worn exteriors and in- 
teriors. 

He estimates that about $5 bil- 
lion will be spent on rental property 
repairs in 1954, 





Oldsters May Create 
Market for Homes 


America’s aging population— 
the estimated 13 million persons 
in the 65-and-‘over age group 
—may bring about a housing 
boomlet, says Minneapolis- 
Honeywell Regulator Co. 

The current preoccupation 
with younger homemakers has 
all but obscured the fact that 
more people build homes after 
60 than before 30, notes Fred 
R. Haviland, director of market 
research. 

He adds that the so-called 
“old age” group has more spend- 
ing money than the young home- 
making class. The oldsters have 
fewer financial commitments and 
receive social security and pen- 
sion benefits which do not go 
to the younger people. 











Sees Growth in Trade 
From Credit Expansion 


Consumer markets can expand 
by one-third, partly through higher 
national production and partly by 
a sharp growth in consumer credit, 
says Arno H. Johnson, vice presi- 
dent of J. Walter Thompson Co. 

The advertising research execu- 
tive notes that consumer purchaseg 
next year need increase only 1.5 
pet in order to offset the antici- 
pated decline of $3.6 billion in 
federal budget outlays. 

He took issue with the fears of 
expanding consumer credit because 
of its approach to the level of con- 
sumer savings. Instead, he urged 
that credit be measured against 
“total discretionary spending 
power.” 

An expansion of 55 pct in credit, 
he maintained, could safely be per- 
mitted because discretionary spend- 
ing power now is so much larger 
than in 1940. 


New Prices on All 
Westinghouse Lamps 

Price changes on its complete line 
of lamps, has been announced by 
the Lamp Division of the Westing- 
house Electric Corp. 

The changes include both in- 
creases and decreases and the new 
list prices average*" about 414 pet 
higher but now include the Fed- 
eral excise tax that previously had 
to be added to the list price. 

Under the new price schedule, 
the 60-watt incandescent lamp will 
cost two cents more. The widely- 
used 40-watt fluorescent lamp has 
been reduced one cent. 


Orders High For 
Machine Tools 


New orders for machine tools in 
September climbed to about $53.1 
million to mark the second best 
month of 1954, reports the National 
Machine Tool Builders Assn. 

The latest figure is a 45 pct gain 
over the low level set in July. 

New business on machine tools 
has slipped every month except one 
since September of 1953. The ex- 
ception came in June of this year 
when new orders rose to $55 mil- 
lion. 
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POSITIVE FASTENING TO SOFT OR BRITTLE WALLS 


~7 La Wea te 


“ CUSHIONED“ 
EXPANSION FASTENERS 


FOR SOFT WALLS OF FOR BRITTLE WALLS OF 
@ Plaster Board ®@ Glass 

®@ Gypsum Board ® Plastics 

@ Fiber Board ®@ Ceramics 

@ Asbestos ® Marble 

®@ Wood, etc. @ Tile, etc. 


NO TEARING! NO SHATTERING! 


“AN IRON GRIP IN A RUBBER GLOVE” — Neo-prene rubber sleeve 
exerts tremendous pressure yet acts as a cushion to protect soft or brittle 
walls from tearing or shattering. Long life Neo-prene resists adverse 
effects of weather, heat, and oxidation as well as chemicals and oils. 
SAVES TIME . . . WORK — NEO*GRIPS may be located anywhere — need 
no firm interior support. Completely eliminate time-consuming stud 
hunting. Metal components are corrosion resistant. Packed 50 to the box 
with Neo*Grip Key included. Samples and literature on request. 


3/16"—Cat. No. 310 (Screw Size 10-24) 
1/4”—Cat. No. 315 (Screw Size 1/4-20) 


OAC 26 gy ee 


A. Drill hole 


some size 
os Neo*Grip 


2 SIZES 


ockhet Mevices Comporation 


142 Liberty Street © New York 6.N_Y 


STAR EXPANSION Bo_tt COMPANY 


BRANCHES IN ALL PRINCIPAL Cl 





Py + 4iah<) weathe, 


STORAGE EQUIPMENT R SALES PROF/7. 


THAT HELPS YOU SELL 








AMERICA'S NO. 1 


ELECTRIC 
HEATING TAPE 


for protection against 


i 








Are you combining storage 
with display at point of sale 
for fast low-cost turnover? 

F-G-M offers you effective 












display-storage, including all- 
steel shelving, revolving stor- 
age, display stands, nail bins, 
and front counter sections. 
Write for Folder 320, 


describing F-G-m (evolve, 


storage equipment. The Frick- 
Gallagher Mfg. Co., 102 So. 
Michigan Ave.,Wellston, Ohio. 












DISPLAY-STORAGE 


PLANNED FOR PROFIT! 
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Merchants everywhere find 
RIBBON HEAT a highly 
profitable appliance. 

@FAST SELLING Display 
carton helps you sell MORE. 
@SIZE FOR EVERY NEED 
Available in plug-in or 






RICED 
TO GIVE YOU 
BIG PROFITS 



















permanent types in 6 
standard — read 





115 East 23rd St 


Frozen Water Pipes! 
it’s EASY SELLING because it’s 


@SAFE — Patented construction pro- 


vides built-in safety features. 


@EFFICIENT — The only 4-element 


corrugated heat tape. It gives MORE 
USABLE HEAT. 


@RUGGED — Fiber-glass insulation 


absorbs ALL mechanical stresses 
Heating element floats — free of 
strains. 


SELL IT WITH CONFIDENCE! 
Ask your distributor for genuine Ribbon Heat. 
Or, write direct for complete data ond prices. 


X & COMPANY Inet 


New York 10,N.y 





| 
| 
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Streamlined 
BLIZZARD 


Copper 
Continuous Sprayer 


World's most beautiful copper, continuous 
sprayer. Pr. and Qtr. (39 ounce) sizes 
Glistening, solid copper tank. Pump barrel 
is highly pol- 
ished, seamless 
brass. Modern 
design. Sturdy 
construction 
Twin nozzles for 
spraying fine 
fog mist straight 
ahead or at any 
angle. Sprays 
any liquid. Pop- 
ular, year ‘round 
seller 

For GS years 
Smith sprayers 
and dusters have 
been outstanding 
in design, con 


As Advertised in House & struction and 
Garden and House Beautiful Performance 


D. B. SMITH & CO. Send 


426 Main St., Utica 2, N.Y. for 
“Originators of Sprayers” 

Cenadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 






















Catalog 














' patio |.” | 
GARDEN 
BELLS 


WITH THIS BELL YOU CAN moke every 
outdoor meal a festive occasion; call 
guests to the outdoor grill, call the 
children. It's a real ‘Come and Get It" 
Bell; a real “Chow Down" Bell; a Barbe. 
cue Bell that's a must for every outdoor 
party. 

This Big 6-inch solid brass bell is highly 
polished, lacquered and packaged in 
an attractive display box. Suggested 
retail price is $6.49. (Higher in West.) 
Bells are individually packaged, fully 
assembled with ‘Good Luck" horseshoe 
bracket attached. Send for additional 
information NOW! 


for Big Spring Sales . 


Year 'Round 
Gift Sales! 











BEVIN BROS. MFG. CO. 
EAST HAMPTON, CONN. 
Soles Agent 
JOHN H. GRAHAM & CO. INC. 
105 Duane St., New York 8, N. Y. 
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Big Summer Sales 





Nation's Capacity to Produce and Use Rises; 
Problem Is Spending Rather Than Saving 


A top economist says that basic 
economic forces indicate there are 
no serious obstacles on the horizon 
to interfere with America’s eco- 
nomic expansion. 

He is Dr. Marcus Nadler, con- 
sulting economist to the Hanover 
Bank of New York and a pro- 
fessor at New York University. 

Dr. Nadler notes that both the 
nation’s productive capacity and 
ability to absorb the output of 
goods and services are on the rise. 
Real wages are increasing, too, 
along with the labor force and 
productivity, says the economist. 


“The economic security is 
great,” Dr. Nadler asserts in a 
study entitled “America’s Eco- 


nomic Horizons.” 

“In fact, the problem confront- 
ing the United States is not the 
ability but rather the willingness 
to spend more and to save less.” 

Other factors brightening the 
economic outlook, he says, include 


Heavier Shipments On 
Gas Heating Units 

Shipments of gas-operated cen- 
tral heating equipment for the first 
nine months of this year amount to 
666,100 units, with September 
shipments marking a 19.6 pet gain 
over last year, reports the Gas Ap- 
pliance Manufacturers Assn. 

GAMA says that all three types 
of gas equipment—furnaces, boil- 
ers and conversion burners — re- 
corded the highest nine-month 
totals since September of 1950, the 
nation’s biggest building year. 

Meanwhile, shipments of do- 
mestic gas ranges lagged behind 
last year. The nine-month total of 
1,686,500 was down 10.7 pet from 
the comparable 1953 figure of 
1,506,400. 


Price Index Lower 
The Government’s 
price index dipped 0.3 pct in the 
week ended Oct. 19, reports the Bu- 
reau of Labor Statistics. Farm 
prices, which declined 1.5 pet for 

the week, led the decrease. 

The latest decline left the index 
at 109.4 on the 1947-49 base of 
100. 


wholesale 


a strong currency, a sound and 
efficient commercial banking sys- 
tem and favorable politica! and 
social environments. 

“The strength of the American 
economy and its demonstrated 
ability to prevent serious depres- 
sions without massive intervention 
by the government,” Dr. Nadler 
says, “are the greatest bulwark 
against Communist aggression and 
assure the U. S. of its leadership 
in the free world.” 

He notes that this nation has 
not abolished the business cycle, 
but that it has successfully shown 
it can control cyclical fluctuations 
and thus prevent serious economic 
dislocations. 

This assures other free coun- 
tries, Dr. Nadler adds, that the 
“stability and progress of their 
economies will in the future not 
be adversely affected by develop- 
ments in this country.” 


Slight Increase In 
Dept. Store Sales 

Department store sales in the 
week ended Oct. 16 increased 1 pet 
above the like week of 1953, reports 
the Federal Reserve Board. 

A detailed breakdown on store 
sales follows: 


1 Wk. Ending 
Oct. 16 Oct. 9 Oct. 16 


District 


Boston .. P 3 + 2 1 
New York ~ — 6 0 
Philadelphia -9 -4 8 
Cleveland ....... étage” Oe —4 -5 
Richmond cose -9 -9 -2 
Atlanta ° . ° + 9 + 2 0 
Chicago - 7 -9 ow 3 
St. Louls 6 3 —2 
Minneapolis .. + 6 + 8 + 1 
Kansas City +15 + 7 + 1 
Dallas +13 — 9 2 
San Fran. .. 0 +11 3 

U. S. total + J -2 9 


More Water Heaters 
Shipped This Year 


Shipments of automatic gas wa- 
ter heaters in September totaled 
205,500 units for a 17 pct jump 
over the previous month’s figure 
of 175,300 units, reports the Gas 
Appliance Manufacturers Assn. 

This brings total shipments for 
the first 9 months of 1954 to L,- 
733,200 units—a 5 pct gain over the 
1,646,800 heaters shipped during 
the comparable period of last year 
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j A “si i. 
3 America s Favorite 
) / C) 
ind and . aun 7 ail n C_dyers 
ing Sys- = 1 
cal and ; . 
Rowe’l-Ezy “Rocket.” Rowe'l-Ezy “DeLuxe” Rowe'l-Ezy “Super.” 
a ; eng 
merican Close coupled sidewalk ha a = F The ultimate of all 
nstrated edger. Designed and 9 le er eee ee ! : 
oe valle to th hieh type. Its versatility and edgers. Does all edging 
pres ul je some "9 ease of operation has and trimming jobs so 
rvention standards of quality made this edger the effortlessly, almost 
Nadler and workmanship that choice of home owners ‘ ; 
bulwark go into all Rowe'l-Ezy and professional gar- operates itself. The dual 
sion and products. Features a . deners everywhere — wheels give maximum 
Seve é cuts, trims, borders and scnatt d stabilit 
Pp new Rowe’l-Ezy shear- edges anywhere grass Pe a ee 
ing action; cuts either grows; cuts either Cuts either forward or 
ion has forward or in reverse. forward or in reverse. in reverse. 
s cycle, 
y shown / ; 
tuations Model 50 Model 100 Model 200 # 
economic 
$395 $495 95 : 
LIST LIST 
Pp coun- Packed 6/Carton Packed 6/Corton Packed 6/Carton of 
hat the Shipping wt. 18 Ibs. Shipping wt. 22 Ibs. Shipping wt. 26 Ibs. 
f their All edgers have full 48” ’ 
handles and ore guaran- , } 
selbesin ae wl ee i ADVERTISED | 
levelop- Homes & Garde Petter 
pa ; 
CASH IN ON ROWE'L-EZY POPULARITY (SALES DOUBLED IN 1954) age Flower Crowes Gan 
° r, Popu- 
ORDER NOW FROM YOUR JOBBER ar Gardening, and Sunser?” 
Rowe Tool Company, Box 3185, Glendale 1, California 
ae Tops for SERVICE . . for VALUE 
d 1 pet Ops or 2. OF 
reports f 
MORE SALES for YOU 
» stove These carpet textured stair om 


= are in demand. Mil- 
ions of homes need 13 to 
pg y 30 treads and Texto Treds 
are preferred. Preferred for 
home beauty. Preferred for 
dealer profits. 











0 
—2 
+1 
ie 
3 
6 Styron 475 DISH DRAINER 
ray 
—— Green 18” or 24" widths 7 L-126 Sanitary, one piece design with 
as wa- ens with or without risers. ( , shion G no-splash flanged top, closed end silverware 
totaled Beige Beautiful, durable, economical! Polyethylene DRAIN TRAY compartment. Resilient - eon dishes, 
j con't peel, rust or get sticky. Popular kitchen 
jump 
H ‘ I tch oth tro-W ‘ 
figure Texto Treds are pre-sold for you with na- L-125 Big, all purpose size (15% x 20), Sestak Sle gh Displey leboled ond 
a Cie tional advertising in Ladies Home Journal, yet light for easy vane Colors stay like rave nest to save counter space. 
Good Housekeeping, McCalls, House Beau- tte gto Leh ge Fa 
° Pars i : e 
jan. tiful, House and Garden, and Living for ys ae oan - ers - 
for Youn H m k | ge . . Individually p gq 
is jp "eomemeners. | Check your supplier at once for these and 
to 1,- At Better Jobbers Everywhere | 125 other nationally advertised staples wom 
rer the ACE RUBBER PRODUCTS, INC. | en want to brighten their kitchen life 
juring 100 Beech St. Akron 8, Ohio COLUMBUS PLASTIC FESSEE, INC. 
+ vear ". | Columbus, Ohio 
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BIG YEAR 'ROUND AD PUSH IN | Consumer Mailers ——— 
New Wholesalers’ Aids for Dealers’ Use || |“A sa 
. . e 
Billy and Ruth Book Competition Offers tia 
Trips Abroad; Tie-in Contest for Dealers “et 
As a result of a contest being men, to create more interest. eat th 
EXCITING run for children between the ages Dealers will participate in a win- ane 
of 6 and 16, circulation of the Billy dow display contest, the top prize Mous 
NEW & Ruth Book, this year, is expected for which is an all-expense, 7-day a0 ye 
PLANTABBS to reach the 5-million mark. trip to Bermuda for two. This is Ei 
The grand prize is a 10-day, all- for the dealer who most dramati- pike 
PACKAGE! expense-paid trip to England and cally displays the children’s con- me 
France by TWA for the first prize test in his window during the lf y 
° winner and his parents. Hundreds Christmas season. Awards will be wine 
i ‘ 
Means More Profit! of other prizes include television made on the basis of photographs ~~ 
Get on the Sandwagen. Stock sets, radios and recording machines. sent to promotion headquarters. 
oo oe hpwall ee The contest embraces an Ameri- The salesmen’s contest offers a 
Cc “| 4 4 ° ° 
pestle se a ~hine gg canism theme and youngsters com- complete wardrobe to the wife of 
back you up all year ’round— : . ; see 
you'll sell more than ever before! peting for the prizes must name a the Billy and Ruth salesman who 
Write for new display carton...or picture which has been printed in helped his dealer win. 
contact your wholesaler! Quick! the center spread of the Billy and To assist dealers in making at- 
FULTON’S Ruth Book. tractive window displays, special 
In addition to the children’s con- TWA material was included in win- 
PLANTABBS test, Billy and Ruth Promotion, dow display kits which dealers can 
Inc., 43800 N. Fifth St., Philadel- obtain from Billy and Ruth head- ae 
COMPLETE PLANT FOOD TABLETS phia 5, is holding a tie-in contest quarters. Additional material may 309 No 
Plantabbs Corp. Dept. AH-11 Baltimore 1, Md. be obtained from a TWA office. 
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Ice fishermen and picnic- 
kers alike will go for the 
new HOT-DOT Char- 
coal Stovette. Compact, 
handy to carry. Extend- 
able hood keeps feet 
warm—ice holes open. 
Square grill for preparin 
tasty food dishes. Idea 
mY. for fish houses or out- 
c%— door use. 


Weight 9 Ibs. Height 12”. Grill 8Y2" square 
Individually Boxed 


HOT-DOT Sportsman 
Oli Burning Heater 








for dealers and wholesalers’ sales- 





Duluth Wholesaler 
Issues Broadside 

The 8-page Christmas consumer 
broadside issued by Kelley-How- 
Thomson Co., Duluth wholesale 
hardware company, shows and de- 
scribes 60 gift items. The circular 
is printed in red, blue and _ black. 











Ninety price cards, with the theme 
of the broadside, “Santa’s Better 
Gifts For Everyone,” are also fur- 
nished to dealers. 


Home Needs to Create 

Healthy Market in ‘55 
The brightest economic pros- 

pects for 1955 are in housing and 


SELL THE NEW most consumer goods, according 

HOT-DOT to Dr. Leo Barnes, chief economist 
CHARCOAL of Prentice-Hall, Inc. 

STOVETTE Dr. Barnes adds that “the new 


housing act will encourage 2 
healthy increase in home building, 
repairs and improvements.” 

He envisages next year as “at 
least slightly better than 1954 for 
the economy as a whole. 

“The normal reversal of the in- 
ventory cycle in itself would just 
about guarantee that result,” notes 





Conveniently small... priced "= ; 

C tell Clean, smokes aa arn di Write for 
t t tant 66 : z . ; , 

ion iced cxssoonsl ana, ndustrial production wou Comple. 






Trouble-free operation. 14’ 
x 14°x 8”. . 
Write for complete catalog information TODAY! 


SPECIALTY ENGINEERING, INC. 
391 TOPPING AT WESTERN 
MINN 





ST. PAUL 3 
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more in line with fina] sales to 
consumers, business and govern: 
ment, instead of running behind 
it while customers lived off their 


inventory fat.” 
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» Ile saucer and MOUSE SEED” THIS AMAZING 

is All you need” ICE & SNOW MELTER 
ater your euomere—and_vee, yoursli—thi will clear 


. * 

. : SEED 

Jern mice-killer. “A saucer and Mouse Mice 
gee need.” No baits, traps or muss. * 


é nee . he “ cd 
. is ee of the tiny, gar =e tegy, Aig nenen 
eon pon then they die—usually gg Seen 
a. o Soot several days). Easy. Clean. “f - 
: Mot - Srep* has given excellent results for 0 
if SE OFF 


top prize 
nse, 7-day 

o. This is f 
t dramati- 


50 years. 
Pays you $1.50 profit on 4 
$2.00 investment. 

' f SEED*—made 













Insist on Mous 





ren’s con- only by Reardon. Order ae 

uring the if your a on 

ds will be write us, giving fs 1 = . 4 | 
; * . Pat. Off. t t 

lotographs Reg. U.S iS WIN er! 

arters. 

t offers a 


e wife of 
sman who 


aking at- 
S, special 
ed in win- 





CARTON OF 


palers can Wholesalers: write 14 PACKAGES: 
uth head- for complete information. Costs you $2.00 
lal W. G. REARDON LABORATORIES, INC. You sellfor $3.50 
erial may 309 North Main St., Port Chester, N. Y. You make $1.50 








office. 


she theme 
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also fur- 
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Faster Melting Means Faster Sales! 


@ 48.9% greater melting power than other 
types of ice and snow melters at 30° F. 


@ Dissolves 46 times its own weight 
in ice or snow. 

































= 7 ; = . 

— | Y Qinat @ Multi-size Melting Crystals penetrate 

sing bs ‘ IN THE POPULAR faster, deeper. Thorough melting helps 

ccording prevent dangerous refreeze. 

a PRICE MARKET ! 

‘the new | Be Prepared . . . For Quick Profits! 

nrage 2a 

call Last year, STERLING HALITE made sales history 

en g, | from Connecticut to Maine. Dealers sold out and 

called for more, storm after storm! 

r as “at This year it’s your turn to cash in on this suc- 

1954 for cess formula—a superior product, a famous 
maker, backed by a heavy schedule of radio 

€ the in- weathercasts over your own local stations. 

ld just Order Now! Delay means uncertain delivery and 
gen J : missed sales. Send for display material NOW! 
t,”” notes Get set. Be ready for that FIRST big storm! 

dhe Write for a 
voul Complete Information and Illustrated Literature Wette Saternations) sam Company, ine, 
sales to Dept. H, Scranton 2, Pa. 

y y Tl 

Pied @ KINGSTON PRODUCTS CORPORATION 
i a 
off their Hardware Division A-11 

Kokomo, Indiana, U.S.A. 








~1 


11, 1954 HARDWARE AGE, NOVEMBER 11, 1954 25 











with 


Stainless 
DOOR-EASE® 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 
AGs 





American Crease Stick Co. 
Muskegon, Michigan 
PRODUCTS 


aus? LOCK-EASE Graphited Lock Fluid 











in 4-oz. “Drop or Stream” can, 39c; 
AMERICAN Dripless Oil in 4-oz. oiler, 29c. 











Your FAST-SELLING iad 
of sliding kitchen racks! 


CUP RACK 
MODEL 801 


Chrome finish 
8-cup — list 
$0.69 ea. 
Model 1201 
Chrome finish 
—12 cup— 
list $1.00 ec. 
Model 1215 
Rubber coated 
12 cup — 
list $1.49 ec. 










GLASS RACK 
MODEL 404 


Rubber coated 
clamps hold 
8 glosses 
without scratch- 
ing. List 
$1.98 ea 


PAN RACK 

MODEL 800 

Holds 8 pons — 
extends 12'/,”. 
Sturdily con- 
structed. List 
$1.98 eo. 








Grayline 


THE GRAY CO., MDSE. MART, RM 1434A, CHICAGO, ILI. 
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| swelling tide of war-born 


| Builders’ Spokesman Sees Need for 1,400,000 


New Homes Each Year During Next Decade 


America will need 1.4 million 
new homes a year for the next 10 
years in order to meet the needs of 
adequate housing, John M. 
Dickerman, executive director of 
the National Assn. of Home 
Builders. 

He took with the stand 
that the demand for new homes 
will decline sharply in the remain- 
ing vears of this decade. 

Looking ahead, Dickerman pre- 
dicts also that the mid-1960’s will 
see a tremendous increase in the 
demand for new housing when “the 
babies 


says 


issue 


begins to form families.” 

In a talk before the mortgage 
lending clinic of the United States 
Savings and Loan League, the 
NAHB official said these factors 
insure a_ high annual building 
rate: 

1. The mobility of the American 
Public. In the past 3 years, more 


Retail Sales Help 
Sustain Economy 

The Federal Reserve Board re- 
ports that continued construction 
at record levels and a large volume 
of retail sales kept the nation’s eco- 
nomic activity stable in September. 

Industrial output showed a two- 
point rise, about usual for the time 
of year, and increased to 126 pct 
of the 1947-49 average, says the 

3oard. But production was nine 
points below the 135 figure of one 
year ago. 

Spending for new construction, 
allowing for seasonal factors, edged 
up slightly from the August record. 

Indications are that the number 
of new homes started in September 
annual rate of “well 
over 1.2 million,” says the Federal 
teserve, while retail sales were at 
the high August level and “slightly 
above a year ago.” 


rose to an 


Residential Building 
Boom in N.Y.-N. J. Area 


F. W. Dodge Corp. reports that 
September contract awards for 
residential building in the metro- 
politan New York-northern New 
Jersey area amounted to $74.6 mil- 
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than 9 million families changed 
their addresses, and those moving 
into of expanding popula- 
tion caused housing shortages. 

2. The volume of substandard 
housing. By 1960, Dickerman 
says, there will be around 8 million 
substandard units. 

3. Losses through disaster and 
demolition. Fire, windstorms and 
demolition of houses for highway 
construction reduce the supply. 

Dickerman also points out that 
the vast potential in the home build- 
ing industry includes certain mar- 
kets which have not yet been fully 
developed. These include younger 
families in need of larger quarters 
and older citizens who need smaller 
homes. 

Commenting on the role of the 
Federal government in_ housing, 
Dickerman said that “housing has 
become a principal factor in na- 
tional economic policy.” 


areas 


lion, up 76 pet over August. The 
latest figure is also 4 pct higher 
than awards for September, 1953. 

In the first 9 months of this 
year, residential awards for the 
area totaled $838.7 million, or 18 
pet higher than in the like period 
of last year. 

Meanwhile, the 9-month total for 
all categories set a record high of 
$1.69 billion, which is 10 pet above 
the first 9 months of 1953. 


Home Finance Tripled 
By Insurance Firms 
Mortgage financing by life in- 
surance companies — more than 
two-thirds of it going into urban 
housing—has more than _ tripled 
since the end of World War II, re- 
ports the Institute of Life Insur- 
ance. 


The 8-year increase exceeds 
$16.4 billion. 
“Total funds loaned by life in- 


surance companies to _ property 
owners,” says the Institute, “in- 
creased 80 pct in the past 4 years 
and stood at $23 billion at the start 
of 1954. The number of mortgages 
during this period rose by 931,000 
to reach 2.3 million.” 


1954 
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Slaymaker’s Safety Six 
are selling like Sixty! 


(If you're stocked up, you'll cash in) 


6—The only line of solid cast brass weather- 
proof padlocks still in the medium price 
range . .. and they have chrome plated 
shackles. — 


6—Padlocks are displayed in a self-dispens- 
ing counter unit with room in back for 18 
boxes. 


6—A liberal supply of key blanks free when 
you order an SM17 assortment. 


6—Profit repeats itself over and over again. 


6—The Six are backed by steady national 
advertising that stimulates customer interest. 





Order open stock today! 


SLAYMAKER LOCK COMPANY, LANCASTER. PA 








Adjust the CLIP to HOLD the TOOL! 


__uwus PLATT 
| ADJUSTABLE 
FINGER GRIP CLIP 


Holds Anything with a Handle 
KEEPS SHAPE permenentlyl 


JUST TURN THE SCREW... 
THAT'S ALL YOU DO 


Ask Your Jobber 


A. I. PLATT CO. 


170 Kenwood Avenue 
Fairfield, Connecticut 




















@ EASY TO INSTALL 
@ EASY TO ADJUST 
@ A PLEASURE TO USE 

















STRONG, LONG LASTING, 
WEAR-RESISTING 
NYLON STARTER ROPE 






3/16" diameter .. . 42" length... 
Hardwood handle. For sure-grip 
starting of mowers and other power | 
equipment. Fast-selling counter dis- 
play carton of 12, each in a trans- 
parent bag. 


READY-PAK colorful counter display for "All-Pur- 
pose” Rope . . . pre-measured coils ready to cut and 
wrap ... Manila or Snow-White Sisal. 


Order from your jobber or write: 





For Greater Satisfaction 


Made in five lengths, eight to 
twenty-five feet . . . complete 
with adjustable tubular han- 
dies. Series 1940, spring wire 
; . Series 1950, music wire. 
The ideal tool for cleaning 
clogged drains and closets. 
For greater customer satisfac- 
tion — hand ‘em GARDNER'S 
when they ask for a Clean- 
Out Auger! 


Gardner Wire Co. "euicscos ua 
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e increase sales ecut overhead 

| Sitka proven hardwore merchandising FRE CATALOG 

| designs are mass produced to save you 

Send coupon below for 

tions can be made in a few days as you free catalog 

continue business. Peeseee ee es eee eee eee e ee eee 
, 8! om interested in store modernization 

S Please send Free catalog and price sheet 


time and money. Complete store installa- 


STORE FIXTURE 4 Nome 


' 
MANUFACTURING CO. 8 Address 
50 Kansas Avenue. t 
Kansas City, Konsos f 


Phone Mayfair 1700. aCity State — 




















PLASTIKHOLDS 


EXPANSION SCREW ANCHORS 





PLASTIKHOLDS are packed 10 to 
a cellophane envelope with instruc- 
tion sheet, one dozen packages to 
counter display box. Retail for 25¢ 
per package. 
* Tough Tenite plastic—will not 
rust or stain 
* Easy to install—hold firmly 
¢ Fit any screw—size 6, 7, 8, or 10 
* Grip in any wall surface or thick- 
ness 
* May be used indoors or out 
See your jobber or write 


GIBSON GOOD TOOLS, INC. 


SIDNEY 1 NEW YORK 








THE amy CALLS 

DYKEM 
BLUE’ 
a => 


STEEL 


pie package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 


23058 North }ith St. © St. Lovis 6, Mo. 
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Promotions 





Manufacturers’ New Merchandising Plans 


Okonite Announces 
Distribution Policy 

The Okonite Co., Passaic, N. J., 
has announced, as of Oct. 1, a new 
policy of distributing all its Oko- 
nite quality electrical tapes, Oko- 
nite, Manson, Okoprene and Okolite 
as well as Panther and Dragon 


Tapes, through selected distribu- 
tors. 
The new distributor plan is 


claimed to provide increased profit 
margins, protection against loss 
through price changes, obsolescence 
and inventory problems, as well as 
the elimination of direct sales. 
Other features are new 
packages of the various tapes. 


unit 


Electric Housewares 
Gift Promotion Ideas 

Hardware dealers are expected 
to increase their participation ac- 
tivities in the continuing Electric 
Housewares Gift Campaign, in 
order to secure the maximum bene- 
fit in increased electric housewares 
sales during the fall and Christmas 
season, as well as their equity in 
the program. 

One of the devices recommended 
to bring customers into the store is 
to display the industry streamer or 
an adaptation of it with the well 
publicized slogan, “Electric House- 
wares ... First Gift Choice.” In- 
store displays and demonstrations 
of the more than 30 basic electric 
housewares is also recommended in 
the industry promotion. 

Dealers are urged to remind cus- 
tomers of gift-wrapping and gift- 


| certificate services, if available. It 


is also suggested that they check 
with suppliers to see what they offer 
in the way of promotional materials 
such as booklets and other direct 


mail items, as well as display ma- 
terials and ad mats. 

Retailers and distributors can set 
up city-wide or market area promo- 
tions to create interest in electric 
housewares. 


New HI Color Film 
Shows Spin Fishing 


A 20-minute 16 mm sound color 
film, “Spotlight on Spinning,” to be 
released Nov. 15 by the Horrocks- 
Ibbotson Co., Utica, N. Y., demon- 
strates the use of spinning rods, 
reels, lines and lures and shows the 
manufacturing processes. 

“Old HI,” the trade-mark char- 
acter of the company, narrates the 
film. He takes a young couple on 
a spin fishing trip to the St. Law- 
rence River for bass and great 
northern pike, to the Adirondacks 
for trout and Jones Beach, Long 
Island, for surf-casting. 

The film will be sent prepaid, no 
rental or service charge, to groups 
or organizations requesting it. Re- 
quests for bookings should be ad- 
dressed to Mohawk Productions, 
the producers and distributors, at 
least four weeks in advance of 
showdate. 


3M Booklet Shows 
How to Finish Floors 

The Minnesota Mining & Mfg. 
Co., St. Paul 6, has issued the sixth 
in a current series of how-to-do-it 
folders, “How to Refinish Your 
Floors.” 

The pamphlet was prepared es- 
pecially for homeowners who are 
tackling their own floor refinishing 
jobs. A market survey shows that 
while as recently as 10 years ago 
only one out of 25 retail hardware, 
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| 
GARDEN HOSE ) Sa | 
- | - e 
: in BULK | The Columbiana 1-inch, 
> means | Model-B, Anti-Freeze _ / 
NO GUARANTEE | C Lock Hydrant | 4 
| am-Lock Hydran ; 
Jay ma- HEADACHES Joo | = 3 
| § i ‘ 7 ’ 
3 can set 7 3 the hydrant with “al 
; t full details f ° : 4 
, peri Betich, dalinetenn ae eaten | thousands of potential users! x 
saat = direct to | @ Homeowners, gas stations, fair- = 
. | grounds, greenhouses, cemeteries, in- 
| dustrial plants, parks, playgrounds, 
SUPPLEX CORPORATION | schools, farmers ... all are 
GARWOOD, N. J. potential customers for Cclum- 
biana Cam-Lock Hydrants. 
ndcie | — pecs ce ieee Sonia EEeiemcetapaciate oe The. Columbiana Model-B is 
5? te te 7 es = easy to use and easy to 
a ) . > P 
> tobe | | HARDWARE DEALERS FROM service. Ife ready with 
S- stan water © year 
demon- COAST TO COAST ‘round. Don't miss this 
ig rods, depend upon the complete Wilcox- profit maker. See your 
ows the Crittenden line of heavy and shelf nearest distributor or write 
hardware. Drop forged shackles, to Columbiana direct. 
wire rope sockets, connecting links, | - : 
*k char- turnbuckles, thimbles, hooks, eye The COLUMBIANA PUMP Co. Be penning tat 
ates the bolts and ring bolts are an integral | COLUMBIANA, OHIO, U. S. A. continuces flow 
pies part of every hardware dealer’s | of water! 
uple on —aoueTetat, stock in trade. They’re all fully 
t. Law- nae described in the W-C Hardware 
' Catalog “N”—sent free on request. | 
1 great 
ondacks WILCOX-CRITTENDEN 
h, Long “A CENTURY OF DEPENDABILITY" 
77 SOUTH MAIN ST., MIDDLETOWN, CONN. ‘ | 
paid, no —— 
. groups 
it. Re- 
| be ad- 
uctions, 
tors, at 
ance of 
MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
jPush the Black & Decker Tool Chest 
& Mfg. ®@ Specially designed for Xmas’ 
he sixth @ Includes 4” Utility Drill, 11 most useful accessories 
aggre: — © Combination gift-carrying chest 
1 
$79.95 © Order from your B&D wholesaler—listed in phone book 
Yellow Pages under “Tools—Electric.” * 
red es- 
vho are mA OF GAR (Ln 7] 
nish | RI 2 Le 
vs that | KOO 
ars ago — 
rdware, Recognized superior by both the professionals and the "do-it-yourself" trade... 
2 Vt @f Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and Ps 
5 RN ‘3 HAWKS have been engineered and designed to perfectly “fit” the \é 
= Fi ree g job. Many years of research give “much wanted features” that \ a * 
ae Be) make Nicholls tools sell faster. NG 
~~ NS 
) ) ouer 57 years Stock and Display Nicholls Tools 
SQUARE 
he NICHOLLS CARPENTER ver! d or more sales» easier sales bigger profits / 
we a been a leading sales pr ene ee 
Ae ~ NICHOLLS MANUFACTURING COMPANY 
Si wep OTTUMWA, IOWA 
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Nee (nth tH... 


5 - 
-—~ on Winter's 
“Hottest” sales item 


% 











Over 7,000,000 Ibs. 
sold '53-'54 
Now on sale for its 8th 
consecutive year. The only 
ice remover that contains 
Speconite Rust Inhibitor. 
3 For discounts and prices see 


your nearest Speco representative 
or write to Speco, Inc. 


SPECO, Inc. 


7308 ASSOCIATE AVENUE 
CLEVELAND 9, OHIO 


















METAL FLOATS 


Engineered To Your Specifications 





m @ Made of copper, plain steel, copper 
plated steel, stainless steel, KA-2SMO0, 
aluminum, brass, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and all pressures. 
@ Seamless copper bali floats carried 
in stock in diameters of 3”, 4”, 5”, 
6”, 7”, 8”, 10” and 12” for open 
tanks and pressures of 25, 50, 100 
and 150 Ib. Floats in special sizes 
and pressures— 

@ Seamless copner ball floats carried 
and 150 Ib. Floats in special sizes 
@ MADE TO ORDER. Stainless steel 
hall floats larger than 12” diameter 
can be made up specially. Write for 
METAL FLOAT catalog. 


Float Manufacturers Engineers 
Metal Fabricators  Coppersmiths 
Bronze Founders 


® 
ARTHUR ul DEPT. HA. 

e simcr vas 
ARRIS & CO. 


Chicago 7, Il! 





210-218 North Aberdeen St 
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paint and lumber dealers had rental 
floor sanding units, the number has 
increased to one in three. 

The folder which makes recom- 
mendations for handling floor sand- 
ing equipment and lists all neces- 
sary materials, may be obtained 
for free distribution from the com- 
pany or its salesmen. 


Delta Ads Feature 
Tools for Gifts 


A Christmas advertising and 
promotion campaign to sell “Delta 
gifts for the home craftsman— 
from 50 cents to $200” has been 
started by Rockwell Mfg Co.’s 
Delta Power Tool Division. 

The campaign, started with full- 
page ads in leading consumer 


| magazines, features Delta’s “tool- 


at-a-time” plan and the new “‘five- 
in-one” character of the Delta- 
shop. 

Originally introduced asa 
“four-in-one” combination power 


| tool two years ago, the Deltashop 








is now being featured as a “five- 
in-one” tool since the introduction 
of a new Homecraft saber saw at- 
tachment for intricate curve-cut- 
ting. 


Rival Offers Free 
Extra Opener Blade 


To focus attention the re- 
movable cutter wheel on its Can-O- 
Mat can openers, Rival Manufac- 
turing Co., Kansas City, Mo., has 
developed a program whereby the 
consumer receives at no additional 


on 


cost an extra cutter. 
its own self-storing bracket have 
a retail value of 50 cents. 

The extra cutter is interchange- 


able with the regular cutter and 
is suggested for special uses for 
canned fish, pet foods, non-food 


items, etc. 


Synchro Announces 
Co-op Ad Program 

Synchro Corp., Oxford, Mich., 
maker of reciprocating motor sand- 
ers and jig saws, has announced a 


cooperative advertising plan in 


| which Synchro pays half the news- 


| paper space cost run on its prod- 


ucts. A new series of free news- 
paper ad mats has been prepared 
for this plan. 

(Resume reading on page 15) 















The cutter and | 


CHAIR-LOC 


ng New Liquid 
S-W-E-L-L-S Wood 


« Penewates weed fiiree— 
makes them 0-x-p-8-0-¢ 
per manentty. 
© Quickest and easiest way 
te fix loose chair rungs, 
legs, handles, dowels, 
deve-tails, ete. 


A Fast-Selling Impulse item 
Write for Free Samples and 
Literat 


wet ure 
CHAIR-LOC CO. 
GLUE Lekehurst 3, N. J. 








CARTON 
ASSORTED 
NIPPLES 


25's and 100's—!/," to |" Sizes 
Write for Catalog 


PITTSBURGH NIPPLE WORKS, INC. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
4H 


NeW 











Do You Want To— 


* Sell or buy a store 


- Represent new accounts 


* Hire experienced 
hardware personnel 


* Dispose of surplus 
stock—distress 
inventory—job lot 
merchandise 


* Get sales representa- 
tion for your line 


* Get a job in the 
Hardware field 


THEN— 


Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


100 E. 42nd Street 
New York 17, N. Y. 
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SEE THIS CONDENSED CATALOG 


7% 


Top-0-Stove Boke All 











and GLIDES 








a 


\ \ 
Wrought Meto! Flower Box Stend 








Gorden or Household Too! Holders 





on Pages 353, 354, 355, 356 
of July 22 issue 


HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today 


= 








FAULTLESS CASTER CORPORATION, Evansville, Ind. 









Sud irrigating 


Golv. Plant Boxes 
Plant Boxes * 3 Complete Lines Seed Storter & Al. Violet Treys 








Waren World's Best Selling 


DADO SAWING WASHERS 





\ 


\ 


\ 


) 





iS 


All Steel Wotering Cons Push Type & Woll Mount How feels 


Self Attoching Window Shelf 








i 
; 4O DIFFERENT CUTS WITH REGULAR CIRCLE SAW 
OVER 250,000 SETS SOLD 


lla In Demend—Notionally advertised *¢ Demonstrations *« Guoranteed 


Quality. Warren—the Sales Leader! 


Meke Money—Popularly priced $4.95—dealer discount 334%, off— | 
Steady profit producer. 


Self-Selling—Free action display « Folders *« Gouge boord. Worren 
Woshers—oa pick-up self-seller. 


Tried Order — Of six sets (Shipped POST PAID) brings soles aids free. Start 
moking money with Warren today! 


WARREN DADO SAWING WASHERS CO. | 
Dept. 111 Box 98, North End Station, Detroit, Mich. 


SELL 


ARISTO-MATS 


See Your Jebber or Write For Your Nearest Distribstor 











> 











All Stee! Floral Planters 





Hose Hangers * 2 Complete Lines 


Through your wholesale distributor or write direct 









NOW AVAILABLE 
Send for Your Copy 





109-135 MEEKER AVE NEWARK SN J 








WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 


ARISTO-MAT CO., 1718 E. 75th Street, Chicage 49 








ofthe ffuunctl, Joots 


BUSH HOOKS - - BANK BLADES - - ATLAS DIGGERS 
DISTRIBUTION THROUGH JOBBERS 






fm 2 ols sine 1886 


4acor porated 


























¢ Ox SELL SMITH-GATES 
ee oe eee 


‘LINE: O:HEAT 


> Gy 4 3) 


Bt. $2.45 
6 ft. $2.95 
12 ft $3.95 
$4.45 
$7.45 
$9.45 





20 ft. 
40 ft. 
60 ft. 


Backed By 
National 
Advertising 
and 


FREE 


Line-O-Heat is the heating tape you can 
sell with confidence as well as profit. 
Toughest and best. Can be abused and still 
used to prevent freeze-up of water pipes, 
pumps, roof valleys, eaves, house gutters. 
Keeps water running even at —50°. Easy to 
use. Shockproof, fireproof, waterproof. 


Dealer Aids 


Line-O-Heat dealers are given a full range 
of dealer aids in addition to national ad- 
vertising: leaflets, mats, window streamers 
and die-cut easel display pieces like this 


ASK YOUR JOBBER OR WRITE... 


SMITH-GATES <° 


DEPT. 166 PLAINVILLE, CONN. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
50 words = 
Each additional word........... 


Allow Seven Words for Keyed Address _ 
or Your Address 





CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, 
catalogs, 
number 
sufficient postage for remailing. 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


No agency commission allowed. 
HARDWARE AGE 


Thursday. Classified forms close 15 days 
prior to publication date. 
Remittance must accompany order in form 


of check or 
stamps. 


literature 
will not be forwarded to box 
unless accompanied by 


etc., 
advertisers 


is published every other 


money order, not currency or 














Representatives Wanted 


WANTED 
NATIONAL 
DISTRIBUTOR 


To call 


Furniture 








on Hardware Wholesalers & 
Manufacturers throughout 


the country. Representing complete 
line of Brass Ferrules. Exceptional 
Profit Opportunity. Write: Mr. Holt. 


C/O Pres-To-Line Corp. of America, 
2339 Cotner Avenue, Los Angeles 46, 
California. 











REPRESENTATIVES WANTED—If you 
cailing on furnishing departments of hard 
and chain stores, we have the fastest mov 
market today. An extension wood 

adjustable to all size windows 
Top comm, Repeat 
accounts. Fine-Art 
Phila. 38, Pa. 


are 
house 
ware 
ing item on the 
window valance, 
Excellent promotional 

orders. Protected terr 
Company, 2142 KE. Chelten 


item, 
and 


Ave., 





MANUFACTURER'S REPRESENTATIVE WANTED 


Salesman now calling on hardware and variety stores 
with two or three non-conflicting lines. We offer a 
good staple line of 19¢, 39¢ and 79¢ paints, low- 
priced gallon painte and a nationally advertised @ine 
of popular priced paints on a commission basis. This 
merchandise has mass market appeal. Every «tore sell- 
ing paints Is a good prospect Writ advising age 
territory covered, how often you cover it and lines 
now carried 
Address Box C-162, care of ah fea x aes 
100 East 42nd St., New York 17, 











PROTECTED 
advertised Mak-() Washer 
distributors, dealers 


EXCLUSIVE 
OPEN ON nationally 
to agents calling on hardware 
and plumbing supply houses. demonstra 
tion sells eight out of ten on first call. Excellent 
for opening new and high volume re 
peat busines Box A-870, 
HTARDWARE AGF, 42nd Street, 
7, H.-2. 


Unique 


accounts 
Address 
100 Fast 


care ot 


New York 


MANUFACTURER’S REP 
RESENTATIVE wanted with following among 
retail hardware, paint, lumber Good 
opportunity and commissions for aggressive 
man Cleveland, Detroit, Philadelphia, Boston, 
Minneapolis and other desirable areas open. Write 
full details. Address: Box C-187, care of Harp 
WARE AGE, 100 East 42nd New York 17, 


PAINT BRUSII 


stores, et 


sale Ss 
Street, 


SALESMAN calling » Retailers, Farm 
Suppliers and Farmers ) an old and well 
known staple line. To qualify, you must now be 
successfully selling the mentioned. In some 


territories established accounts will be handed you 





trade 


Write full particulars to Address: Box C-192, care 
of Harpw ARE AcE, 100 East 42nd Street, New 
York 17, Y 


MANUFACTURERS AGENTS CALLING 
ON HARDWARE and Builders Supply Jobbers 
to represent manufacture of Locks and _ related 


items. Give extent of territory covered and lines 
now handled. Address: Box C-189, care of Harp 
ware AGe, 100 East 42nd Street, New York 17, 
N 
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TERRITORIES | 


Representatives Wanted | 


Accounts Wanted 








TERRITORIES OPEN FOR JOBBERS AND | 
WHOLESALERS covering hardware, lumber, and | 
allied lines. Unique, compact 6 in 1 tool kit— 
shockproof plastic handle with lock-grip chuck, 5 
interchangeable cabinet and offset screw drivers, 
1 ball-peen hammer—all in clear plastic tube. Un- 
usual high quality and low retail price of $1.19 
actually sells on sight. Sample kit sent at cost 
upon your request. Compact Tools Company, 136 | 
Merriam St., Bridgeport, Conn. 


DISTRIBUTORS WANTED 


FOR IMPORTED Sanding paper 
Sanding Discs—Wood and Shoe 
Rasp Files and Steel Shelf Brackets of 
new improved design. 
Address Box C-186, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














MANUFACTURER'S || 
REPRESENTATIVE | 
WANTED 





YOUNG ESTABLISHED MANUFACTUR 
ERS REPRESENTATIVE covering Upstate New 


York Concentrated coverage to Wholesale Hard- 
ware, Plumbing & Heating and Industrial jobbing 
trades would like additional lines. Addre Box 
C-193, care of HArpware AGE, 100 East 42nd 
Street, New York 17, N. z=. 





ine of fine 
gesir 
territory you ver 


for America's most complete 
Telescopic Rifle Sights. 
Serrit open. Give 


affiliations. 


Severa IDe 


ries 


Sights are sold 
normal Sporting Goods, 
ind Gun Smith distribution. Write Wil- 
liam F. Finn & Associates — Suite 903 
Bryant Petroleum Building — Tyler, Texas 


and present 


throuat Hardware 


REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct 
Inquiries invited. Write ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








immediately. 

















| 
WELL KNOWN PAINT-LACQUER-RE 
MOVER-VARNISH manufacturer seeks salesmen 
calling on Hardware and Paint stores in New 
ind Connecticut Excellent sideline. hich 
Address: Relaco Mfg. Co., 17 Herki- | 
Brooklyn, N. Y. 


Jersey 
commission. 
Place, 


METAL WALL CABINETS 
MEDICINE CABINETS 
Line available only to top old line salesmen. For 
direct sale to retailers. Full information, please. 
10% Commission. + 
The Kraus Company, 48-02 Forty Third Street, 
Woodside, New York. No Phone Calls. 


mer 














REPRESENTATIVES WANTED—Calling on 
hardware jobbers, department stores and 
upply houses to handle the basement butler, ceil 
ng hang basement hamper. Successfully sold 
by leadit and department stores. Ex 
cellent from local and national 
territories open. Write | 
ldress: Box C-181, 
East 42nd Street 


builders 


ring 

. wholesalers 
demand resulting 
promotion Several good 
full particulars first letter Ac 
care of Harpware Ace, 100 
New York 17, N 


following | 
imported 
popular 


SALESMEN 

stores to sell 
hardware and 

commissions to serious 
stocks on hand in New 
Choice territories open 


EXPERIENCED with 
retail hardware 
screw products, 
priced tools Liberal 
minded smen. Ample 
York for prompt delivery. 
In replying, please state your present connections 
and give references. Address: Box C-182, care of | 
Harpware Ace, 100 East 42nd Street, New York 
i, We Be 


among 
builders’ 


sale 


We want AGGRESSIVE SALESMEN for our | 
line of BATHROOM ACCESSORIES. If you | 
have established connections with contractor job- | 
bers, hardware and plumbing wholesalers, etc., tell 
us about your experience, lines handled, territory | 
covered. Present salesmen know of this ad. Write: 
Guardian Mfg. Co., 9216, Bermudez, Rivera, C ali- 
fornia. 


HARDWARE AGE, 


| equipment 


MANUFACTURER’S REPRESENTATIVE 
ORGANIZATION OFFERING complete cover 
age in Illinois, Indiana, Wisconsin and Mir 
Maintain full time missionary services 
additional line of hardware housewares or 
Address: Box C-107, 
100 East 42nd Street, 


nesota 
Desires 
garden 
care of Hart 
New York 17 


WARE AGF, 
y 


N. 





French firm would like to manufacture 
under license for France and colonies, all 
new patents concerning kitchen and Laun- 
dry Equipment. ESSWEIN & Cie, LA 


ROCHE SUR YON—Vendee—France. 














Help Wanted 








4 TOP SALESMEN WANTED 


for territories surrounding: 
@ Atlanta @ Detroit 
@ Chicago @ St. Louis 


National leader in its field offers sky-limit 
earning possibilities selling to Hardware 
and Housewares jobbers. This is a career 
opportunity for men with sound selling er 
perience. Young men with the right kind 
of drive and ambition will also qualify. 
Age 25—39. 


Write full details to: Box C-146, HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 
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NOVEMBER lI, 








trained). 7 
Northwester: 
age 3 Pr 
contacts). V 


Box C 
Street, 
EXPERIE 
POSITION 
on accounts 
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and garden 
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Classified Opportunities Section 
























































FP ° ege . ege 
ci Positions Wanted Business Opportunities | Business Opportunities 
to box a — a ae a 
ied by HARDWARE SALESMAN, 31 YEARS OLD, HARDWARE—TOOL STORE (NO HOUSE FOR SALE—Good hardware business, inven 

Married, 7 years selling experience. Seeks change WARES OR APPLIANCES). Present owner-| tory around thirty thousand dollars. Located in 
for the better. . resently employed calling on hard manager outstanding hardware and tool store] the citrus belt, good fishing large lakes. Business 
ware ariety and building supply trade, jobbers catering to contractors and mainteuance men in] doing around fifty thousand per year, prospects 
th and iler. Territory is a 100 mile radius of city of 100,000 in middle west wishes to retire. | for seventy or more. We have the best accounts 
; y sed Philadelphia, Will consider representing manufac Sell at book value Jan, 1, 1955. Approximately | and oldest hardware business in town of some 
ys turer with some established accounts. Address: $70,000 required. Accts. receivables not included. ] three thousand. Thirty thousand dollars cash. Ad 
Box (-191, care of HARDWARE Act, 100 East | Will net between $12,000 and $15,000 for 1954, ] dress Bo& C-176, care of HARDWARE AGE, 1 East 
in form 42nd Street, New York 17, N. Y, etc., and a young aggressive man could have] 42nd Street, New York 17, N 
ency or aw . —_ “ae 2 netted $20,000. Wonderful opportunity for two 
I ¢ ALL ON ALL RETAIL OUTLETS in | partners—one an industrial supply and tool man, 
Metropolitan New York on a commission basis, | and the other a contract hdwe. consultant. Ad. |-———— 
have a large following and many years experience. | dress: Box C-113, care of HARDWARE AGE, 100 
Only interested in representing reliable manufac- Pat ded Set See Cat i xe: eae : : , ce 
turers. Address: Box C-190, care of HaRpWaRE ae Te SE, ew Sek Sh, TT $56,000 BUYS MODERN HARDWARE 
ted Ace, 100 East 42nd Street, New York 17, N. Y. STORE in fast growing city Of 75,000 population 
ia i New front and fixtures Good lease. Health 
FUI.LY EQUIPPED—Have set up distributors failed a eer fice ne You pay for stock 
nationally and sold to retailers. Very promotional, PRINTING only. Established 34 years usiness has always 
highly sociable and a good closer (corporation ; - made money Write for full information and pi 
\NTED trained). 7 years selling experience on the road. Statements, 81/.x5'/2 1,000 $5.75 2m $9.95 5m $17.50 cures. A. J Lil ibridge, 411 4th St., San Ber- 
r Northwestern University, married with family, Letterheads, 81/,x11 1,000 6.25 2m 11.75 Sm 24.95 nardino, California 
" age 33. Prefer Chicago headquarters (excellent 63/, Envelopes 1,000 5.95 2m 10.95 5m 23.95 
itets dl soatacte)., WIE wore Deena vorume. Adivess: | | 6%, Uinhw Seven 100 635 to 12. te 8.2 - — 
sa i Yor k eo Ace, 100 East 42nd Shipped Prepaid, Terms 10 Days. Send your order to 
street, New rK i/, IN. . 
\RE AGE : : aan : . neces MAYFIELD PRINTING co. FOR SALE: Well established Ford Tractor 
N. Y. EXPERIENCED SALESMAN, DESIRES BOX 469 MAYFIELD, KY. Dealership located North Central Florida County 
| POSITION with established manufacturer calling Seat. General farming area. Modern building, 
on accounts in New England. Six years experi liome adjacent. Fully equipped shop. Well-bal 
1UFACTUR. ence with New Jersey manufacturer selling to anced inventory. Average annual sales over $150, 
Upstate New hardware distributors and retailers, farm supply - 000.00. Average return on investment over 20% 
Raia Hard- and garden supply stores, etc., in New England. HARDWARE STORE Located in Lavallette, | Required capital not over $55,000.00. Reason for 
steiat rere ied References. Address: Box C-185, care of Harp- New Jersey, available for stock and fixtures, | selling, personal. Address: Box C-184, care of 
ine Box ware Ace, 100 East 42nd Street, New York 17, $6,000.00. Write Frank Jannuzzi, 143 Sandford | Harpware Ace, 100 East 42nd Street, New York 
N Y Avenue, No. Plainfield, New Jersey. 17, N. Y. 
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Hardware dealers all over the country have discovered that it pays 
nufacture to keep your eyes on Hardware Age for ideas and advice that mean 


lonies, all . , 
prserovialy more money in your pocket. Help on store management problems, 








and Laun- 
Cie, LA merchandising ideas, market news, more new merchandise descrip- 
rance. 

tions than published by any other hardware magazine, and news 
— of other hardware people are just a few of the regular features 
—_— of Hardware Age that have caused more dealers to invest in sub- 


scriptions to Hardware Age than to any other hardware magazine. 
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Tilley’s ten 


and THACKER has it for you! 


Index to Advertisers 





A snap to sell! This all-purpose, all- 
weather Kerosene Lantern or Heater 
burns all night for 5¢! Delivers over 

























































500 CP with Beam Blade. SAFE! A 
DEPENDABLE! Only $17.95 (worth 
$35 by comparison) Heater is only Re og = 
‘ cme uality Paints, Inc 14 
$19.95—no smoke, no smell. For de American Chain & Cable Co 6 
tails write, wire. American Crayon Co 138 
American Fi. Surfacing Mch. Co. 83 
A. Ww. THACKER co Inc American Grease Stick Co. 258 
> % eee *s ° pont vada — & Textile Co 49 
- $. Dist’b.) merican Screen Prods. Co. 137 
Ames Co., A 32 
1000-H Western + Putebergh 33, Pa. Animal Trap Co. of America 164 
a » —__—_—_— ao Ardmore Prods. Co 247 
Aristo-Mat Co. 263 
Armstrong Bros. Tool Co 218 
Arrow Fastener Co., Inc. 217 
Arvin Industries, Inc. 222 
Atlas Asbestos Sales Co : 196 
MILKHOUSE EQUIPMENT Atlas Tack Corp. ; 174 
@ Storage B 
Cabinets 
© Wash Tanks wip Co., The 156 
- ehr-Manning Corp 209 
* Drain Boards Belmont Co., The, Div, Ridge 
® Electric Dairy Tool Co. teseeeees 231 
Water Heaters Bennett-lreland, Inc. .. ies 
Sell SAFGARD the most complete line. Top Bernz Co., Inc , Otto veeeee 80 
values in every price range. Better Farming .......cccccccsces 42 
Write for details Dept. 11-HA. Bevin Bros — : 254 
ao = a Black & Decker Mfg. Co.. 78, 261 
\SAFGARD' aap yo METAL Boker & Co., Inc., H 231 
| Beds OMPANY Bolens Prods. Div., Food Mchy. 
DIVISION Melrose Pork, IWlinois & Chem. Corp. 43 
Bommer Spring Hinge Co., Inc... 247 
seed Forge & Tool Works..... 131 
oonton Molding Co. ; 62 
, Bridgeport Fabrics, Inc. 234 
Dealers Everywhere Are Turning To Bull Dog Corp “i 266 
TOPPER ‘ 
ite) anc) 12 044 ae 16) 488 Calbar Paint & Varnish Co 251 
, . Cal-Dak Co. Inc., The . 
TOPPER is the non-penetrating one-coat Camillus Cutlery .. HS 
flat oil paint. Ideal for most interior Carborundum Co., The.. 153 
porous wall and ceiling surfaces, it has Corie tate Co 73 
exceptional hiding qualities. —_ Prod. Corp. 237 
arlson & Sullivan, Inc 242 
How Topper Can Make Money For You: oe o 262 
© a cine s Gteteaios eo @ thee ampion De rment Tool Co. 79 
@ Rapid turnover! tomer complaints came —— eS eee Se, See..ee 
@ Small investment! . returns! Bull Dog . . + nmeteed > sons, tes., 4. = 
@ Full 40%-plus @ Consumer litera- One of America's evrolet Motor Div. 24 
gross profit! ture available! oldest paint — , wl cog “ oe 
' icago Spring inge Co. “ oe 
® Prompt shipments! manufacturers. | oe Ventilating Co., Inc., 
Quality since 1824 | ns treseresene BUG 
Clark Co., The J. R....... aoe 
BULL DOG CORPORATION | Specs a ante” 150 
| ye an Bros Mfg. Co.. 150 
oburn Prod. Div. yeeee) ae 
HOWELL ST., JERSEY CITY 6, N. J. Colorado Fuel & Iron Corp..... 119 
| Colorite Plastics of N. J., Inc... 16! 
aS ~~ Columbian Rope Co. , % 
| Columbiana Pump Co. 261 
—— ry | Columbus-McKinnon Chain Corp. 233 
Beaver Caulking Guns | | 22270" 0 
ongoleum-Nairn, Inc. 76 
g | Consoweld Corp 142-143 
| Continental Can Co. bikes 55 
| Cooper Mfg. Co. 233 
— Cabinet Lock Div 121 
orning Glass Works 68-69 
Cory Corp. 60-61 
-_ Coughlan Co., N 2 
pe For Cartridge or Council Tool Co., The 263 
| Country Gentleman <- 
Bulk Compound | | co: 8) co. inc 253 
Precision made for longer life | Certs Publishing Co “ 
and better results. * All work- 
ing parts accurately machined. 
* Extra heavy gauge barrels. * Uses all ° 
Sold with caulking materials—handles light oils. * Posi- Dayton Pump & Mfg. Co 44 
a tive ratchet drive. * Threaded noziles—no | Deming Co., The 35 
LIFETIME = boyonet joints to come loose. * Three popular a oe Se. Se 
GUARANTEE = sizes—6!/.", 10" and 15". List prices—$6.50, Dietz Co. RE ee 4 
$7.50, $8.50. Write for discounts. Domes of Silence peace ee 
—— WESTERN RESERVE MFG. CO. ee & Co., Inc., E. I. 
: rd $?. astics Div., Nylon Filament.. II! 
Cleveland 5, Ohio Dykem Co., The ..... veneee 200 
266 HARDWARE 


E 
Eagle Electric Mfg. Co, Ir 194 
Edmont Mfg. Co 10 
Edwards Co., Inc 20 
Empire Brushes, Inc 223 
Evans & Co 249 
F 
Falis Prods., Inc 2% 
Faultiess Caster Corp 263 
Fawsco Mfg. Div. 208 
Ferry Cap & Set Screw Co., The 205 
Fletcher Enamel Co. 213 
Fletcher-Terry Co. 239 
Frick-Gallagher Mfg. Co., The.. 253 
G 
Gardner Wire Co. 259 
Gates Rubber Co. 40 
General Electric Co. 

Wiring Device Dept 16-17 

Christmas Tree Lamps 73, 74 
Gensco Tool Div., General Steel 

Warehouse Co., Inc 202 
Geuder, Paeschke & Frey Co % 
Geyer Mfg. Co. 237 
Gibson Good Tools, Inc 260 
Gillespie Varnish Co 266 
Goldblatt Tool Co. 25! 
Goodyear Tire & Rubber -. 

Cycle Tire Dept. 7 
Goulds Pumps, _ 267 
Graham, John "151, 254 
Grand Haven ceoaiis Prod. Co. 216 
Gray Co., The 258 
Great Neck Saw Mfrs., Inc 215 
Greenlee Tool Co. 18! 
Griffin Co Ww 151 
Griffin Mfg. Co. 71 

H 
Hall-Mack Co. 207 
Hall-Wessel Co. 180 
Horris & Co., Arthur. 262 
Hearst Corp. 165 
Heller & Co., W. C. 244 
Hemp & Co., Inc... 269 
Heppner Sales Co. 228 
Hodell Chain Co. ; 4| 
Hoppe, Inc., Frank A.. 268 
Huenefeld Co., The .. 270 
Hyde Mfg. Co. iiecwxe 216 
Hydroponic Chem. Co., Inc 267 
Hyer Hdwe. Mfg. Co 250 
! 
International Salt Co., Inc 257 
J 
Jay Broiler Co 1 
Jenkins Bros 17 
Johnson, Inc., Edw. E..... 128 
Johnston Lawn Mower Corp 38-39 
Jones & Laughlin Stee! Corp 1 
Justrite Mfg. Co 232 
K 
Kalamazoo Vegetable Parchment : 
° 172 
Kester Solder Co 167 
Keuffel & Esser Co % 
Keystone Steel & Wire Co 46-47 
Kimball Co., A 204 
Kimble Glass Div., 

Owens-Illinois Glass Co 235 
Kingston Prods. Corp 257 
Klein & Sons, Mathias 216 
Knape & Vogt Mfg. Co 29 
Krylon, Inc 58-159 
Kwikset Sales & Service Co 3 
AGE, NOVEMBER 11, 1954 





I 


Lande Frary 
Louson Co., 

Liberty Distrib 
Linzer & Sons, 
Listo Pencil C 
Lockwood Hd) 
Lombard Gov 
Lufkin Rule Cc 


M & D Dispic 
Mocklanburg-D 
Mall Tool Co. 
Manufacturers 
Marshalltown 

Martin Stampi 
Mastercraft Pi 
Master Lock ¢ 
Master Metal 
Mattatuck Mf« 
McCulloch Mc 
McGill Metal 
Mechanical Pr 
Melnor Metal 
Midland Co., 
Milescraft Mfg 
Miller & Co., 
Millers Falls ¢ 
Moline Iron V 
Moto-Mower (¢ 
Mullins Mfg. 

Murphy's Sons 
Myers & Bro 


Nat'l Brass Cc 
Notional Hdw 
National Lock 
National Mfg. 
Notional Meta 
National Prestc 
Nicholls Mfg. 
North & Judd 


Oster Mfg. Ce 
Owens-Corning 


Parker Mfg. C 
Parkersburg Ste 
PBR. Mfg. C 


Penn Fishing 1 
Pittsburgh Nip; 
Pittsburgh Plat: 
Brush Div. 

Paint Div 

Pennvernon D 
Plantabbs Cory 
Plastex Co., Th 
Plastics Mfg. C 
Platt & Co. , 
Plomb Tool C 
Pratt & Lamb 
Preston Enterpr 
Proto Tools .. 
Puritan Cordac 


Quickee Prods 


RPM. Mfg. C 
Reardon Labor 
Reichert Float 
Republic Stee! 
evere Copper 
Rich Ladder & 
0 Tool Ce 
Rocket Concret 


HARDWAR 


2% 
263 


213 
The.. 253 


259 


16-17 
73, 74 
31 Steel 


Co hy 
237 
260 


25! 
Co., 
ee 267 


“151, 254 
od. Co. 216 


nc 215 
18! 
151 
17! 














Index to Advertisers 
L oe Devices ne. Div. Star 
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Mechanical Prods., Inc. .. 245 Slaymoker Lock Co. .. : -- 
Melnor Metal Prod. Co., Inc. 34 Smith & Co., D. B.. [wees 254 
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National Metal Prod. Co. «see 114) Temco, Inc. ened 63 | 
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North & Judd Mfg. Co ... 190 True Temper Corp. 45 
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Penn Fishing Tackle Mfg. Co.... 268 
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gl Enterprises, ig pipalenaneaabaas 85 eee Gage pane Washers Co. 263 
roto Tools ...... ee 15 arwoo ool Co. . 2! | 
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GARDEN HOSE | 
in BULK 
means 
NO LOSS 
IN DEAD INVENTORY! 








get full details from your 
Jobber’s Salesman or write 
direct to 








SUPPLEX CORPORATION 


GARWOOD, N. J. 











j 





Now demanded by millions for houseplants, flowers, vegetables, lawns, 
ardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
ealer 3319% 7> profit —— packaged fer display. Does not deter- 
iorate, is cle 









an, — and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 











Retails Your Cost ort 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case ws + 4 >, > 
3-oz. can 25¢..... 36 to case wt. 12 ibs..... . $6.00 case Ge 0d House by 
7-oz. can 50c..¥... 24 to case wt. 14 Ibs... ... $8.00 case <—pmeee 
1-lb. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case Cras conrersie AE 


Also packed in 10-ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO. Copley, Ohio, U.S.A. 






inc., 








DIRTY HANDS mean clean profits 


**“ UNMKEE 


WATERLESS HAND CLEANER 
Point, grease, grime, adhesives, caulking 
and roofing compounds disappear in 17 
seconds—a dab, a wipe-off—that's all. 


There's a fortune in QUICKEE. Order today. 


TUDOR CHEMICAL SPECIALTIES INC. 


YONKERS 2, N. Y 








It’s going places... and 
you can get your extra prof- 
its by ordering today from 
your Goulds distributor. 

Watch the other 
able Goulds pumps. . . 


depend- 
the 







complete profit-line for 
°54. Hop on the Goulds 
brand-wagon! 

Goulds P ' 4 tia Wi ea 

ulds Pumps Inc. 
Sencen Satta, 02.9.. | GOULDS Balanced-Flow JET 
for Shallow Wells 

GOULDS Water Systems 


267 











Increase 
your 
Sales... 


nite eel For The Hunting Season 
Foden and For Christmas Sales 


card . .. holds nine 
2-PACS ... done up 


Ee «<li Feature The Hoppe Pack 


@ BUY-APPEA 
@ PREPRICED 7 15¢ This handy kit rates high in utility and gift appeal. 


sides iiie deliieadttin dikiden wangaate Sell it to shooters NOW — during the hunting 
MISS" mouse Wap with this new, soll- season — for the proper cleaning and protection 
Seal das a se oe ——_ of their guns and feature it right on up to Christmas 
a “sure fire” traffic stopper. _ to gift seekers who want “something that a gun 


owner will appreciate and welcome.” Your jobber 


McG I L L can supply you. Get in touch with him today. 
METAL PRODUCTS CO. FRANK A. HOPPE, Inc. 


MARENGO e ILLINOIS | 2314A North 8th Street PHILADELPHIA 33, PA. 














For Christmas Sell the Newest PENN Reel 
No. 350 —""The LEVELINE” 


The Automatic Level-Wind Reel with a “Brain”. 
No Worm Gear — No Pawl — No Line Guide 
ONLY — 


The Patented Spiral Bar which lays the line Level 
on the spool like magic. 


Fair Traded List Price with Metal Spool $20.95 — With Plastic Spool $20.00 
ORDER FROM AUTHORIZED PENN JOBBERS 





PENN FISHING REELS ° PHILADELPHIA 32, PA. 





NATIONALLY ADVERTISED IPQ MES or SILENCE (Furniture ciives 


RUBBER CUSHIONED REGULAR FURNITURE LEVELER 
Adjustable Com- P 


One set on a card. One set in a box ee heres 
12 cards in a box. 12 boxes in a a ee. and Glider for 
to", er, | ee ee = Steady Furniture 
wie a ne ee %", he", 2” fe ~ So] SIZES—1” base, 
.. ¥”. Ye 4 on card; 1%”, 
2 on card; 112”, 
2 on card. 
Drive into uni- 
versal socket or 
5/16” hole. 








DOMES OF SI1Lence 
SION CLIDES 








Ask your jobber. If he is not supplied, write 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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Guide 


$20.00 





